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.. WBRODIE BiRotor METERS DELIVER 


Operating at Fort Kent, Maine—in one of the nation’s 





northern most regions, Brodie BiRotor Meters turned in a 
record of efficient trouble-free performance all through the 
winter — at temperatures that reached as low as 30° below 
zero. Such installations bear out the fact that Brodie BiRotor 
Meters are tops in dependability — even under extremely 
severe conditions. .. . With cold weather ahead, now is the 
time to investigate Brodie BiRotor Meters for year ’round 


operation. Write today. Full details sent on request. 
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e NEW MEASURING PRINCIPLE 

e ALL STEEL HOUSING 

e PRECISION DRY ADJUSTMENT 

e REPLACEABLE MEASURING ELEMENT 


METERS 


RALPH N. BRODIE CO., INC. IST & LOWELL, OAKLAND 8, CALIFORNIA, U.S.A. 
Division Offices: CHRYSLER BLDG., NEW YORK CITY + 59 E. VAN BUREN, CHICAGO 5S + 2101 S. SAN PEDRO, LOS ANGELES 11, CALIFORNIA 
302 SOUTH PEARL ST., DALLAS 1, TEXAS + 221-9TH AVE. NORTH, SEATTLE 9, WASH. © REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 




















Names in the News 


C. S. Davis, Jr. has been advanced 
to the presidency of Norge Heat Div., 
Borg-Warner 
Corp., Detroit 26, 
Mich. He formerly 
was vice president 
and general man- 
ager and succeeds 
G. P. F. Smith, who 
is devoting his full 
time to the duties 
of president of the 
entire Norge Division. Mr. Davis began 
his career in 1936 with Marbon Corp., 
a Borg-Warner subsidiary, and joined 
Norge in 1937 as a test engineer. By 
1939 he was assistant to the manager 
of the Heating Division, became man- 
ager in 1940 and executive engineer of 
the entire Norge Division in 1943. He 
has been general manager of Norge 
Heat since it was founded as a separate 
division in 1946. 


Martin B. Brucker has joined Acme 
Heat & Power, Inc., Brooklyn 6, N. Y., 
as advertising manager. Previously Mr. 
Brucker had been co-owner of Willins 
Advertising Agency, New York, and 
advertising manager, Paragon Art & 
Linen Co. He is working out a complete 
trade paper and consumer publication 
advertising campaign, with merchandis- 
ing and sales promotion activities to sup- 
plement these efforts. 


Richard F. Gang has advanced to the 
position of manager of heating sales, 
Viking Air Condi- 
tioning Corp., 
Cleveland, Ohio. 
His primary duty 
will be to assist 
jobbers in the sale 
of blower packages 
and humidifiers and 
he also will work 
With furnace man- 
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... the way the hot gases travel in a 


Smith Mills Cast Iron Boiler 


. .. whipped up and around the entire chamber they go directly to the highest 
surface of the boiler — then across to each side — to the front through the upper 
flue passages — to the back through the lower channels . . . finally, spent and 
exhausted, they pass up the chimney. 

In the efficient Mills design the hot gases embrace a cast iron boiler water tube 
at every “roller coaster” turn. These gas passages are relatively large — the 
gases travel at low velocity, transferring maximum heat to the tubes, allowing 
ample time for complete combustion. There is less draft loss— and less need 
for high chimneys — with a Smith-Mills Boiler. 

Results? More heat with less fuel, lower maintenance —and often lower 
installation costs. 

It pays to specify Smith-Mills Boilers for all heating needs in industrial, com- 
mercial, institutional and residential jobs. For these and other advantages send 
for free bulletins today , 








THE H. B. SMITH CO. INC., WESTFIELD, MASS. 


Most complete line in the world of cast iron boilers for heating 


ufacturers. Mr. Gang has been head of 
dealer merchandising of blower pack- 
ages and, at the same time, directed 
surveys to discover how jobbers and 
| dealers could do the most effective mer- 
chandising. 


W. S. O’Connor has been named 
distribution manager, National Super 
Service Co., Inc., Toledo, Ohio, and will 
have full charge of all sales, distribution, 
advertising and sales promotion of the 
firm’s heavy duty suction cleaners and 
parts. He comes to Toledo from Cleve- 
land where he was general sales man- 
ager, Standard Tool Co., and will im- 
plement National’s policy of an expan- 
sion of both the line and its distribution. 





H. R. Singleton has been named as- 
| sistant sales manager, Lorain Div., 
American Stove Co., Lorain, Ohio, su- 
pervising the sale of Quick Heat heaters 
and Quick Meal oil stoves through dis 
tributors. He previously was with A. J. 
Lindemann and Hoverson Co., first as 
sales manager, Electric Division, later 
as sales manager of all products. 


Chester Bland has been elected to the 
board of directors, Leland Electric Co., 
Dayton, Ohio. He is president of The 
| Ohio Electric Mfg. Co., Cleveland, 
Ohio, manufacturers of electric motors, 
| lifting magnets, hoists and nail making 
_ machines, and president of H. P. Towns 
end Mfg. Co., Hartford, Conn., makers 


of automatic and woodscrew machines. 





G. W. Hart has been appointed man- 
ager of advertising, sales promotion and 

| sales training, Gen- 
eral Electric Co.., 
Air Conditionin? 
Dept., Bloomfield, 
N. J. He had been 
manager of mar- 
ket research and 
from 1948 to 
March 1949 was 
assistant to the a 
marketing manager. His background in- 
cludes experience with Consolidated 
| Edison Co. as a commercial engineer, 
sales and advertising consultant for 
Ebasco Service and management engi’ 

| neer with Booz, Allen and Hamilton. 
| Mr. Hart succeeds E. S. McKay, now 
on the staff of Robert S. Pearce. vice 
| president in charge of public relations. 
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"We use the Field Control as a door opener because any heating 
plant, hand-fired or automatic, is apt to need a new draft control." 


“RINGING DOORBELLS KEEPS 
CASH REGISTERS RINGING’ 


“Your door-to-door approach is inter- 
esting, Bill’, I told the dealer. “Tell 
me more about it.” 

“Well’, said Bill, “it calls for a 
good specialty item as a leader, or door 
opener — we use the Field Draft Con- 
trol because any heating plant, hand- 
fired or automatic, is apt to need a new 
draft control.” 

“So far so good. And how exactly,” 
I asked, ‘do you approach the home- 
maker ?” 

“We inquire as to the type and age 
and condition of the heating plant — 
and make a special pitch on the draft 
control. The Field Barochek is an 


almost certain sale to hand-fired furnace 
owners. And they, of course, are the 


"Being a merchant as well as an artisan 
calls for modern merchandise display", 
said the dealer. 


































DRAFT CONTROLS 


. ... And There’s A Field 
Control For Every Need! 


real automatic furnace prospects!” 

“And so’, I said, “you get into the 
basement, and .....” 

“And”, interrupted the dealer, “when 
we get into a basement we not only can 
talk furnaces, but automatic water heat- 
ers and anything else in our line.” 

“We also”, the dealer continued, 
“advertise our Field Control specialty 
in the newspapers, and as you can 
see, carry a window and floor display 
on controls,” 

“And that’, I observed, “is what I 
call a real merchandising job.” 

“Well, you know, we've got to be & 
merchants, as well as artisans’, said 7 
Bill, “if we want to keep the cash reg- 
ister ringing.” 


ee 


| -~ CONTROL 

Ae al DIVISION 
peta ae ‘ im 6H. D.. CONKEY & CO., MENDOTA, ILL. 

"A good looking window display pulls AFFILIATES: 

traffic into the store.. And store traffic Come eo | 

is worth money." 





Conco Materials Handling Division 
Cranes - Hoists 











“Defense Production Act of 1950” 
it’s called. Officially it is H.R. 9176, 
81st Congress, 2d Session. Introduced 
by Congressman Spence in the House 
on July 19 this legislation is designed 
to give effect to the program outlined 
by the President in his speech of the 
same date. 

There will be a lot of debate on some 
points in the bill, particularly those 
giving the President a free hand to do 
things in the direction of controls. Some 
of the powers asked for may be tem- 
porarily withheld or voted piecemeal, 
but even the political enemies of the 
administration concede that the frame- 
work of this bill is a guide to our na- 
tional economy during the next few 
years. 

As now written, the act will termi- 
nate June 30, 1952, but no one expects 
that to happen unless it is to be re- 
placed by a more rigorous substitute. 

There is nothing in the act designed 
to discourage business men over their 
future prospects. Some lines of work 
are sure to be importantly benefited. 
Others will eventually face considerable 
changes. 

General business indexes have 
strengthened in recent days, apparently 
looking forward to enlarged industrial 
activity and a moderate amount of in- 
flation as a result. 

Oilheating has not been hurt in most 
markets . . . in some the whole program 
has had a stimulating effect on burner 
sales. There are problems, however. 
Tanks were getting short in some cities 
weeks before we ever heard of Korea, 
other than academically. With auto- 
mobile production running 50% over 
previous peaks, and with oilburners 
aiming at a new peak of their own, steel 
was hard to come by. 

The proposed Defense Production 
Act hopes to get authority to allocate 
steel on the basis of essentiality. A few 
studies are already in the works, with 


the probability of some real decisions 
being reached by mid-Fall. 


Oilburner sales may be affected, but 
certainly not severely as they were in 
1942. Ojilheating jobs for new homes 


and replacements are obviously essen’ 


tial. Conversions to oil from other fuels 
could be classified either way, depend- 
ing upon local market conditions. This 
will be the real point of debate between 
our industry and the Government com- 
mittee allocating steel. It is clear that 
the American public wants to heat with 
fluid fuels, either oil or gas. In a show- 
down, what would it be willing to go 
without if necessary to get these 
facilities? 

A number of oilheating men have 
asked what is the probability of fueloil 
rationing and price controls. Natural- 
ly no one can predict with certainty 
what Stalin might do and when, but the 
consensus of private thinking in some 
high oil industry circles runs about like 
this: 


“We now have better than a million 
barrels a day excess oil capacity in crude 
and facilities. During the last war cov- 
ering 45 months our military take of all 
oil products averaged only six hundred 
thousand barrels a day, but at the peak 
we did get up to over a million and a 
half. Thus our present excess oil sup- 
ply could handle a fair sized military 
demand. Jet and other aviation fuels 
could squeeze the top of the barrel a 
bit, but would not bother distillates 
much. 


“If we are pushed out of Korea, we'll 
have to go back in later and do the job, 
which would take months. Even so, if 
the whole show is limited to Korea, con- 
trols on oilburning would still be un- 
necessary because the oil quantities 
needed would not be high. 


“But if similar disorders _ start 
breaking out in other parts of the world 
in such manner that our troops would 
have to go there too, we could expect 
rigid controls to start rather promptly, 
because then we would know that we 
would have to organize for a big war.” 


A burnt child dreads the fire Oil- 
heating took a drubbing in World War 
II. Who can blame oilburner men for 
wondering how they may again be af- 
fected? That is why it is so important 
to keep the situation clearly in focus 


as it develops from day to day, 

Certainly today burner sales are 
strong in most markets. The peak sea- 
son is just ahead. Dealer confidence can 
quickly be reflected in public confidence 
if we as an-industry keép pushing sales 
by all modern merchandising methods, 

The D.P.A. program, though getting 
a lot of headlines now, is designed for 
long range. Our industry may en- 
counter some bridges down the road. If 
we do, that will be time enough to study 
how they’re built and determine the 
best way to cross them. For now, let’s 
push ahead. 


© 


Robert F. Andler, head man of Elec- 
trol, is the owner of Patent No. 2,100,- 
690 which covers principally a toy rub- 
ber balloon. Of course, it’s listed in the 
patent as a “Mechanical Advertising 
Device,” used to illustrate the manner 
of travel of the flame of an oilburner, 
it being illustrated by supporting an air 
filled balloon, et cetera. 

We have all seen the Electrol dem- 
onstration at industry shows for years, 
but who would regard it as a patentable 
feature? Occasional competitors have 
copied the demonstration for their 
burners, particularly in recent times. 

Andler wishes they wouldn’t do it. 
He has been. too busy to round up the 
lawyers, but yet he knows that if he 
willingly condones violations he is 
jeopardizing future validity of the 
patent. 


© 


Speaking before a dealer group in 
White Plains, N. Y., Herbert Spade, 
oilheating impresario, deplored “slot 
machine” selling of oilburners by man- 
ufacturers. Anyone with the money 
can get a lot of the makes, he pointed 
out, without the slightest regard to his 
ability to install a burner or even to 
know which end goes in first. 

Spade asks recognition by manufac 
turers that their burners in the hands 
of incompetents may sell at a low price 
but they can only injure a market and 
in time may dry it up. 

What he apparently means is that 
if cheap burners drive the strong deal- 
ers out of a market there will be no one 
left to be cheaper than. 
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wees Fight in 
Fuel Oil Customers’ Homes! 


Let's face it. More aggressive gas heat competition is 
with us. Are you prepared to meet and beat it? 


Every fuel oil tank not equipped with VENTALARM 
Signal is a salesman for gas heat: And there are still 
some 2,000,000 home fuel oil tanks in this category. Can 
the industry afford such a weakness within its own ranks? 


CLEANLINESS and CONVENIENCE head the answer 
list again and again when home owners are surveyed 
for preferences in home heating systems. You can bet 
that the home owner wiil have them one way or another. 


VENTALARM Whistling Tank Fill Signal_is the auto- 
matic provision for cleanliness and convenience in the 
fuel oil delivery field. No spills; safe, accurate fills .. 
no invasion of home privacy. The driver “just fills. ‘til the 
whistle stops.” 

You can help turn 2,000,000 gas heat salesmen into 
ambassadors of goodwill for your own industry. To do so 
requires only one thing: your decision to equip old and 
new accounts with VENTALARM Signal. You can't lose. 
Your customer benefits. Your industry benefits. And you 
save 15% to 30% on your present delivery costs. Act now! 


40 MODELS for old and new tanks 
available at your regular Supply House 
~ .. or write for particulars to 


SCULLY SIGNAL COMPANY 
76 First Street, Cambridge 41, Mass. 


VENTALARM: 


WHISTLING TANK FILL SIGNAL 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 
FULLY PROTECTED BY U.S. AND FOREIGN PATENTS 
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June Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS _ BOILER-BURNERS FURNACE-BURNERS 
June Aver. $301 $639 $567 
May Aver. 306 644 567 
Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
June 124.4 Six monthsago 128.2 June 125.3 Six monthsago 129.4 
May 126.6 Yearago 129.5 May 126.4 Yearago 134.1 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES - RETAIL CONVERSION BURNER -JAN. 1940= 1/00 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS — 1939 = 100 ---- eee 
CONSTRUCTION COSTS — RESIDENTIAL- DEPT. OF COMMERCE — 1939 =100 ——+——- —— 
COST OF LIVING — BUREAU OF LABOR STATISTICS — 1935-39 =100 cxcccococccaq00000000000 
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Oilheating Thends 


JUNE INSTALLATIONS of domestic oil- 
burners and units are estimated at 67,- 
878, a gain of 24% over the same month 
of 1949. This is not as large a gain 
as the industry has been showing in re- 
cent months but one reason for that is 
that June last year was an extra good 
month. 

Totals for the first six months of the 
year are estimated at 271,778, compared 
to 196,450, registering a gain of 38%. 
This again shows a lower rate of gain 
than the 44% registered in the first 
five months. 

June installations were divided: New 
homes 14,961; Replacements of old oil- 
burners 8,457; Conversions from other 
fuels 44,460. For the first six months of 
1950 the breakdown was New homes 
72,531; Replacements of old oilburners 
39,507; Conversions from other fuels 
160,190. 

If the same rate of gain for the first 
six months were continued for the full 
year total installations would be approxi- 
mately 850,000. Of course, at this stage 
of the world situation any projection for 
the full year is pure speculation. 


BURNER STOCKS: July 1 stocks of do- 
mestic oilburners and units in dealer 
hands are estimated at 111,147, a very 
high figure that demonstrates strong 
optimism at the retail level. It is quite 
possible that factory shipments will ease 
off from their normal seasonal peak at 
the end of the summer, reflecting these 
high dealer stocks. Factory stocks on 
April 30th, the latest available data, 
were 53,172, the highest point since 
May, 1949. 

MATERIAL SHORTAGES: There has been 
an increasing awareness of a stringency 
in steel supplies and this is beginning 
to be felt seriously in the oilheating in 
dustry. Among all reporting dealers 
38% mention that they are short of one 
or more items that necessitate delay in 
completing their installations. The ma’ 
jor shortage item of course is oil tanks, 
with 23% of dealers in trouble. Next 
is pipe and fittings with 4% being de 
layed in their work as a result, Just be 
low this we have three items . . . con 
vectors, furnace units, and steel sheets 
with around 2% of dealers reporting 
each of these shortages. A still smaller 
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Offer genuine DUST-STOP Air Filters on every 
service call—the nationally-advertised, well- 
known filter that’s easy to sell. Owens-Corning 
Fiberglas Corporation, Dept. 43H, Toledo 1, O. 








*DUST-STOP is the trade-mark of Owens-Corning Fiberglas Corporation for impingement-type air filters made of glass fibers. FIBERGLAS 
is the trade-mark (Reg. U. S. Pat. Off.) of Owens-Corning Fiberglas Corporation for a variety of products made of or with glass fibers. 








number report current shortages in some 
types of controls, radiators, circulators, 
copper tubing and rock wool. 


Asked if they are able to get tanks 
as fast as they need them, 74% report 
that they are and the balance are not. 
Tanks in stock in dealer warehouses 
throughout the country on July 1 were 
estimated at 95,567. There have been 
no consistent tank studies to learn just 
what would be normal since there has 
been no tank shortage problem since 
1947. At that time the number of tanks 
in stock (December 1, 1947) repre- 
sented 83% of the number of burners 
in stock. On July 1 this year dealer tank 
stocks represented 86% of dealer burn- 
er stocks. 

The total tank stocks in dealer hands 
this July were divided: 87,214 of sizes 
220-275 gallons; 4,754 in sizes 350-675 
gallons; 3,599 in sizes 1,000 gallons or 
larger. 

Asked if they believed they are going 
to get all the tanks they will need dur- 
ing the second half of the year 76% 
of the dealers believe that they can get 
them and 24% look for trouble. 

KOREAN EFFECT: At the time of an- 
swering the questions this month the 
average dealer had had only ten or 
twelve days to observe the effect on 
sales of the Korean crisis. The net bal- 
ance would indicate that there was no 
effect. Nine per cent of the dealers said 
that the war troubles had an unfavorable 
effect on burner sales; 11% say that the 
headlines caused a speed-up in placing 
burner orders, while the remaining 
80% saw no particular influence one 
way or the other. 

SALES OUTLOOK: Dealers are normal- 
ly on the conservative side in their fore- 
casts on the amount of business they 
are going to do. At the start of the year 
their collective opinion pointed to an 
increase in burner sales in 1950 of 12% 
over 1949. When they were checked 
again at the end of the first quarter they 
estimated that their sales for the year 
would run 11% over 1949. Then, they 
were asked the same question at the 
end of the second quarter or on July 1 
and they now estimate that their sales 
for the full year will be 38% over 1949. 
If it were not for the uncertainties of 
the Asiatic situation it would be quite 
safe to predict that the year’s sales would 
actually be considerably, higher than 
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Oilburner* and Building Permits 
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78 31 479 365 Richmond, Va. 80 80 411 391 
408 212 #1411 944 Rochester, N. Y. i se sits a 
De ZS Ns 103 Rockville Center, N. Y. sea 9 es 53 
33 20 173 121 Salem, Mass. 12 i) 53 54 
10 38 214 s22 St. Louis, Mo. “6 49 33 234 
me 100 = 714 St. Paul, Minn. 200 1S 860 325 
76 260 Schenectady, N. Y. re de i Bie 
ra oe Seattle, Wash. pat D2 163 see 779 
- on si wa Springfield, Mass. 101 29 386 237 
99 50 512 203 Stamford, Conn. ah % ms ae 
10 71 79 237 Syracuse, N. Y. 80 39 358 172 
a ee se +s Trenton, N. J. 6 1 43 53 
55 pis 5 sia Udicas N:..Y. 1S 8 73 32 
72 74 740 425 Washington, D. C. hes é ia ae 
a a és .. West Orange, N. J. 49 11 188 58 
35 21 140 82 White Plains, N. Y. 28 14 70 45 
63 69 381 387 Wilmington, Del. 11 19 161 58 
207 153 867 619 Worcester, Mass. aids ns ie . 
126 51 374 193 Yonkers, N. Y. - As: -, at 
7928 6977 32708 30068 Totals 4235 3048 18491 10979 
+ 13.6 +8.8 Percent Change + 38.9 + 68.4 


_ *Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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that since no composite dealer estimates 
have ever been high enough on future 
forecasts. 

SUMMER OIL DISCOUNTS: A year ago 
there was a variety of plans and pro- 
grams with special inducements to coax 
fueloil customers to fill their tanks early. 
This year the same general ideas have 


again made an appearance but on a much 
smaller scale. Among all reporting fuel- 
oil distributors 5% say that they are 
offering a discount to consumers on sum 
mer fill ups; 4% are getting a special 
summer discount from their own oil 
suppliers; 14% are giving their custom: 
(Continued on page 145) 
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Accessory sales mean big business too. 
That’s why the over 7,000,000 owners 
of oil heaters with A-P Safety Oil Con- 
trols are important prospects for you. 
Today they are convenience-conscious 
and that makes them a ripe market for 
easy to install A-P Automatic Comfort 





Controls that add welcome dial-con- 








trolled heating convenience. 
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Over 10 million readers of these magazines will see 
A-P National Advertising. They will be looking 
for the A-P Automatic Comfort Control Ac- 
cessories you sell. 
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by 
Milburn Petty 


WASHINGTON—President Truman’s re- 
quest for another $10,000,000,000 in 
revenue to finance our war prepared- 
ness—and the threat of another $10 bil- 
lion revenue demand after the elections 
—is certain to have a profound effect 
on the U. S. economy and the civilian 
oil industry. 

The months ahead are not likely to 
be easy ones for Oil, trying to prepare 
itself for sharply increased military re- 
quirements, while it faces a variety of 
investigations on Capitol Hill. 

An oil price probe seems certain now, 
in view of the popularity of congres- 
sional snifing at every price rise. 

If this is not accomplished through 
approval of Senator Ferguson’s resolu- 
tion, it probably will be an important 
part of the investigation which soon 
will be launched of the entire U. S. 
fuels picture, and the relationship be- 
tween oil, coal, gas, and hydro-electric 
power, so that a start can be made at 
formulating a “national fuels policy.” 

(The Senate Interior Committee 
probably will OK a resolution now be- 
fore it, directing that committee to 
make a fuels study and providing for 
the appointment of an “advisory coun- 
cil,” appointed by the Secretary of 
Interior.) 

The most pressing military need at 
the moment is for more aviation gaso- 
line and jet fuel—three to five million 
barrels more between now and next 
January 1st than had been anticipated 
prior to the outbreak in Korea. 

This likely will have the effect of cut- 
ting back gasoline quality about 5 points 
so that more components can be ob- 
tained for blending into high-grade 
military avgas. And an industry pro- 
gram may be set up, with anti-trust law 
clearance from the Department of 
Justice, so companies can sit around the 
‘ table and set up cooperative deals. 

However, this is not likely to have 
much effect on the other cuts in the 
crude barrel. Military needs more 
diesel oil for ships, but the amounts are 
not so large as to cause any serious 
dislocation in civilian fuel oil supplies. 
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Government Influences on Fuels 


Perhaps the most immediate effect on 
Oil of U. S. war preparedness will be 
the huge bite in civilian steel caused by 
the step-up in arms production. 

But Oil seems in the best shape of 
any major industry to get the steel it 
needs to maintain drilling, and the con- 
struction of more pipelines, refineries 
and transportation and distribution fa- 
cilities. With its National Petroleum 
Council, the industry now has the 
contact needed to get its steel-need 
story over quickly. 

In fact, NPC is now at work draw- 
ing up estimates of its steel needs for 
submission to the Interior Department. 

But, in its attempt to channel steel 
to the ‘most essential” uses, oil market- 
ing facilities probably will get the 
short-end of the allocation program, 
just as happened during World War II. 

President Truman’s controls program 
is almost certain to be enacted by Con- 
gress, although perhaps not without 
lengthy debate in the Senate, where the 
antagonists of civilian controls are the 
strongest. 

The allocations-priorities-inventories 
control side of this program will be 
handled in the Commerce Department, 
which already has the staff and experi- 
ence to work out, with industry, the 
channeling of steel to essential uses. 

But, this set-up will be only tem- 
porary—if the Korean War spreads to 
a general conflict. An over-all agency, 
like the old War Production Board, 
probably will be set up, with the Na- 
tional Security Resources Board acting 
as top War Mobilizer. 

If such an emergency develops, the 
chances are another Petroleum Admin- 
istration for War will be established in 
Interior Department, much like the 
PAW of the last war. Secretary Chap- 
man is determined that administrative 
control over all energy sources shall be 
in his department. Already he has 
slapped down attempts in other depart- 
ments to edge into the oil picture, 

Several weeks ago, he learned NSRB, 
the Munitions Board and others had Oil 
designs. Immediately he wrote them 
letters reminding them that in 1946 the 
President had designated Interior as the 
government’s oil coordinator. The 


President backed this up early in July 
with a personal memo to all interested 
agencies that this arrangement was to 
be continued. 

Chapman also feels that if Interior 
handles Oil supplies, it might be well to 
have oil rationing authority within his 
department too. (Apparently he re- 
calls the bitter feuds on Oil during the 
last war between Ex-Secretary Harold 
Ickes and the OPA.) 

Behind-the-scenes, a tug of war is 
already developing, however, on who 
should administer oil controls. The new 
NSRB vice-chairman, Robert J. Smith 
(Dallas, Texas), is understood to have 
definite ideas on petroleum. 

It is said he believes NSRB should 
hold the policy reins, that Interior and 
other agencies should merely take the 
orders, acting as service agencies, nor 
should they be staffed too heavily with 
industry men. Probability still is, 
though, that Chapman will win out, if 
an oil agency is established. 

Watch for the coal industry to get 
all the breaks the Truman Administra- 
tion can give it. If coal can supply the 
fuel needs of heavy industries and 
utilities, government officials may try to 
divert oil from these consumers. 

Imports now is a moribund issue. 
Domestic producers and the coal indus- 
try have called off their battle on 
Capitol Hill, but they promise to renew 
it once the emergency is passed. 

Senator Taft, R, Ohio, believes there 
should be a higher tariff on crude oil 
and residual fuel oil imports, according 
to his supplemental statement to a re- 
port issued by the Senate Labor Com- 
mittee on oil imports, but he believes 
the Tariff Commission should make a 
technical study of the problem, as rec- 
ommended by the full committee. 

Meanwhile, there may be a change 
soon in the set-up of Interior Depart: 
ment’s Oil & Gas Division. Secretary 
Chapman and several of his aides be- 
lieve some of OGD’s functions should 
go to the Geological Survey and Bu 
reau of Mines. Assistant Secretary C. 
G. Davidson is principal advocate of 
such a change—and he supervises all of 
Interior’s minerals activities. This, too, 
may tend to ruffle the industry’s rela- 
tions with the government, and make 
the government-industry liaison more: 
difficult in the months ahead. 
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Majors Look at Burner Promotion 


REFINERY ECONOMICS THE BIG QUESTION IN WHETHER TO HELP PUSH SALES 


by 
Robert Gray* 


URING THE PAST FEW years, and 
D particularly the past few months, 
as the natural gas industry has become 
more active in the heating market, most 
of the major oil companies and other 
large primary suppliers have been asked 
to subscribe funds to help fight this 
competitive fuel. In one or two instances 
the proposals have been on a broad na- 
tional or sectional scale, but most of 
them have been concerned with an in- 
dividual market. 

It is understandable, and entirely 
reasonable, for local fueloil distributors 
and oilheating dealers to expect that 
these large fueloil suppliers would be 
quick to do everything possible to fortify 
their strongholds when they are about 
to be attacked. The fact that they 
haven’t done it, except on a modest 
scale in a few isolated instances, has 
been a cause for considerable anxiety 
and sometimes ill will on the part of 
the oilheating fraternity. 

Some of the exceptions are worth 
mentioning. Milwaukee has had help 
from the majors, largely because there 
were some strong sectional headquar- 
ters men living there and these men 
were active in the local associations. St. 
Louis has had some help, also Minneap- 
olis. Just now Baltimore and Washing- 
ton are getting some major company 
money for their local advertising cam- 
paigns against gas. Throughout Ohio 
the Standard Co. is matching dollars 
with local oilburner dealers on indi- 
vidual advertising insertions, in which 
each advertises his company’s own prod- 
uct, but they tie them together for 
emphasis. 

Then we know of two or three other 
majors who have a policy of matching 
dollars with their own outlets, provid- 
ing they are branded outlets, on adver- 
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*Condensation of a talk before the Wis- 
consin Oil Heat Assn., Milwaukee, July 12. 


tising allowances, and these funds can 
be used in group advertising campaigns. 

Any and all of these activities are in 
the right direction, and the oilheating 
industry blesses the oil suppliers as far 
as they go. But everyone recognizes that 
the total of all promotional outlays by 
the majors to protect their fueloil mar- 
kets against gas has been very small, 
when these dollars are related to the size 
of the market. To all appearances they 
have been sending an infant to do a 
man’s job. 

It often happens that when a local 
group organizes a joint effort to promote 
oilheating, through advertising and pub- 
lic relations campaigns, they are able to 
get a lot of pleasant conversation from 
the big oil suppliers, but actual decisions 
are something else again . . . they often 
drag for months, sometimes years. To 
oilheating men it has seemed incredible 
that they would have to be begged to 
save their own skins. 


Too Much Mystery 


The principal fault of the oil industry 
in these situations is probably lack of 
candor in discussing them. It is hard for 
one man to say to another, “I don’t 
care if you go out of business. . . ’'m 
doing all right,” and any oil man who 
would make such a statement in these 
days of emphasis on public relations 
would soon be job hunting. Yet essen- 
tially that is where the problem rests. 
Until clean-cut decisions on this ques- 
tion of stewardship are reached at the 
top policy level of the oil industry we 
are going to continue to have to promote 
oilheating campaigns in a partial fog. 

The oil industry as a whole has never 
had an opportunity to discuss how much 
heating oil it wants to sell . . . how fast 
it wants oilheating to grow. If there was 
a central group able to make such deci- 
sions and enforce them on the industry, 
you can be sure that before long the 
Government would take over the con- 
trol and then we’d really have troubles. 





The natural result is that every indi- 
vidual refiner decides how much heating 
oil he wants to make and his job is de- 
pendent on profits, either immediate 
profits or long range profit possibilities. 

If heating oil was a major profit item 
in the long run, refiners would push it 
hard . . . spend real money to protect 
and promote it. But we folks in the 
oilheating industry have never wanted 
it to be particularly high priced. It has 
always suited our purposes to have it 
as cheap as possible. We built this in- 
dustry in the past thirty years by fighting 
off coal, and in most of those years coal 
was cheaper than oil, so our pressure 
was always downward on price. 


Distillate Leads Growth 


For a moment let’s review what has 
been happening to heating oil in the 
refinery picture in the past few years. 
Let’s start with 10 years, comparing 
1949 with 1939. Every product has done 
well, but in looking at the principal 
petroleum products we see that distillate 
fueloil has grown far more than the 
others. 

Crude oil production in the United 
States is up 45% in the 10 years. 

Gasoline demand has grown 59%. 

Lubricating oil is up 38%. 

Kerosene is up 69%. 

Residual fuel has gained 53%. 

Distillate fueloil demand grew in the 
10 years 143%. 

You might point out that diesel de- 
mand has grown faster than that, which 
would be true but still insignificant, 
since its volume is only about one-eighth 
of total distillates. 

In four of those ten years the oilheat- 
ing demand didn’t grow at all, because 
of wartime restrictions, so actually we 
made that huge extra demand on the 
oil industry in about six years. 

Back in 1944 it was fashionable 
in every industry to make postwar 
forecasts. We predicted at that time 
that the number of oilburners in use 
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would double within seven years after 
the war ended. We can now see that we 
will hit that point this year, or in five 
years instead of seven. 

At the refineries 10 years ago distil- 
late fueloil was 11% of the barrel, not 
including exports; now it is 16%, and 
of course there are half again as many 
barrels being run today. Gasoline in the 
10 years dropped from 49% of the bar- 
rel to 45%. 

Perhaps we're beginning to see why 
major suppliers are undecided about 
adding a new stimulant to oilburner 
growth in the form of important adver- 
tising promotion. 

That is particularly true in the light 
of prices. Average No. 2 heating oil 
prices in the Midwest today are about 
1214¢; in the East they average about 
11.7¢. That fuel is made from $2.65 
crude oil. A five year average just be- 
fore the war showed a selling price of 
6.7¢ and a crude price of $1.20. The 
selling price of No. 2 oil has gone up 
81%; crude oil price is up 120%. 

On the face of it that would show that 
the refiners are being hurt, as compared 
to the prewar years. Fortunately that 
isn’t true on the bulk of their output, 
but it is true on further expansion if 
prices stay the same. Here’s the differ- 
ence: 


Crude the Profits Key 


The major companies own 62% of 
the crude production of the country. 
On that quantity they are in effect pay- 
ing themselves the $2.65 price, and a 
lot of their present production comes 
from fields developed years ago, before 
costs went up. The good earning state- 
ments of the majors are the result prin- 
cipally of high crude prices and gasoline. 

If these major refiners owned all of 
the crude production that they need 
everything would be just fine. But while 
owning 62% of the crude they do 86% 
of the refining, and they are all in the 
market buying crude from the independ- 
ent producers. So whenever they think 
in terms of larger sales they also think 
of the crude they must buy at $2.65 
per barrel. 

No. 2 at the Gulf is selling for 7¢ 
a gallon; the crude to make it costs 6.3¢. 
Gasoline is bringing around 11¢. The 
true difference in value at the refinery 
is about 2¢, so gasoline is overpriced 
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or fueloil is underpriced about 2¢. 

If all oil companies could get together 
they might agree in the public interest 
to work out a better balance between 
the two products, in some way closing 
that 2¢ gap... but of course they never 
will, so it’s every company for itself. 

One major company has had a 14% 
rise in gasoline sales this year, compared 
to 54% for the industry as a whole. 
As a result it is making less fueloil than 
last year, and can’t do anything about it 
unless it builds more refinery capacity 
just for fueloil, which wouldn’t pay at 
present prices. 


Fueloil May Rise 


There is some hope that the rich gaso- 
line price will flood the market with 
product and prices drop back a couple 
of cents. That would make heating oil 
attractive again, but there is no sign 
of that happening yet, so it’ is more 
probable that fueloil will go up as we 
approach the demand season. 

This discussion up to now might seem 
to be excusing major companies for do- 
ing so little to provide advertising funds 
to fight gas in the difficult markets. That 
was not the intention. It is our firm 
belief that they should cooperate will- 
ingly in these local projects. The lengthy 
explanation of their economic situations 
was to show why in the past there has 
been so much confusion, so much appar- 
ent buck-passing, every time they were 
asked to supply money. The truth is 
that they have known that they could 
get along and keep on growing as fast 
as they wanted to in fueloil, even though 
they lost ground in cheap gas markets. 

Their only question then has been, 
‘How tough can you be?” They have 
been working with their fueloil distribu- 
tors in these dificult competitive mar- 
kets for many years. There have been 
mutual favors exchanged, many in- 
stances of give and take. They’re Joe 
and Bill and Jim and Henry. Can you 
refuse to help such a customer defend 
and preserve his business life, even 
though your refinery doesn’t actually 
need his volume today? 

Can markets lightly dismissed today 
be readily recaptured if the industry 
later finds it needs them? If rising de- 
mand for distillate forces market prices 
to higher levels, wouldn’t a strong ad- 
vertising groundwork help to prevent 








dissatisfied customers? Wouldn’t this 
build a good backfire against higher 
prices quite sure to come? 

It is easy to see that a man could 
defend either position on this question 
of what should majors do about fueloil 
stimulation. That’s why the indecision, 
that’s why so many drag their feet with- 
in their own companies. 

A practical solution is a middle-of- 
the-road course in which the majors 
assist local campaigns on a more or less 
uniform basis, probably allocated on 
gallonage sold. The campaign should be 
locally generated and well subscribed by 
all elements of the oilheating industry 
operating in the market before the ma- 
jors are asked to do their share. If the 
local marketers, who thoroughly under- 
stand their community, will subscribe 
substantial funds of their own, the ma- 
jors should be reasonably convinced 
that the campaign is needed. 

Considering that this is a middle-of- 
the-road suggestion, a cent a barrel sup- 
plied by majors on all distillate heating 
oil in the particular market would def 
nitely not be a burden and would be 
cheap insurance, both for future volume 
and for public relations, in which the 
oil industry still has far to go. 


© 
Plan $1,000,000 


Anthracite Promotion 


A $1,000,000 appropriation has been 
voted by the board of directors of 
Anthracite Institute, Wilkes-Barre, Pa., 
to conduct an anthracite promotional 
campaign during the next twelve 
months. It will be the industry’s largest 
promotional program, and will be sup 
plemented by another million dollar 
fund set up by individual producing 
companies for radio and newspaper 
programs. 

Companies producing more than 75% 
of total anthracite production have 
agreed to support the program, whose 
theme will be “America’s Best Fuel Buy 
Is Anthracite.” This message will be 
carried in 112 newspapers and 15 tele 
vision stations. 

To obtain the greatest benefit from 
the promotional campaign, the field force 
of the Anthracite Institute is to be et 
larged by the addition of sixteen men, 
making a total force of more than 30. 
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Mounting Pumps on Tank Trucks 


A DISCUSSION OF MODERN PRACTICE, INCLUDING TYPES OF DUAL APPLICATION 


by 
V. A. Brunson* 


T IS NOW POSSIBLE to have quiet-run- 
| ning pumps on tank trucks which 
will give long, trouble-free life. The 
correct type of pump must be selected 
for the job and certain precautions 
taken during installation. Recent ad- 
vancements in design of pumps and re- 
lated equipment have greatly reduced 
maintenance and replacement expense. 

The most common method of mount- 
ing a pump on a tank truck is to suspend 
it below the frame on a steel saddle and 
to drive it by the truck engine through 
a power take-off on the transmission by 
means of a pair of universal joints and 
connecting shaft. 

Power take-offs are available in a wide 
range of shaft-to-engine speed ratios. 
For most rotary pumps, a take-off with 
an output speed slightly less than engine 
RPM is most ideal. To drive a pump 
rated at 500 RPM, the engine can be 
run at an economical idling speed. On 
the other hand if a take-off with a 2 to 1 
ratio is used it would be necessary to 
run the engine at 1000 RPM, resulting 
in added wear on the engine and higher 
operating costs. 

Power take-offs are also available 
which can be shifted to reverse rota- 
tion. This is particularly useful on 
trucks used on airports for fueling and 
defueling airplanes. Defueling can be 
accomplished by running the pump back- 
wards, provided the proper type of pump 
is used. It is advisable to have a separate 
relief valve piped around the pump for 
reverse operation. 

The pump should be mounted on the 
saddle with its shaft parallel with the 
take-off shaft. The two universal joint 
yokes at the ends of the connecting shaft 
also should be parallel. The connecting 
shaft between the two universal joints 
should be at an angle of not more than 
15° with the pump and power take-off 
shafts. If these three precautions are not 
followed, the pump shaft may rotate 
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*Chief Engineer, Blackmer Pump Co., 
Grand Rapids, Mich. 


with an uneven or galloping motion. 

The conecting shaft should also con- 
tain a spline or slip joint If one is not 
used, an end thrust can be applied to 
the pump shaft when the truck sets 
on uneven ground. This is particularly 
important when the connecting shaft is 
at a large angle to the pump shaft. This 
end thrust can cause a pump to lose its 
efficiency in a few weeks of use. 

Pumps also are driven very success- 
fully by flexible shafts from the power 
take-off. Pumps can be mounted in side 
cabinets where they are readily accessi- 
ble for lubrication and servicing. Flex- 
ible shafts must be well anchored in 
several places and care must be taken 
not to curve them with a radius shorter 
than that recommended by the manu- 
facturer. 

Pumps driven by small gasoline en- 
gines are popular in some areas. The 
main advantage, of course, is the saving 
of wear on the truck engine. 

On semi-trailer transports pumps are 
sometimes mounted on the tractors and 
hoses are used from the pump to the 
tank. Sometimes pumps are mounted on 


the trailer and are driven by a hydraulic 
motor, which requires a hydraulic pump 
on the tractor. Another arrangement 
less frequently used is an electric motor 
driven pump on the trailer with power 
supplied by a generator on the tractor. 

Strainers in the intake pipes of pumps 
are well worth the small cost. Even 
though the product may be clean, the 
tank and pipes frequently are not. Scale 
will accumulate in tanks after long usage 
which can cause considerable damage 
to the pump. 

Before product is loaded into a new 
tank, the tank should be carefully 
checked for the tiny steel pellets which 
come from welding splatter. New tanks 
should be thorouhly cleaned and flushed 
before attaching piping. 

Rotary pumps usually are protected 
from excessive hydraulic pressures by 
automatic spring-loaded pressure relief 
valves through which the liquid can 
circulate. The pressure setting of these 
valves is usually adjustable. A pressure 
of 40 to 45 PSI is most commonly used, 
although some operators believe that 30 
to 35 PSI insures longer life of metering 





Fig. |. A typical mounting of a tank truck pump on a saddle suspended below the truck 
frame. 
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Fig. Il. A correct hook-up of pump to power take-off. Pump shaft is parallel to take-off 
shaft; universal joint yokes at ends of connecting shaft are parallel; slip joint at one end 
of connecting shaft. 


equipment and is less apt to cause leak- 
age troubles. Others prefer 50 to 55 PSI 
because it speeds up the delivery rate 
through the hose. Pressures over 50 PSI 
can cause damage to meters and hoses 
and may collapse floats in air eliminators. 

The gallons per minute delivered 
from systems has long been a subject 
of controversy. Usually the delivery rate 
is considerably below the rated pump 
size. Although the pump frequently is 
blamed, the fault almost invariably lies 
in the smallness of the hose and in the 
restriction of the other equipment. 

Each piece of equipment in the sys- 
tem, each foot of piping, each elbow 
adds its bit of frictional resistance to 
liquid flow. The total of these equals the 
pressure at the pump. If the pump tends 
to deliver faster than the frictional re- 
sistance will permit, the extra liquid 
circulates through the relief valve. Run- 
ning the pump faster or using a larger 
pump will not speed up the flow unless 
it builds up a higher pressure. 

The adjusting screw on the relief 
valve should not be tightened to raise 
the pressure unless a pressure gage is 
used to prevent getting more pressure 
than the equipment is rated for. 

One inch and one-and-one-quarter 
inch hoses are the most popular sizes 
for delivery trucks. Larger sizes are 
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heavy to handle and more difficult to 
rewind on the reel. 

Power driven hose reels are available 
which greatly facilitate rewinding of the 
hose. Power can be supplied by an elec- 
tric motor operating from the truck 
storage battery, or by a hydraulic motor 
with hydraulic pressure supplied by the 
delivery pump. The hydraulic motor has 
the advantages that its speed of opera- 
tion can be easily controlled by opening 
and closing of a valve, and also it does 
not put a drain on the storage battery. 

On some installations, back pressure 
valves are used for the purpose of keep- 
ing a higher pressure on the air elimi- 
nator to make it more effective. These 


are set from 5 to 12 PSI and appreciably 
reduce the flow rate. Most equipment 
men believe them to be unnecessary since 
the small hose imposes sufficient restric- 
tion to accomplish the purpose. 

A fueling sysem consisting of 100 
feet of one-inch hose, hose reel, one 
inch nozzle, meter, air eliminator, and 
connecting piping will allow a flow of 
about 23 GPM with a pressure at the 
pump of 35 PSI, and about 28-30 GPM 
at 45 PSI. Speeding up the pump or 
using a larger pump will not speed up 
the delivery unless a higher pressure is 
developed. This will vary from one truck 
to another because of differences in 
actual diameters of new hoses, swelling 
and choking of lining of some hoses and 
other variations in restriction. 

A one-and-one-quarter inch system 
with 100 feet of new hose will deliver 
about 35 GPM with 35 PSI at the pump 
and about 45 GPM with 45 PSI at the 
pump, providing of course that a pump 
of at least that much displacement is 
used. 

Pump noise and vibration together 
with rapid wear and short life have been 
common complaints with many types of 
pumps. Vane type pumps, however, are 
now available with non-metallic, sound: 
deadening materials which completely 
overcome these objections. 


The Split Load Problem 


Carrying gasoline and fueloil on the 
same truck presents a hazard of contami 
nating the fueloil with gasoline. It has 
been common practice to unload both 
products through the same pump and 
meter, using various means of trying 
to avoid contamination. However, there 
have been so many disastrous accidents 
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Fig. Ill. Schematic Layout of Hook-up of Dual Pump. 
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Fig. IV. A compact engine driven pump unit 
for mounting in side cabinet of tank trucks. 


traceable to contamination that many 
states have passed or are formulating 
laws prohibiting the handling of both 
classes of product with the same fluid 
system. : 

The only completely safe method of 
handling the two products on one truck 
is to have completely separate systems. 
Many large and small fleet owners are 
installing separate pumps, metering 
equipment, and hoses. 

Using two separate pumps requires 
a dual power take-off. The two pumps 
can be mounted on the same saddle 
bracket, one on each side of the drive 
shaft, if the proper dual take-off is 
used. 

Another method is to mount one 
pump on the saddle bracket driven by 
universal joints and connecting shaft, 
and to mount the second pump in a side 
cabinet driven by a flexible shaft. 

Both pumps also can be mounted in 
side cabinets and both driven by flexible 
shafts. 

Dual pumps now are available in 
which two individual pumps are close 
coupled on the same shaft with safety 
vent between. Both pumps operate at 
once and the one not in use circulates 
its delivery through the built-in relief 
valve. The main advantages of the dual 
Over two separate pumps are that it can 
be operated with one standard power 
take-off and it is comparatively easy to 
mount, being very compact. 

Even on a truck with dual systems 
it is possible for an operator to make 
mistakes. If he has a fueloil delivery to 
make, he might take the gasoline hose 
from its cabinet instead of the fueloil 
hose. To help guard against this, it is 
Customary to paint the gasoline system 
and cabinet red and the fueloil or kero- 


sene system green or another distinctive 
color. 

Proper piping from the tank compart- 
ments to the pumps is very important 
for safety. The gasoline compartments 
should not be manifolded with the fueloil 
compartments, relying on the operator 
to open and close the right combination 
of valves. They should be two separated 
sysems. 

It is often desirable to have the ma- 
jority of compartments arranged to carry 
fueloil during the seasonal demand for 
fueloil, and to change the compartments 
over to gasoline as the seasonal require- 
ments shift. An arrangement often used 
for flexibility of use is to avoid mani- 
folding and to bring outlet connections 
from each compartment to the rear of 
the truck. A “jumper” hose on the suc- 
tion pipe of each pump with a quick 
coupling can then be attached to which- 
ever compartment outlet is required. 
The outlet connections should be plain- 
ly marked with the type product carried. 
The two jumper hoses and couplings 
should also be marked or painted to 
designate with which pump they are 
connected. 

Pumps often are neglected as to lubri- 
cation and packing adjustments because 
they usually are mounted in places not 
readily accessible. The bearings in sleeve 
bearing pumps often wear rapidly be- 
cause of neglect, causing shaft whip 
with resultant packing and leakage 
troubles. 

For long pump life, quiet operation, 
and low maintenance cost, it is wise to 
select a pump with anti-friction bearings 
and non-metallic wearing parts and to 
follow the few simple rules for proper 
installation. 


© 
Number of Fuel Dealers 


Decreases, Sales Increase 


BUSINESS WEEK magazine, in its June 3 
issue, reported results of a survey show- 
ing the number of retail and wholesale 
establishments operating in 33 types of 
businesses in 1948 as compared with 
those in business in 1939. Twenty of 
these businesses showed an increase in 
number, thirteen showed decreases. 
Second highest in this latter category 
were the number of establishments 
grouped under the general classification, 





“Fuel, fueloil, ice dealers.” In 1939 
there were 41,172 of these companies, 
but they had declined to a total of 22,- 
680, a loss of 44.9%, by the end of 1948. 
However, the average sale per unit for 
these concerns in 1939 was only $24,- 
617, as compared with 1948's average 
per unit of $106,784, a 333.8% increase. 

Comparing these figures with all re- 
tail and wholesale establishments, the 
number of retail outlets remained vir- 
tually the same for the two years, 1,770,- 
355 in 1939 and 1,769,993 in 1948. 
Again, though, sales increased 210.5% 
from $23,748 in 1939 to $73,745 aver- 
age per unit in 1948. The total number 
of wholesalers increased 20.9% from 
199,726 to 241,529 and average sales per 
unit jumped 179.1% from $274,819 in 
1939 to $767,113 in 1948. 
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U.S. Department of Labor 
Fueloil Prices (May) 


FIELD INVESTIGATORS for the Depart- 
ment of Labor monthly check prices of 
principal fuels in several cities in each 
section of the country. Getting retail 
quotations from various suppliers in 
each market, the prices are averaged 
and published. Those in the table that 
follow were taken May 15 (cents per 
gallon) : 

Range No.1 No.2 No. 3 


Boston 13.30 12.98 11.00 
Manchester 14.10 13.65 11.70 
Portland, Me. 13.10 13.10 10.90 


3Buffalo 14.44 Je 1222-12-72 
1New York si «+ 121.00 ms 
Philadelphia -- 11.78 10.88 mn? 
1Chicago 13.81 13.46 12.55 12.55 
4Detroit ew 24231 33.56 aa 
Milwaukee .. 14.00 13.10 13.00 
1Kansas City eo 12.24 11.23 LZ 
Minneapolis 14.17 13.93 12.88 12.93 
1Baltimore -- 12.34: 11.08 a 
1Wash., D. C. -« BSFALD 
Jacksonville o> 13.83 12.72 ie 
Norfolk ..- 12.60 11.00 11.00 
Richmond ..- 13.00 11.40 as 
2Savannah .. 14.50 12.30 ue 
5New Orleans -- 13.82 12.36 12.36 
Portland, Ore. oo £3.94 11.64 6.55 
6San Francisco .. 13.77 11.44 6.48 
4Seattle .. 14.77 12.65 6.74 


1 Prices include 2 per cent tax. 

2 Inspection tax of one cent per gallon 
included on kerosene only. 

3 Prices include 1 per cent tax. 

4 Prices include 3 per cent tax. 

5 Prices include 3 per cent tax on all fuels 
except gas; prices for kerosene and fuel- 
oil No. 1 also include one cent per gal- 
lon State health tax, and 1/32 of one 
cent per gallon State inspection tax. 

6 Prices include 3.5 per cent tax on all 
fuels except gas. 
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Changing “Maybe” to “Yes” a 


BUYING SIGNALS AND TRIAL CLOSES IMPORTANT IN COMPLETING BURNER SALES 


by 
William E. Sheppard 


hy HAS BEEN demonstrated repeatedly 
in all types of selling that, after a 
salesman has had a chance to tell his sales 
story to a prospect, the difference be- 
tween a fair amount and a fine amount 
of orders is usually determined by the 
salesman’s ability to close the sale—by 
his ability to get the prospect to sign 
his name on the dotted line rather than 
say, “Well, that’s very interesting and 
I'll think about it and let you know.” 

Fueloil dealers can have a modern 
showroom. They can employ competent 
mechanics and thus have a reputation 
for excellent installation and repair 
work. They can advertise sufficiently to 
establish their business name and get a 
steady flow of leads for burner sales. 
They can handle top quality burners 
and air-conditioning units. But if they 
and their salesmen do not have the knack 
of closing sales, their sales volume will 
not reach the peak it should. 

Closing the sale is really a very small 
part of the dealer’s whole operation but, 
if it is not done correctly, sales are lost 
or much salesmen’s time is lost as they 
call back two or three times for orders 
that should have been wrapped up dur- 
ing the first call. 


Closing The Sale Is Continuous 
Process 


Closing the sale should not be a buga- 
boo to any salesman. The main reason 
it is such a hazard, particularly to new 
salesmen, is that there has been so much 
misinformation on the subject. Salesmen 
have been told there is a “psychological 
moment” when the close is in order; one 
swift, fleeting moment when the buyer 
is willing to pick up the fountain pen 
and sign. Beginners hear about the 
psychological moment and think they 
have to hit it right on the nose—or miss 
the sale completely. They spend so much 
time trying to guess when that big mo- 
ment has arrived that they can’t con- 
centrate on their sales talk. 

Authorities on selling today don’t be- 
lieve in any such clap-trap.as the psycho- 
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logical moment. They know that closing 
the sale is a continuous process and that 
there is not just one moment during the 
sale when a close may be attempted but 
many such moments, as many as a dozen. 
They know the efficient salesman doesn’t 
wait for these moments; he creates them. 

He creates these moments by watching 
his prospect for “buying signals” and by 
using “trial closes.” 

It takes a little experience to catch 
these “buying signals” when they come 
but an alert salesman can recognize them 
by watching: 

1. What his prospect does. If the 
prospect, for example, shows a growing 
interest in having a burner, that is a good 
sign. He may look at his coal bin and 
remark to his wife that it could be turned 
into a nice workshop for him. 

2. How his prospect looks. If the 
prospect’s expression changes from one 
of hostility to interest, the sales talk is 
progressing nicely toward the close. As 
long as the prospect shows no interest 
it is foolish to try and get him to buy. 

3. What the prospect says. This is 
the best of the three signals for, when 
a prospect asks something like “How 
long will it take you to convert our 
furnace?” he tells the burner salesman 
that he is ready to talk turkey. Ques- 
tions like ““How much down payment 
did you say you wanted?” or “You folks 
handle fueloil too, I suppose?” or “Do 
you offer 24 hour service?” tell a sales- 
man clearly that the prospect is in the 
right frame of mind. The classic exam- 
ple of a buying signal coming from what 
a prospect says is when a salesman is 
selling a husband and wife at the same 
time and one turn to the other and says, 
“Well, dear, what do you think?” At 
that point half the sale is in the bag and 
complete attention can be given to the 
other person. If he or she says, “It 
sounds all right to me,” then the sales- 
man should stop his sales talk without 
going further and present the order for 
signatures. 

The big rule in selling is: “Ask for 
the order.” Many a would-be salesman 
has failed because he hasn’t been able 
to bring himself to ask for the order; he 


has been afraid the answer would be 
“No.” However the order can be asked 
for in many ways other than a blunt 
“How about signing this order for a new 
burner?” The order can be asked for by 
means of “trial closes” which don’t com- 
mit the prospect to a definite “Yes” or 
“No” on the order but which do tell the 
salesmen which way the wind is blow- 
ing. Trial closes are also easier because 
the salesman knows he’s not shooting his 
bolt in one question. 


The Use of Trial Closes 


A trial close is usually a question on 
some minor point. The burner salesman 
can ask, “Would you like your tank in 
the cellar or underground outside?” or 
“Would you like your burner to have 
a hot water hook-up?” “Do you think 
you'll convert your cellar to a play- 
room?” or “It certainly will be nice not 
to have as much dust in the house, won't 
it Mrs. Prospect?” . 

If the answer is “Yes,” the salesman 
can proceed with a stronger trial close, 
such as “We can install your burner 
next week. Would the first or the last 
part of the week suit you better?” 

If the answer is “No” to one of the 
first trial closes, the salesman is no worse 
off than he was before asking the ques 
tion and he is usually better off because 
he will be likely to discover the point 
which is holding up the sale. Then he 
can attack that particular point with 
vigor, rather than shooting in the dark. 

Final closes, which ask for the order, 
are much more effective when they don't 
ask for the order directly. The installa- 
tion-date-question illustrated above is 
a very successful final close. Other final 
closes can be: 

a. “Would you prefer to pay cash, 
or are you planning to make use of our 
convenient payment plan?” 

b. “Is there any reason why you 
shouldn't stop shovelling coal by this 
time next week?” 

c. “Have you decided on this type of 
burner—or is your choice this one illus’ 
trated here?” 

d. “Ill put your name on the order 
the same way you sign your checks. Do 
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you spell out your middle name?” 

e. ““Let’s do it this way: I'll fill out the 
order and then hold it and phone you 
tomorrow after you have talked with 
your wife. O.K.?” 

f. “To save time tonight I had this 
all filled out. Let’s check it and see if 
I've covered everything.” 


g. “May I use your phone to call my 
office and make sure they have this type 
burner in stock?” 


Make It Easy for Prospect to Decide 


Closing the sale successfully depends 
on making it easy for the prospect to 
come to a final decision. Burners are big- 
ticket items. They are major purchases 
and as such take major decisions on the 
part of the home owners. When these 
home owners can make several minor de- 
cisions throughout the sales talk, then 
the final, major decision is not the tre- 
mendous hurdle that it appeared to be 
when the conversation began. 

Helpful though trial closes are, they 
don’t result in a sale every time. The 
prospect can raise objections which must 
be overcome. If the salesman has done 
his job, he has very likely sold his pros- 
pect on the dealer’s ability and reliabil- 
ity, plus the product’s worth. The two 
objections which are likely to be raised 
at this point are payment and time. 

The prospect can say either “I can’t 
afford a new burner” or “I don’t be- 
lieve in time payments.” 

Presumably the salesman knows that 
the prospect is employed and lives in a 
home which is being kept up satisfac- 
torily. Therefore it is not a question of 
the prospect not being able to afford 
the burner; he still prefers to spend his 
money some other way. That means that 
the prospect has not yet been sold. The 
salesman should go over his sales points 


The prospect who says, “Well, maybe 
we'll put in a burner next Fall” is just 
using that as a stall. He’s really not sold 
either and must be shown again the 
advantages of getting his burner now. 
There is no sense in making him a pros- 
pect for a Fall sale when the sale can 
be closed at once. The prospect can be 
told, “Why wait to enjoy the benefits 
of this burner? Next week you can have 
the comfort it will bring you. Next week 
you can start to enjoy the savings in your 
fuel bill. You say you want it in the 
Fall. Why wait? By Fall you will have 
it partially paid for and you'll have all 
those months of pleasure from it.” 

Another “time objection” is some- 
times this: “Well, I'll let you know Fri- 
day what I decide.” More sales are lost 
this way by new salesmen because for 
them that Friday never comes. How 
much better it is to say, “I expect you 
to give careful thought to a purchase 
of this size. But the time to think it over 
is while I’m here to answer the questions 
that are on your mind and to help you 
solve your problems. Let’s talk the whole 
thing over very carefully right now.” 

In conclusion, let’s not forget another 
old chestnut: You can’t sell them all. 
No one expects to. But you can sell 
many more if your closing methods are 
intelligent and persistent and make it 
easy for your prospects to say “Yes.” 
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Magazine Surveys Farm 


Appliances and Fuels 


TWO OUT OF SEVEN of farm and rural 
homes were found to be heated by kero- 
sene or fueloil, according to a compre- 
hensive survey conducted during Janu- 
ary and Februaary of this year by 
Country Gentleman, Philadelphia. 
Questionnaires were sent to members 


questionnaires distributed so that the 
number going into each geographic re- 
gion paralleled the distribution of top- 
third farms, with all types of farming 
regions represented. The questionnaires 
were filled in by individual members at 
regular club meetings, with a total of 
854 completed questionnaires received. 
Of these, 97.5% reported homes wired 
for electricity, 89.2% reported L-P gas 
and 10.7% city gas available. 


Purpose of the survey was to deter- 
mine the fuels used for cooking, house 
heating and water heating, and the type 
of refrigerators owned. 

Electricity was reported as the prin- 
cipal fuel used for cooking by 35.1% 
of the respondents, L-P by 32.7% and 
coal or wood by 18.0%. 

More than half, 55.0%, of the re- 
spondents said they use coal or wood 
for house heating, 28.3% said they heat 
with oil or kerosene and L-P gas by 
9.2%. Central heating systems were re- 
ported by about one out of four, 26.7%; 
32.5% said they heat their homes with 
stoves; 12.5% reported floor furnaces 
and 10.2% space heaters. The remain- 
der reported other heating methods, 
combinations of one or more type, or 
gave indefinite answers. 

For water heating, electricty was the 
principal fuel reported by 41.3%, 
19.5% use L-P gas and 16.1% use coal 
or wood. City gas and oil or kerosene 
were each used by a little more. than 
10% of those who replied. If they had 
a choice, 62.3% indicated they would 
select electricity for water heating and 
20.7% L-P gas. No other fuel was indi- 
cated as preferred for water heating by 
more than 6%. 

The following table indicates the type 
of heating systems in homes reported by 
all respondents and the number of each 
type which uses oil or kerosene for heat- 








again until it becomes obvious that the ; 
prospect really wants to buy. of 78 cooperating women’s clubs, the ing, where applicable. 

The prospect who dislikes financing qyne of Heating Number % of No. Using Oil % of 
the job can be told this: “You have a System in Home Reporting Total or Kerosene Total 
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you to make only 36 payments and then 
you'll be all through. You'll pay for the 
job in small, easy-to-make amounts with- 
out disturbing your savings account and 
before you knowit you'll be all through.” 


Note: Indefinite answers included such things as oilburner, coal furnace, etc., which 
could not be classified as a type of heating system. In considering these findings, the possi- 
bility of confusion with reference to these various types of heating systems should be taken 
into consideration. 

f those who did not report the principal fuel used for house heating, some failed 
to answer the question and others reported two fuels without designating one as the 
principal fuels. 
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Sparky Can be Baffling 


SELF STYLED MOST INTELLIGENT SERVICE MAN HACKS DOWN STACK LOSSES 


by 
J. W. Schulz 


66 BAFFLING TODAY,” Sparky an- 

nounced to the group of installa- 
tion and service men sitting in the shop 
gathered around a work bench eating 
their lunch. 

Knowing that Sparky could be baf- 
fling any day, I showed no surprise. I 
shook hands with him, telling him I'd 
known he was due at the shop and was 
waiting for him. As he pumped my hand 
up and down the air was filled with 
soot, dusty refractory cement, and oil 
fumes that flew off him in all directions. 

“You are always the Delphic oracle, 
Sparky,” answered an installation fore- 
man. “Turn it on. Begin. We’re trapped 
anyhow, and the sooner you get through 
telling us how baffling you can be, the 
sooner all of us can return to talking 
about our hobbies, wine, women and 
song.” 

“You and your leaky suction lines!” 
Sparky roared. He pointed at me. “If 
you doubt it, this fellow will prove right 
now I'm the nation’s most intelligent 
service man. Upstarts and smart Alecs 
with only ten years of experience on 
oilburners don’t talk like that to me! 

“None of them here even know how 
to find out for sure if a boiler can be 
or should be flue-baffled,” he said to me 
in a loud aside, “but I brought you this 
set of notes from the job I’m baffling. I 
knew you would be waiting for me, and 
I know oilburner men of intelligence eat 
up stuff like this.” 

He waved a large sheet of paper la- 
belled “Notes on Draft,” then propped 
it up on the work bench, moving back 
as the men crowded in to get a good 
look at it. 

“Learning Sanskrit, Sparky, will won- 
ders never cease!” exclaimed the installa- 
tion foreman, but the smile left his face 
as he ducked just in time to avoid the 
big pipe wrench Sparky swung at him. 

“Leave off your college style cussing 
or I puts an auxiliary air opening right 
in your head! Next time you'll get it. 
Now shut up and learn something!” 
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With that and a comment to me about 
casting pearls before swine, Sparky 
went ahead without interruption. He 
kept the pipe wrench in his hand and 
kept close to the heckler. 

‘Experts know it’s smart to keep busy 
in summer, and it’s smart to cut over- 
size oil bills,” he began. “Baffling flues 
of furnaces and boilers, together with 
rebuilding lousy fireboxes can do the 
trick. I’ve saved so much fueloil that 
I worry. With a few fuel-saving experts 
like me in town, none of the oil com- 
panies would have much fueloil business. 
Like the records show in black and 
white, I’ve cut the oil consumption of 
dozens and dozens of jobs by 25% to 
60%. When you think that the com- 
pany we all work for makes its money 
selling fueloil, then you realize it’s a good 
thing there’s only one Sparky to spend 
his summers saving oil.” 


Chimney 
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Test 2 - Similar “Normal and 
“Maximum" readings taken. 





As he paused and looked at me, | 
comented, “You are being farsighted, 
though, because where an expert makes 
certain that oilheat performs at its 
cleanest, quietest, and most economical 
best, there’s little chance of competitive 
fuels sneaking in. You've been reading 
about competitive fuels. Haven't you 
something on your mind about gas?” 

“Gas!” Sparky snorted, then turned 
on a look of disgust. “I got no gas trou- 
bles. Tell you sometime about my uncle 
Alec. For years he suffered, even lost 
all his friends. Shows what can come 
of book-larnin’ and marrying a woman 
that uses a Boston cookbook. Gas, my 
eye!” . 

As he launched into an explanation 
of his notes on the draft conditions of 
this job he was working on, I could tell 
that he and I were out of luck as far 
as lunch was concerned. 


Test 1- “Normal” draft readings 
taken with draft regulator 
working. "Maximum" readings 
taken with draft regulator 
tied in maximum-draft 

position. 
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The customer’s complaints about high 
oil bills, Sparky’s unmatched intuition, 
and some combustion test instrument 
readings he had taken a year ago all had 
ganged up to tell Sparky he could, when 
he got around to it, cut the oil consump- 
tion of this job by 30% to 40%. He'd 
sold the customer, who trusted him no 
end, on the idea of making the improve- 
ments on a time and material basis. The 
boss’ clear profit would be about one- 
third the amount of the total bill. 


Burned More Than 4,000 Gals. 


Fired 3.5 gph, this boiler used more 
than 4,000 gallons of oil a year, Sparky 
went on. His sales arguments for induc- 
ing the customer to give him the go- 
ahead for the work boiled down to, first, 
a verbal assurance that spending about 
eighty dollars would save at least 25% 
of the oil used previously, and, second, 
an emotional appeal covered seemingly 
by Sparky’s shouting repeatedly, “You 
want the job perfect, don’t you?” 

On service calls, he explained paren- 
thetically, the business of burner own- 
ers’ wanting perfection always works 
against you. They all want perfection; 
achieving it is impossible for most serv- 
ice men, and is at times difficult even 
for Sparky. So you make use of perfec- 
tion, he indicated, by selling it in sum- 
mer when you have nothing else much 
to do. That balances things. 

The Test #1 readings on Sparky’s 
sheet started with: normal draft read- 
ings, taken of overfire draft and smoke- 
pipe draft with the burner running and 
the draft regulator on the smokepipe 
working. Both readings are .03” show- 
ing, Sparky explained expertly, no 
draft drop at all through the flues of 
the boiler. 

Blocking in its closed or maximum- 
draft position the smokepipe draft regu- 
lator, and keeping the burner running, 
Sparky obtained what he listed as his 
“Maximum” draft readings. Values of 
only .07” and .08” for this big job did 
not please him. If he could obtain high- 
er readings, he could plan for more 
effective baffling, which would save 
more oil. 

“This is a summer-winter hot water 
job, luckily, and the chimney will always 
be hot and give draft,” Sparky ex- 
plained. “The more you make the hot 
products of combustion wriggle and 














Downdratt Wall 


squirm in going through the boiler flues 
and combustion space, the more they’ll 
give up their heat to the boiler. The 
gain shows up as reduced stack tempera- 
ture. Make the gas travel a greater dis- 
tance by baffling the boiler, and also 
you get a reduction in stack tempera- 
ture. But you want the over-fire draft 
reading to be negative, you want a suc- 
tion over the fire, not a pressure that 
makes products of combustion leak out 
of a boiler through cracks and leak 
places that you can’t bank on keeping 
dead-tight. So you figure on maintain- 
ing the highest smokehood or smokepipe 
draft practical for the particular job, 
and then you aim for the maximum, 
most effective baffling that under these 
conditions will provide a suitable suction 
or draft over the fire, perhaps .02”, or 
even .04” for a fairly large job.” 


Increasing Maximum Draft Reading 


Sparky finds that on most old jobs 
he can increase the “Maximum” draft 
by cleaning thoroughly the chimney, 
smokepipe, and boiler or furnace flues, 
and by sealing air leaks in the smoke- 
pipe and furnace or boiler. Here, he 
upped the “Maximum” readings to the 
12” and .14” shown in his notes under 
Test #2. 

“Other experts may argue with me,” 
he admitted, “regarding how much 
smokepipe draft I should aim to main- 
tain on this summer-winter job that, 
once made clean and air-tight, can de- 
velop:a maximum of .14” as my notes 
show. To start selecting the baffle ar- 
rangement, and later to aim for a certain 
draft drop, I’ve got to have in mind 
roughly the smokepipe draft for which 
I'll finally set the draft regulator. 

“The firing rate will be cut by one- 












































Front View 


third or so, to compensate for the higher 
efficiency this job will produce after it’s 
been improved. That’s one factor to bear 
in mind. Because of it and the baffling, 
the stack temperature will be much lower 
than the 875° in my notes. The chim- 
ney will be cooler, and the chimney 
draft therefore will be lower than the 
maximum I obtained in Test #2. The 
COz should become higher than the 
7% listed in the notes, which is another 
factor. 

“We'll get some fan mail expressing 
different ideas on this, but here’s my 
idea anyhow. I'll aim for .07” to .10” 
smokepipe draft after the job’s been 
made right, and for .02” to .04” over- 
fire draft. My baffles will give a draft 
drop through the boiler of some .04” 
to .07”, as an idea.” 

He then sketched out the downdraft 
refractory baffle wall shown in the ac- 
companying drawing, explaining he 
would install this in back of the present 
firebox, which was in fair condition. 
Approximately 40 sq. in. of area would 
be provided for each gph of firing rate, 
in calculating the sizes of the openings 
in the downdraft wall. 


Heat-Rake Type Baffles 


“This jibes with instructions pub- 
lished a few years back in FUELOIL & 
Om Heat,” Sparky pointed out. “Also 
in line with those instructions, Ill install 
heat-rake type baffles in the flues of this 
boiler. The downdraft refractory wall, 
made of insulating firebrick, will lead 
to much cleaner, hotter combustion and 
to the direct heating surfaces being far 
more effective than they now are. The 
cleaner combustion will be needed to 
keep the heat-rake flue baffles good and 
clean. By themselves, the flue baffles can 
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cut a high stack temperature as much 
as 500°. Making these changes and in- 
stalling a new nozzle in the burner 
should wind up with a COz reading 
above 10% and a stack temperature 
reading below 400°. 

“Any of you guys got any questions 
about why I figure on cutting the oil 
consumption of this baby by 30% to 
40%?” Sparky challenged the group of 
men. 

Lunch and Sparky’s dissertation fin- 
ished, the men left the shop. 


“They just’don’t love oilburning.. .” 


“They just don’t love oilburning like 
they should,” Sparky accused. “Every- 
body knows I’m tops in this stuff and 
get the results every time I start in on 
a job. But did you see one of them tak- 
ing notes? 

“They think lowering stack tempera- 
tures to save oil is something new and 
untried. Remember more than 20 years 
ago, we used such things as the Leader 
Economizer? I've still got an old ad- 
vertisement mentioning maintaining a 
stack temperature around 220°! Then, 
again, years ago I tried, just once, put- 
ting a wall of building brick all around 
a heating boiler, like an old burner in- 
stallation manual showed it. All the 
products of combustion from the boiler 
flowed around the outside of the boiler, 
in a four-inch space provided between 
the boiler and the brick enclosure, and 
down to a smokepipe connection at the 
floor that really gave a downdraft ef- 
fect. Boy, did we gain heating surface! 
What used to be the outside of the boiler, 
all that became wonderfully effective 
indirect heating surface. On this hot 
water heating plant job, we cut the 
stack temperature from over 900° to 
250°. The first year everything was 
swell. The oil consumption dropped to 
less than half of what it used to be. 
The second year we found out that the 
space around the boiler filled with “prod- 
ucts of incomplete combustion’ that we 
couldn’t scoop out because we hadn't 
provided any clean-out doors. The third 
year we spent arguing with the owner, 
and trying to keep sealed the cracks 
that kept opening up in the walls made 
of building brick. The job had one good 
‘puff’ caused by ignition failure, the 
fourth year. Building bricks all over the 
basement! Then’s when we sold our first 
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boiler especially designed for oil.” 
Sparky’s eyes were glistening, and I 
wondered for a moment if he were get- 
ting soft, producing some tears dedicated 
to his joy, and trials and tribulations 
of more than 20 years ago. But it wasn’t 
that, I found out. He was leading me to 
a stack of electronic controls, fuel units 
with super-duper-quick shut-off valve 
features, and other new items he’d been 
fooling with in a corner of the shop. 
The glisten in his eyes indicated only a 
new wave of enthusiasm coming on. 
“Tve always had a weakness for see- 
ing the sparks jump around, you know,” 
he confessed. ““That’s why they call me 
Sparky. Just wait “til you see the big 
spark I get now! I’ve found a way to 
hook the primaries of three ignition 
transformers in parallel with the sec- 
ondaries hooked in series. It’s not a per- 
fect set-up yet, and it’s likely to give you 
shocks off the transformer cases that 
practically will kill you, but you ought 
to see the spark I can get when I’m 
lucky! About 30,000 volts, think of 


that!” 
} 


Court Upholds Verdict 
Against Washington Gas Co. 


THE U. S. COURT OF APPEALS on July 3 
upheld a $17,000 judgment against the 
Washington (D.C.) Gas Light Co., 
charged with negligence in an explosion 
in May 1947 that killed one person and 
injured two. 

The ruling, said to be the first by an 
appellate court on a gas explosion, con- 
cerned a case where it was charged that 
the flame from a gas water heater moved 
through an archway, across a room to a 
corner in which the gas meter was lo- 
cated and where a can of inflammable 
cement was being used to cement wood 
blocks. 

Testimony described the moving 
flame as “blue” and experts verified that 
a blue flame was indicative of a gas 
explosion, rather than the inflammable 
cement which would have ignited with 
a yellow flame. The gas company claimed 
that gas in the quantity needed to cause 
an explosion, also would have been dead- 
ly enough to asphyxiate the three men 
who were working in the room. The 
court held otherwise, however, and de- 
creed that evidence supported a finding 





that the explosion was the result of gas 
vapors rather than cement vapors and 
that the gas company’s negligence was 
a proximate cause. 


© 
Heating Leads F.H.A. 


Financed Improvements 


ONE DOLLAR out of every six of loan 
insurance written by Federal Housing 
Administration is for the repair, altera- 
tion and improvement of existing prop- 
erties, and about 22% of the cash dis- 
bursed in 1949 by the 4,000 financial 
institutions operating with Title I in- 
surance was used for heating systems. 

The typical property improvement 
loan insured by FHA last year provided 
the borrower with $353, had a maturity 
of 36.4 months and was used to improve 
a single family dwelling, according to 
the annual report of FHA, to be released 
soon. Total loans of $607 million were 
insured in 1949, only 2% below the 
1948 all-time-high. 


of the total Title I loans, with a value 
of $134.7 million; followed by additions 
and alterations to properties, 15.9% of 
the total; 15.6% for exterior finish, such 
as paint; 12% for insulation ’and the 
remainder for plumbing, interior finish, 


- roofing, new nonresidential and new 


residential construction and miscellane- 
ous. 

Almost 78% of the amount of these 
1949 loans improved single family 
homes, 13% improved multi-family 
dwellings and the remaining 9% were 
distributed quite evenly among commer’ 
cial and industrial structures, farm 
buildings and miscellaneous improve- 
ments, including garages. 
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Carl E. Buchholzer has been elected 
vice president and member of the board 
of directors, Airtemp Div., Chrysler 
Corp., Dayton 1, Ohio. Since February 
1 he has been assistant to the president 
and has been with Airtemp since it 
moved to Dayton in 1936. He started 
as a job setter, advanced to general fore- 
man in the machine shop, next assistant 
general superintendent and in 1944 gen- 
eral superintendent. In November 1948 
he became manager of parts and service. 
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Pre-Selling by Direct Mail 


"COLD" CANVASSING PRECEDED BY DIRECT MAIL EQUALS "HOT" PROSPECTS 


| Foe AND BURNER dealers know that 
that “cold canvassing” is a sure way 
of digging up leads. What is sometimes 
overlooked is that this canvassing 
doesn’t have to be so “cold” if a planned 
direct mail campaign is used to pre-sell 
prospects before their doorbells are 
rung. Used this way direct mail adver- 
tising can pay its way by helping pros- 
pects buy and salesmen sell. 

When direct mail is used to pre-sell, 
the mailing is not made up of scattered 
addresses taken at random from the 
phone book. The dealer should first ob- 
tain a telephone book from which has 
the names and addresses of people listed 
by blocks and communities. Then each 
salesman is given a territory for this 
campaign and the mail is sent out by 
blocks so that his follow-up canvassing 
can be organized properly. 

The first mailing should include only 
as many pieces for each salesman as he 
can cover by canvassing in a week be- 
cause best results are obtained when the 
mailing is followed up promptly. 

The mailing piece should include a 
letter on company stationery, a folder 
describing the burner or unit and a self- 
addressed, postpaid reply card so that 
the prospect can signify that he wants a 
salesman to call. Because of the reply 
card feature, enough time should be al- 
lowed for any of these to come back 
before the salesman starts out. 


Have Salesman Sign Letter 


Another feature, which will help the 
mailing, is to have the letter signed by 
the salesman who will make the calls. 
He can then say, after he rings the door- 
bell, “Good morning, I’m Bill Jones. 
Did you get my letter? I told you that 
I'd be dropping around to explain how 
your home can be more pleasant.” 

Now let’s see what effect this mailing 
will have on Mr. Prospect after he slits 
open the envelope addressed to him. It 
is likely to do all of this: 

1. Provoke his curiosity. A good let- 
ter, provocatively written will make Mr. 
Prospect wonder if Mr. Salesman might 


not have something which will be help- 
ful to him. When a salesman canvasses, 
his opening sentence often sets the stage 
for building the sale. A prospect whose 
curiosity is aroused in advance is ready 
for a stronger opening sentence when 
the burner salesman calls. 


2. Raise questions. This follows from 
the above. When Mr. Prospect has had 
his curiosity aroused, he will have some 
questions to ask. He at least will be in- 
clined to talk to the salesman, if he is 
any sort of prospect at all. On the other 
hand if the mailing piece had not come 
to him, he would have had a completely 
cold mind when answering the sales- 
man’s ring. 

3. Persuade him. While the mailing 
will stir some prospects into action and 
cause them to ask for a salesman’s visit, 
the big job of mind-persuading done by 
direct mail will be to help Mr. Prospect 
be more disposed to listen. He will give 
an intelligent, positive response instead 
of an emotional, negative one. 

4. Introduce the salesman. Obviously 
the conversation is off to a good start 
when Mr. Salesman can say, “I’m Bill 
Jones who wrote you a few days ago.” 
Mr. Prospect may not even remember 
the letter but Mr. Salesman is some- 
body who has done something connected 
with Mr. Prospect and so will get more 
attention than if he is able to say only, 
“I’m Bill Jones from Black Fuels.” 

As important as it is to pre-sell pros- 
pects, there is another big job that di- 
rect mail can do when used this way. It 
influences the dealer’s salesmen so that: 

1. Cold canvassing becomes warm 
selling. After pre-selling direct mail, the 
salesman is more confident and much 
happier canvassing when he knows that 
he is calling on people to whom he has 
written. His confidence also will be 
helped because he realizes that his open- 
ing remarks have a better chance of be- 
ing effective. 

2. “Down” days become productive 
days. Every salesman has days when he 
doesn’t feel like hard selling. But when 
he realizes that there are people in a 





certain block in town who expect him 
to call, he is far less likely to slip off to 
the movies. It is often as important to 
have door openers for the salesman’s 
benefit as it is for the prospect's. 


3. Disappointing calls are forgotten 
easily. The salesman, rather than brood- 
ing about a cold reception, walks away 
from it cheerfully because he thinks that 
greener fields lie ahead. 

But, you might be telling yourself that 
direct mail pre-selling is costly and 
something else to eat up profit. Direct 
mail can, however, be used on a strict 
cost accounting basis. 


Employ Cost Accounting 


The dealer can start by providing 
each salesman with enough mailing 
pieces to carry him through the first 
week. After that, it can be put on an 
earned basis. The dealer can, for in- 
stance, give each salesman one dollar's 
worth of mailing for each $100 worth 
of sales. Thus, if it costs $3.00 to send 
out 50 pieces, including letter, folder, 
reply card, envelope and postage, his 
sales can earn a 50 piece mailing by mak- 
ing $300 worth of sales. 

To sum up, a direct mail pre-selling 
campaign should have mailing pieces 
made up of a letter, a folder and a 
reply card; should be sent out in small 
batches ahead of the calls of each sales- 
man and, finally, should control the ex- 
pense by having salesmen “earn” their 
mailings from their sales. 

We all know that sales are lost be- 
cause the salesman doesn’t have conver- 
sational “hooks” on which to hang his 
story and turn suspects into live pros- 
pects. However, mailed-in-advance sell- 
ing paves the way for the salesman’s 
coming and gains for him an oppor- 
tunity to present his story under favor- 
able conditions. Once he is sure of the 
prospect’s interest, he can eliminate pre- 
liminary selling steps and concentrate 
on stimulating that interest to the point 
where a sale can be developed. 

To paraphrase, remember “Familiar- 
ity really breeds consent.” 
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by 
Fred Feigenbaum 


V J HILE IT IS TRUE that there is pres- 
sure over the fire in every case 
where soot, odor, and smoke come out 
of the boiler, the condition cannot al- 
ways be blamed on poor draft. Fre- 
quently careless or incompetent service- 
men report the chimney responsible for 
these things when the cause is elsewhere. 


For example, it is known to every- 
body familiar with atomizing oilburners 
that there is pressure over the fire, and 
even up through the stack, for a second 
or two at every start. This can be seen 
in the action of the draft regulator, 
which is forced closed during this short 
period. Any condition in which the 
burner starts and stops in short cycles 
multiplies greatly the number of these 
pressure periods. 


One Spring day a serviceman was 
given a call to a burner which had a his- 
tory of soot and odor that went back to 
the day it was installed. The company 
service record indicated many adjust- 
ments to alleviate the condition, and 
many recommendations that the chim- 
ney be improved. But, like all service 
records, it was simply a compilation of 
coded abbreviations taken from service- 
mens’ reports. Simple analysis showed 
that there was no trouble during cold 
weather, and that most of the soot and 
smoke complaints were made during the 
season when the burner was operating 
only for hot water. This agreed roughly 
with the known fact that draft is better 
in cold weather than during the months 
when temperature and humidity are 
high. 

While the serviceman was listening 
to the customer’s complaint he noticed 
that the relay clicked once or twice, the 
burner started, ran for less than a min- 
ute, and stopped. He asked whether she 
had ever noticed this before. She said, 
“Yes”; in fact she had told other service- 
men about it, but they had just brushed 
off the information as unimportant. 


Finding the relay to be the Series 10 
type, the serviceman removed the cover. 


62 





Low Voltage Wiring Fault 
Causes Soot Complaints 


Using a jumper, he made a quick test 
at the low voltage terminals. With the 
jumper across “red” and “white” the 
relay pulled in and the burner started. 
In this control the relay should pull in 
only on the “blue” and “white.” “Red” 
is the holding circuit, maintaining the 
control differential. The action indi- 
cated that “blue” current was in the 
“red” wire. “Blue” and “red” were 
“shorted,” as some servicemen say. 


Looking around he found a single- 
pole knife switch, in its “open” position, 
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The diagram above shows wiring to the 
thermostat, top, and wiring to the hot 
water control, bottom. Square dotted 
wire indicates the “red” and ‘“‘white”’ 
circuit, which should not start the burn- 
er. The round dots indicate the path of 
the “red” circuit through the thermostat 
to the “blue” panel terminal, operating 
the burner without differential. The 
summer switch, marked “‘A,” should be 
two-pole, breaking any two wires. 


breaking the thermostat “white” wire, 
This was a switch that had been in- 
stalled for convenience, so that the cus- 
tomer could cut out thermostat opera- 
tion in warm weather without having to 
call a serviceman to adjust a clock-type 
thermostat to a summer setting. 


The serviceman set the thermostat to 
its lowest point. Making the “red-white” 
test again he got no burner action, in- 
dicating that the “short” had disap- 
peared. This pointed out that there was 
nothing wrong with the wiring, and 
probably little wrong with the chimney. 


The thermostat, in its on-position, 
had been the cause of the relay chatter- 
ing, and the frequent on-and-off action 
which had fouled up the basement floor 
and the atmosphere. Its contacts would 
bridge the “blue” and “red” wires any 
time the room temperature was below 
its setting, robbing the hot water con- 
trol of its differential. This could happen 
on any cool day between May and Octo- 
ber, when the switch was in its off- 
position. 

The serviceman adjusted the thermo- 
stat to summer operation and placed the 
white-wire switch on. His jock ticket 
recommended that the switch be changed 
to the two-pole type, breaking a second 
wire to the thermostat to prevent this 
interfering action. 

It took some convincing to get the 
head man to agree to the change because 
he had several dozen other clock-thermo- 
stats hooked up the same way. He had 
been sold on this idea some years before 
by an electrician, to prevent some of the 
“nuisance” calls just to set clocks. But, 
when subsequent checkups revealed the 
job burning cleanly, it became apparent 
that the chimney had been blamed 
wrongly for the results of a faulty elec- 
trical hookup. It became standard prac- 
tice on future calls to look for low volt- 
age trouble on soot-and-odor calls. 

Troubles of this sort, arising from 
lack of understanding of wiring princi 
ples, frequently are found by servicemen 
who know how to look for them. There 
is a lot more to oilburner service beyond 
button pushing and nozzle cleaning. A 
man looking for draft trouble in the 
horse-and-buggy days of coal burning 
never had to go so far to draw a con’ 
clusion. And poor draft does not have 
to be a catch-all alibi for lack of ability 
to solve “nuisance” problems. 
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They Learned about Selling 





A REPORT ON WALTER HERVEY'S FIRST OIL HEAT SELLING DAY CLASSES 


W HILE MOST OF THEM have been 
out of school for years, members 
of the first Oil Heat Selling day class 
at the Walter Hervey Junior College 
have taken to their notebooks like col- 


- lege seniors cramming for their finals. 


Throughout the day, the sales demon- 
stration lecture room, the oilheat labor- 
atory, and the fire room resound with 
phrases such as Btu’s, relative efficiency, 
safety switch, heat loss, radiation and 
all similar terms which oilheat salesmen 
find so necessary in presenting surveys 
to prospective customers for oilheat 
equipment. 

There is intense rivalry between the 
men in presenting their actual sales 
talks. For in every instance they must 
make the sale to a salesman representing 
a competitive product. The objections 
are genuine and they run hot and heavy 
and the debate as to the relative merits 
of equipment is continued during the 
recess and at the lunch periods without 
benefit of moderation by the instructor. 

The men are taken through every 
phase of oilheat selling, including the 
preparation of the survey, the presenta- 
tion of the proposal and meeting of 
objections, They are required to pre- 
pare actual surveys, using actual survey 
forms and actual sales materials fur- 





O. W. Dobson, vice president, Automatic Devices Co., manufac- 
turers of Weather Man control devices, in the midst of making 
an actual selling presentation. 


nished by their own equipment compa- 
nies. Instruction and criticisms are based 
on the efficiency of their proposals, their 
delivery, the effectiveness of their pres- 
entation. After each presentation, there 
is a detailed analysis in which the class 
participates in selecting the strong points 
as well as the weak points. Suggestions 
for improvements are offered on an indi- 
vidual basis so that every student re- 
ceives the equivalent of personal instruc- 
tion slanted to meet his particular needs. 

The intensified day course, according 
to Dean Frank W. Thomas, who is in 
charge of the class, has been designed 
to give salesmen living outside of New 
York City an opportunity to complete 
the course within a short time. Mem- 
bers of the present class hail from Ka- 
tonah, N. Y., Syracuse, N. Y., Webster, 
N. Y., Rochester, N. Y., Hartford, 
Conn., Ft. Lee, N. J., and the Bronx. 


Adequate Training Lacking 


“These men are all potentially good 
salesmen. They have not sold effectively 
because the industry has failed to give 
them adequate training and adequate 
sales materials,” said Dean Thomas. “I 
am certain they would be much better 
salesmen even without our training if 








Conducting a lecture session is Dean Frank W. Thomas, under 
whose supervision the Oil Heat Selling Courses are held at Walter 





the employers and the manufacturers of 
the equipment they represent would 
place more effective sales equipment in 
their hands,” Dean Thomas continued. 

“In order to meet this lack of ade- 
quate sales kit, we are preparing special 
kits from materials selected from the 
various institutes representing the heat- 
ing field.. This material plus charts and 
other illustrative material which we 
have assembled will be distributed to 
the men for use in the filed.” 

Assisting Dean Thomas in these 
classes is Mr. Carl Watres, Sales Repre- 
sentative of the Timken Silent Auto- 
matic Div., Timken Detroit Axle Co. 
Other lecturers include: Charles Burk- 
hardt, heating editor, Plumbing and 
Heating Journal, Jack Dignam of the 
Automatic Heating Department of the 
YMCA Trade and Technical School, as 
well as Fred Feigenbaum and George 
Springsteen of the technical staff of the 
YMCA Schools. Representatives of 
control, boiler and burner equipment 
were invited to present typical sales 
presentations which were analyzed by 
the students to indicate the effective sales 
points. 

In one session, O. W. Dobson, vice 
president of Automatic Devices Com- 
pany (manufacturers of weather control 


Hervey Junior College. 












devices), gave an actual demonstration 
of selling presentation. Thus the stu- 
dents were able to put themselves in the 
customer’s shoes and see what reactions 
their own sales talks arouse. In addi- 
tion, progressive recordings were made 
of the students’ sales presentations and 
then played back, so that they could hear 
themselves as they sound to their 
prospects. 

While there was little chance for 
extra-curricular activities, most of the 
men found time to take in some of the 
sights while in New York. Leon Breen, 
of Hartford, attended several Broadway 
shows, although he wouldn’t elaborate 
on how he got tickets. Another popular 
spot was the ball park, and several class- 
mates went to the Yankee Stadium and 
Polo Grounds to see the big league teams 
in action. 


Roderick Thomas, from the Bronx, 
New York, was seconded by the other 
men when he said he found the review 
of basic principles and the chance to get 
an overall picture of oilheat selling had 
impressed him during class sessions. As 
a matter of fact, many questions raised 
during class meetings were thrashed out 
in informal chats over dinner and in 
their rooms by the men. The class mem- 
bers found that problems of the field 
are much the same in northern New 
York as they are in southern New 
England. 


Oilheating Men in Class 


Comparison of notes also brought to 
light the fact that a typical group of 
oilheat men were in the class. James 
Green of Manchester, Conn., had been 
promoted to selling after doing office 
work for his company. Others had en- 
tered the field of selling through similar 
posts, including driving company trucks. 
Only one, Fletcher Creamer, was in by 
inheritance . . . he works for his father 
in Fort Lee, New Jersey. 

In spite of complaints voiced by na- 
tives, the out-of-towners found New 
York wasn’t too expensive a place to 
live. During their two week stay, they 
spend an average of $125, in addition 
to the $81 tuition fee. This included 
about $50 for meals, some $20 to $25 
for room rent at a nearby YMCA and 
the remainder for laundry, carfare and 
miscellaneous expenses. 
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Sohio Oilburner Advertising 
Ties In With Local Dealers 


by 
J. C. Donato* 


€ hon USE OF OIL HEAT in many sec- 
tions of the country is still in the 
pioneering stage. Many oil burners in 
use are new enough so that there are 
very few replacement sales made in re- 
lationship to the total burner sales. Be- 
cause the use of oil for heating purposes 
is so relatively new and because of the 
convenience of having a fully automatic 
heating system, the oil companies like- 
wise find that the sales of fuel oil to new 
customers are almost exclusively made 
to accounts which are using oil heat for 
the first time. There is comparatively 
little trading of accounts due to com- 
petition between oil marketers. 

Despite the fact that both the oil 
burner equipment dealers and the oil 
companies are looking for the same pro- 
spective people as new customers, there 
is a difference in the approach they take 
to induce these potential customers to 
use oil heat. The equipment dealer 
wishes to impress people in his adver- 
tising with the knowledge that the equip- 
ment which he has for sale and installs 
not only will give trouble-free and con- 
venient means of heating their homes, 
but that the styling of his space heaters 
or the engineering of his central heating 
equipment is superior to that of com- 
petitive dealers selling different brands. 
His approach is—‘If you want heating 
oil equipment, buy it from me. Mine 
is the best.” 

The oil company on the other hand, 
is primarily interested in convincing peo- 
ple that if they wish fully automatic 
heat, heating with oil is clean, automatic, 
and inexpensive. The oil company 
wishes to induce people to heat with oil, 
and is not primarily interested in what 
type of equipment the potential cus- 
tomer uses, just so it is of high quality 
and efficient in operation. 

There can be no doubt that the in- 
ducement of people to use oil heat will 


*Manager, Oil Heat Sales, Standard Oil 
Co. (Ohio). 


help the heating oil equipment dealer, 
and there can be no doubt that good 
salesmanship on the part of the heating 
equipment dealer brings business to oil 
marketers. They can, and do help each 
other increase their volume of sales. 


However, because of the difference in 
approach to the potential customer, it 
has been difficult in some cases to get 
the heating equipment dealer and oil 
marketers together in advertising or 
other inducements. The Standard Oil 
Co., (Ohio) recognized this very nat- 
ural difference of opinion on how the 
job should be done. This is the compro- 
mise which the Company has made. 

Sohio is a principal marketer of heat- 
ing oils in the state of Ohio, and as such 
has a very real stake in promoting the 
use of oil heat. The Company had pre- 
pared some ads expounding the conven- 
ience of automatic oil heat. The Sales 
divisions were instructed that if a mini 
mum of 50 inches of burner equipment 
dealer advertising could be obtained to 
tie in with this advertisement, it would 
be run in any newspaper in the state of 
Ohio. The oil heat promotion ad was an 
ad of 1,000 inches. Such a large ad pro’ 
moting oil heat would, on the face of it, 
be helpful to the equipment dealers in 
the circulation area of the newspaper 
in which it was run. It was also to the 
advantage of the burner equipment 
dealer to tie in the advertising of the 
equipment which he had for sale with 
this large ad. They not only got the ad 
vantage of oil heat promotion in Sohio’s 
ad, but also could reasonably expect that 
greater reader interest would be obtained 
for the entire group of ads on the page. 

To further tie in the equipment deal 
ers and to encourage them to place their 
own ads, each newspaper was instructed 
to set the type at the bottom of The 
Standard Oil ad which said in effect, 
“Notice to local home owners. You are 
fortunate in having burner equipment 
dealers in your area who are fully 
equipped to install conversion burners 
new furnaces or space heating equi 
ment in your home. Oil heat is your best 
heat and a Sohio-Heat contract is youl 
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best guarantee of a full supply.” 

The use of such a tie-in ad has 
proved extremely successful not 
only as far as Sohio is concerned, 
but it has enabled the Company 
to enjoy better relationships with 
equipment dealers all over the 
state. Burner dealers in most 
cases were very anxious to tie-in 
their own advertising with the 
large ad. Such a compromise 
served both the purposes of 
Sohio and the many different 
equipment dealers with mutual 
benefits. 


Fueloil Advertising Appeared 
These Ohio Cities This Spring 










YES, (TS A 
WONDERFUL 


LIFE WITH 
OlL HEAT / 








You can have it right now... and a Sohio-Heat Contract 
makes supply as automatic as the temperature! 


Yes, right NOW! You can have the full comfort of oil heat the rest of this heating season. Only 
| a couple of hours makes the change. And you'll find it doubly enjoyable in those days ahead. 


So Reliable! No worry .. 0 trouble 
with supply when you choose Sohio-Heat. 


So Inexpensive! Oil heat is not a 
luxury . . . moderate incomes afford it. For 


Send for this 

















Bellevue Xenia 
Deshler Cincinnati 
Fremont Hamilton 
Gibsonburg Lebanon 
Holgate Lockland 
Napoleon Madeira 
Qak Harbor Mariemont 
Port Clinton Middletown 
Sandusky Oxford 
Swanton Batavia 
Toledo Blanchester 
Vermilion Chillicothe 
Wauseon Greenfield 
Woodville Hillsboro 
Ada Jackson 
Bellefontaine Portsmouth 
Bluffton Waverly 
Celina Wilmington 
Delphos Asheville 
Findlay Baltimore 
Fort Recovery Bremen 
jackson Center Circleville 
lima Lancaster 
Minster London 
North Baltimore Mt. Sterling 
Ohio City Pataskala 
Ottawa WashingtonC.H. 
Paulding Ashland 
Payne Elyria 
Rockford Medina 
Sidney Mount Vernon 
Spencerville Norwalk 
Van Wert Chagrin Falls 
Wapakoneta Hudson 
ontgomery Willoughby 
Faton Akron 
Teenville Ravenna 
Mechanicsburg Arcanum 
New Carlisle Ashtabula 
ia East Liverpool 
toy Geneva 
Urbana Niles 
Versailles Newark 
est Milton Barberton 


Sohio-Heat Fuel Oils are made from special 
“cuts” of select crude oil scientifically re- 
fined especially for home heating. They 
are available everywhere in Ohio, with 


most areas it is the most modern form of 
heat you can use at reasonable cost. And 
oil saves you money by reducing mainte- 
nance, cleaning and laundry costs. 


FREE book 


excellent delivery service, and the supply 
is better than ever. Sohio stands back of 
every gallon for uniformity, clean burn- 
ing and maximum heat valué-per dollar. 


about Oil Heat 





SOHIO SUPPLY CONTRACT ADDS 
TO CONVENIENCE OF OIL HEAT 


Whether you plan to install a new oil 
furnace, convert your present furnace or 
buy an attractive, money-and-space-saving 
oil heater, a Sohio-Heat contract will add the 
to your enjoyment. It gives you an 
assured, year-’round supply, keeps your 





So Clean! So Healthy! So effortless! 
Oil heat is healthy because it’s uniform as 
well as clean. Drafts ard eliminated. Floors * 
Stay warm. Basements stay clean . . . soot 
and ash-free. And oil heat’s so easy! Your 
only “job” is t set the thermostat to the 
temperature you want. A mere touch of 


of burners, supply, service and 
imy t home-heating facts. Mai 

coupon for your today. 
We'll send it to without obligati 
on your part at no cost. 





the finger replaces basement chores . . . 
and keeps the house warm as you like it! 


tank supplied automatically without the 


bother of calling. 
ni 
The STAMDARD OIL Ce: one 


SOHIO-HEAT INFORMATION BUREAU 

1500 Midland Building, Cleveland 15, Ohio 

0 Please send me, without cost or obligation, my 
copy Fy book entitled “Facts About Oil 
Heat Today”. 

OI am interested in heating with oil. 


Name 


Street Address 





City 














You are fort il b , or neat, modern, efficient 
Local Home ? conversion burners in present furnaces, new oi monsore today. Oil heat is your 

Call your local dealer, or call Standa ‘ best contract. 
Owners — best heat... anda Sohio-Heat contract is your 
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HARRIS OF LAWRENCE HAS 


- ANSAS IS A WONDERFUL state but 
K not for oilheating. No other state 
situated as far north has so few oilburn- 
ers per thousand population. Its homes 
are heated with cheap coal from the 
strip mines in the southeast corner of the 
state or they are heated with cheap gas 
from the many shallow oil and gas fields 
within the state or from neighboring 
Oklahoma. Gas is the popular fuel large- 
ly because it has been available and rela- 
tively inexpensive for 50 years. 

There could have been successful oil- 
burner and fueloil marketers in consid- 
erable number throughout the state if 
anyone had thought of it, but it has long 
been common practice to burn gas in 
an oil producing state, shipping the more 
valuable petroleum products out to 
bring in revenue. 

So in general it’s understood that you 
“can’t sell” oilburners in Kansas, but 
this is to be a story about a remarkable 
man who hadn’t been told. 

It was in the fall of 1937 that Gor- 
don Stucker of Ottawa, who had had 
an experience or two ‘with oilburners, 
suggested to his friend L. T. Harris of 
Lawrence that he ought to get into the 
oilburner business. If Harris had not 
been so swamped with other activities 
he would have taken time to look around 
and learn that it couldn’t be done. But 
he was too busy with his airconditioning 
establishment and his machine shop to 
look for excuses so he agreed to pick out 
a good burner and sell some. 

In the first World War Harris saw 
a lot of action as an engineering officer. 
He came out almost a wreck . . . rated 
a permanent total disability. As some- 
times happens in such circumstances, he 
set about to ignore his rating. Assem- 
bling a few machines and his trusty slide 
rule, he started a shop. It’s still operat- 
ing on a modest scale, turning out parts 
for naval aircraft. 

Then in 1934 Harris saw a future for 
airconditioning in Lawrence and got 
started into his second business venture. 
Since then he has installed just over 
200 cooling jobs . . . 30 of them last 
year. These were the conventional me- 
chanical types of equipment. In addi- 
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Oilheating Oasis 






BUILT FUELOIL VOLUME IN STRONGEST GAS STATE 


tion, he sells evaporative coolers, which 
are successful in that region because the 
summers are hot and dry. Evaporators 
must operate in low humidity condi- 
tions. Costing less than half the price of 
mechanical coolers, he has made 25 
evaporative cooling home installations 
within the past year. 


From Burners to Oil 


It was from such a background that 
he entered oilheating, slowly at first 
with only three installations in the 
initial year. By 1940 things were mov- 
ing better and he sold 47, then in 1941 
he sold 129 and in 1942 the number 
dropped to 70 as the war brought re- 
strictions. Selling has been a little harder 





since the war with oil costs so sharply 
up but in the meantime Harris has built 
a nice oil business. He didn’t intend to 
get into that operation, but found he 
had to. 

When he first sold burners none of 
the majors or oil jobbers in town wanted 
to stock distillates for oilburners, so he 
found it necessary to deal with an oil 
man from another town 28 miles away. 
Things went well until fuel costs seemed 
to be running too high for the customers. 
It took him a long time to find the an- 
swer but finally he tumbled. The oil 
man was delivering just half of the 
amounts billed. When Harris faced him 
with the evidence, the oil man said. 
“Why that’s common practice in our 
kind of business, especially when you 
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L. T. Harris, seated, studies with Herbert Weekly, III, blueprints of a 
large job that has come in for estimates on airconditioning. 
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Bulkplant and trucks. The one over-the-road tractor handles the two tank trailers, one for heavy and one for light oil. Panel 
trucks and car are from service and installation department. 


have to drive so far.” So Harris went 
into the oil business on his own, of 
which more later. 

The company has had a variety of ex- 
periences in selling against gas. In the 
years just before the war straight nat- 
ural gas was 50¢ a thousand for heating 
and fueloil 6.6¢ a gallon. That made it 
almost a standoff on a Btu basis, but 
Harris had to offer something dramatic 
to get attention, so he guaranted that 
his oil installations would cut gas fuel 
bills in half. With modern equipment 
and excellent engineering of his own 
providing, he did it. Not once did he 
have to remove a burner or make a re- 
fund under his guarantee. 

Then he has always been willing to 
rent oilburners under the right condi- 
tions. On rentals he installs a new burn- 
er for $50 plus $5 a month. After a lit- 
tle experience with oil most of the rent- 
ers buy the burners unless they happen 
to be living in rented premises. When a 
burner rental brings a sale, the initial 
$50 is allowed as a credit but not the 
monthly $5. At an average time there 
are about a dozen burners on rentals. 

Of the 600-odd burners that Harris 
has sold through the years, three- 
fourths were in Lawrence and the others 
in surrounding towns or on farms. In 
addition to Oil-O-Matics for homes, he 
sells Johnson heavy oil burners. In Ot- 
tawa, 28 miles south, he has installed 
40 Oil-O-Matics and three Johnsons, 
but he does not deliver oil down there. 
In Baldwin, 12 miles away, he has made 
25 installations and has kept those as oil 
customers. 


The farm burner accounts were hard 
to hold on fueloil because they preferred 
to get oil from the same truck that 
brought them gasoline, either a major 
oil company’s farm route truck or a 
local jobber. Harris managed to get 
around that problem in several instances 
by supplying them a heavier oil than 
the gasoline jobbers or majors stocked, 
since these were low pressure burners 
and the heavier gravity oil could be 
bought for less than the customary dis- 
tillate. 

Lawrence is the home of the Jay- 
hawkers—University of Kansas—and 
also the Haskell Indian Institute. Many 
of the houses are extra large, so they can 
rent rooms to students. In oil furnaces 
Harris sells Synchromatic, and he sells 
more 250,000 Btu models than any other 
size. 


Heat Ravs from Gas and Oil 


With an engineer’s approach to com- 
petitive fuel problems and comparative 
efficiencies through the past 13 years, 
Harris has come to believe that the Btu 
is by no means the only measure of ef- 
fective heat. He observed, for example, 
on his industrial accounts that they 
would use fueloil to develop steam in 
the boilers and then after they had the 
desired pressure they could hold it with 
continuous gas firing. He attributes this 
to the differing characteristics of the 
heat rays from the two fuels, regardless 
of Btu’s. 

On the visit to Lawrence last spring 
when a day was spent studying the op- 
eration of this company, Harris ex- 





plained some of his views about the dif- 
ferences in heat rays, a theory that he 
had used successfully in selling against 
gas. Because of the novelty of this ap- 
proach, he was asked to write an out- 
line of his viewpoint to be included in 
the article to be published. His written 
explanation follows: 

“I became interested in oil heating 
in 1937. This area was just about 99% 
gas in the automatic heating field at that 
time. My problem was to learn what 
made these fuels (oil, gas, coal) tick and 
of the efficiencies of equipment in which 
they are used. Of course I was not told 
that oil could not be sold in Kansas so 
I naturally assumed that it could. One 
might suggest—pick a dumb dealer—he 
might stumble onto something. 

“I vaguely remembered something 
about flame color and wave lengths of 
heat rays involved in heating in a science 
course which I struggled through in my 
school days. A review of this material 
brought out what I thought to be per- 
tinent information, giving me a work- 
ing basis. 

“Incidentally, the subject, “Flame 
Color, wave lengths and efficiencies in 
heating” should be a large order for 
some research engineer. It is entirely 
possible that adequate data exists and is 
available but have found nothing that 
is not tied in with other research and 
not particularly usable for our purpose. 

“I started with the subject of Radia- 
tion, meaning a process of transferring 
energy from a body across space to an- 
other body. Since it is generally accepted 
that that form of propagation of energy 
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which we call heat radiation is a wave 
motion, considered to be rapid vibra- 
tions of the electrons and atoms in a hot 
body, producing waves which travel 
across space to another body and there 
stimulating vibrations of the electrons 
and atoms, it is concluded that in this 
manner heat is produced. 


“I do not mean that wave motion is 
heat. Wave motion when absorbed pro- 
duces heat. 


“The radiant energy from any white 
hot body consists of waves the length 
of which varies through a wide range. 
Some waves are able to produce the 
effect on our eyes which we call light 
and will produce chemical reactions. 
These are relatively short waves. The 
nonvisible longer waves produce no 
chemical effect but the one definite ef- 
fect they do have is to develop heat. 
Since waves of all lengths will produce 
some heat when absorbed, it remains 
to distinguish which of the waves is the 
most desirable in heating. 

“It is definitely established that most 


of the radiant energy of all heated solids’ 


and liquids is in the infra-red band with 
an approximate wave length of .03 c.m. 
This is to be compared to .000002 c.m. 
wave length of ultra-violet. 


“Since we know that infra-red pre- 
dominates in coal and oil as compared 
to the ultra-violet of gas, we became 
convinced that higher efficiencies were 
entirely possible when using oil for heat. 


“To some extent we have had labo- 
ratory proof for this so we felt that we 
had a sales story if handled ‘carefully 
until actual performances were avail- 
able, while we grew in oilheating. 

“Our customers using gas commer- 
cially have always had to have oil stand- 
by for the reason that on a temperature 
drop to twenty degrees or below they 
were, by contract, forced to go to oil. 
They learned about the efficiency of oil 
and many comments were made about 
it. These customers also learned that 
they could save man hours by not hav- 
ing to fire boilers hours ahead of work- 
ing schedule to make sure of steam pres- 
sure. Oil did in a few minutes what it 
took gas hours to do. 

“Since the war and the higher prices 
of oil and the lower price of gas, we 
have lost a bit of ground in city areas 
but the drop is not to be compared to 
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Showroom is located on Massachusetts Ave., the principal downtown shopping street. 
Harris owns the building, lives with his family in an apartment occupying the second floor. 
The rear two-thirds of the main floor and the basement are service and duct shops, 
plus a custom machine shop where a group of men works full time on a contract for 


naval aircraft parts. 


Admiring the window arrangement is Robert Weekly, general inside office man. The 
sign, “Don’t Monkey around with that old heating plant any longer,” brought an interesting 
explanation. In April all of the merchants on the main stem had a Spring window un- 
veiling on a night widely advertised for the purpose. More than 5,000 persons went 
window shopping. Harris got hold of a trained monkey and a miniature house, also a 
toy furnace that had rusted and looked generally decrepit. Everytime anyone would put 
the furnace inside the house, the monkey would throw it out. 


Ce 


the increase of oilheating in rural areas, 
butane or propane to the contrary. Rea- 
son—the tane gases are also ultra-violet 
flames with short fast flame travel with 
little heat exchanger action. They are 
much less efficient than natural gas. In- 
cidentally natural gas has the fast short 
flame, although not to be compared with 
the tanes, and also it lacks the wiping 
action so necessary for efficient heat ex- 
changer action. 

“An additional feature of the infra- 
red fuels (coal & oil) is the progressive 
combustion of each of them which per- 
mits a continuous wiping action clear 
through to the flue, which action, as 
stated above, is impossible with the gases 
and their flash combustion along with 
their wave type. 

“In selling the infra-red oil heat 
versus the ultra-violet gas heat, we refer 
to the physicians’ use of ultra-violet (sun 
lamp) for skin trouble but always using 
an infra-red for heat penetration to deep 
seated pain. There are many such sim- 
ple illustrations that may be used in 
selling to get the idea across. 

“Without knowing more of the sub- 
ject than suggested above, and knowing 
our equipment through and through, 
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along with just plain and fancy hard 
work we have sold oil in Kansas and we 
expect to be selling oil when, gas has 
had its flash.” 

Of the 500 oilburners now operating 
in Lawrence, 95% have been sold by 
Harris and he supplies oil to most of 
those. Also, he has some country 
and small town accounts and sells 
about a half million gallons of residual 
oil primarily for winter standby and 
boiler starting in industry that uses gas 
at other times, at interruptible rates. 

He brings in his own oil in transports 
that he bought in 1947 when rail traf- 
fic failed. You may recall that 1947 was 
the winter of the big freeze in the states 
west of the Mississippi. Both the Santa 
Fe and Union Pacific lines were blocked 
at times and traffic in general so de- 
moralized that there was no telling when 
oil cars would arrive. Harris quickly 
bought two tank trailers and a tractor 
and started his own hauling . . . at an 
initial cost of $9,500. 

The next winter he went back to rail, 
but now he found rail handling to be 
clumsy, inconvenient —in ways he 
hadn’t noticed much before he tried his 

(Continued on page 144) 
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Clock Ends Nozzle Coking 


A’ HE SHOWED US this installation, 
the burner dealer gave all the de- 
tails of its troubles and the cures for 
them he had concocted. Especially proud 
of the tricky clock arrangement, he em- 
phasized that it had cost him nothing 
but had ended burner troubles which 
had grown worse and worse while a 
score of other orthodox and desperately 
conceived measures were being tried. 


When the coal-fired water heating 
boiler broke two years ago, he had in- 
stalled a new boiler he then thought am- 
ply large, good for 1.0 gph at fair efh- 
ciency and 1.35 gph with the stack tem- 
perature disregarded. 


“Since then I learned the old 450- 
gallon tank is way undersize,” the dealer 
admitted. “Six apartments in the build- 
ing and a fancy restaurant with six 
waiters, two bartenders, and four men 
in the kitchen. I reckon now the peak 
dish-washing load is almost a thousand 
gallons of hot water in three hours.” 


After six months of use, during which 
the hot water was steaming except for 
the last two hours of the ten-hour period 
the kitchen was operated, the burner 
started breaking down. The nozzle 
plugged partly or entirely. Every service 
call, it had a hard, thick crust of carbon. 


“Whether we desperately tried a .75 
or 1.50 nozzle, the burner ran almost 
24-hours a day. Its few stops came dur- 
ing the night when the restaurant was 
closed, and oddly any size nozzle we 
tried seemed to give as much hot water 
as any other size. I reasoned the burner 
ran continuously more than ten hours 
when the dishes were washed, overheat- 
ing a big nozzle more than a small one 
and automatically clogging some of its 
slots. Nozzle overheating was to my 
mind the big problem with maybe poor 
circulation through the boiler thrown in. 
I talked with a dozen experts and showed 
the job to three or four, then made up 
my mind what to do.” 

First, scorched properly by a safety- 
minded heating engineer for not doing 
this before, the dealer installed on the 
hot water tank a safety relief valve of 
features and capacity to meet most ex- 
acting requirements. 


Second, instead of having the burner 


start and stop for only a boiler control 
set at 160°, he used a boiler control set 
at 210° and a tank control set at 150°. 

Third, to improve circulation he low- 
ered the line connecting the bottom of 
the tank to the boiler, installing drain 
cocks at each end of this line. 

Fourth, learning that a prominent 
New England water heater manufac- 
turer recommends this for keeping scale 
from an old tank out of a new water 
heater, he installed the tank stub shown 
in the “After” diagram. 

The fifth step, which the dealer says 
proved to be the only step needed to 
end the burner trouble, was the installa- 
tion of the tricky clock arrangement, 
dreamed up by the dealer and perhaps 
rightfully boasted of ever since. 

Nozzle overheating the big 
trouble, the dealer reasoned, and it 
came of the burner’s running too many 
hours at a time. He would end the 
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trouble by keeping the burner idle a 
few minutes every half hour. 

He used an old hold-fire electric 
timer, a stoker control obtained when 
he replaced a stoker with an oil burner. 
Designed to turn on the stoker a few 
minutes every hour or half hour, this 
was easily altered to open its switch 
circuit for five to eight minutes every 
half hour. Wired to the burner con- 
trols, it now rests the burner and per- 
mits the firebox to cool twice an hour. 


The idea works, says the dealer. Now 
there’s no nozzle trouble, no plugging 
and no forming of coke on the nozzle. 

He adds that the same burner model 
never gives nozzle trouble on installa- 
tions which have oilburner on and off 
periods of usual lengths, not even where 
fireboxes are considerably undersize. 
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Determined to end the service calls, the dealer responsible for this installation 
took five steps to make it as nearly perfect as possible. He concludes now that only 
one step, stopping the burner every half hour, really was needed. 
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Newspapers Are Selected For 
St. Louis Burner Advertising 


FEATURING THE SLOGAN, “Heat with 
oil, the safe automatic fuel!” the 1950 
advertising campaign of the Oil Heat 
Institute of St. Louis, Inc., will be built 
around testimonial advertisements from 
enthusiastic users and will appear in two 
evening newspapers. 

Oakleigh R. French and Associates, 
Inc., advertising agency supervising the 
campaign, explains the objectives of the 
program as two-fold. It is designed pri- 


marily to convince the public that oil 


is not going to be pushed out of the 
St. Louis market—that it is a fuel that 
deserves serious consideration in spite 
of the inroads made by gas—and to 
capitalize on the strength of oil and the 
weaknesses of gas to hold present users 
and interest new ones. 


Testimonial advertisements are 
planned from satisfied users of fueloil, 
with selling copy slanted at capitalizing 
on the advantages of oilheat, and, laid 
out to emphasize the fact that oil is being 
used in important hotels, schools and 
other public buildings, as convincing evi- 
dence that oil is an important factor in 
the economic life of St. Louis. 


Each of the advertisements that have 
been prepared closes with the statement 
that “Oil is the ideal fuel for heating a 
single room or a large building” and. 
offers full information and a descriptive 
booklet to those readers who will write 
the Institute. 


To get the most benefit from the nor- 
mal seasonal activity in the oilburner 
business, a flexible schedule has been 
arranged to start modestly and accel- 
erate as the months approach when the 
most oilburners are sold and installed. 
Also, if the activities or ‘campaigns of 
the local gas company are stepped up 
or changed, additional insertions can be 
arranged for. 


Present plans envision ten separate 
newspaper advertisements, each featur- 
ing a different family and occupying 800 
lines of newspaper space. Consistent 
use of large space is recommended be- 
cause oilheating presently is on the de- 
fensive in St. Louis and the public is 
prone to judge the importance of a fuel 
by the size of its advertising messages. 
Also, the development of individual 
testimonials requires adequate space and 
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“Dependability Counts with as > 


Says Mr. DUDLEY KINCADE, 472 Woodlawn 


Webster Groves, Mo. 


*t.) .. In 27 Years, Oil Heat 
Has Never Let Us Down’”’ 








i 






Olt IS THE IDEAL FUEL FOR HEATING A SINGLE ROOM OR A LARGE BUILDING 
For full information and descriptive booklet write or phone: 


OM HEAT INSTITUTE OF ST. LOUIS, INC. + 


308 NORTH 6th ST. + ST. LOUIS + CH, 7383 


One of the testimonial advertisements being used in this year’s campaign 
conducted by the Oil Heat Institute of St. Louis. 


psychologically a series of dominating 
advertisements will have a salutary ef- 
fect for all engaged in the promotion 
of oilheating. 

Thirty-six insertions are scheduled for 
the Daily Post-Dispatch and 18 in the 
Star-Times, both evening newspapers. 
Nine 600 line advertisements also are 
planned for the “Tempo” section of the 
Sunday Globe-Democrat. 


© 


OHI Directors 
Meet At Chicago 


THE QUARTERLY MEETING of the Board 
of Directors of the Oil Heat Institute 
of America was held at Chicago’s Edge- 
water Beach Hotel, July 11. A. T. At- 
will, Institute president, conducted the 
meeting. 

The most significant activity was the 
study and approval of a new oilheat 


promotional program developed prin- 
cipally by Ralph Becker, the Institute’s 
managing director, and Lon Casler, its 
public relations counselor. The program 
is designed to assist local groups to com- 
bat natural gas. Participating in the sup- 
port of each local campaign would be 
oilburner manufacturers, burner deal- 
ers, fueloil distributors, and major oil 
suppliers, each of these groups in rela- 
tion to its own activity in the com- 
munity. 

An information committee is to be ap- 
pointed to facilitate getting the plan 
underway. 

The distribution division 
mended to the Board that the Institute 
take a strong position opposing any re’ 
strictions on oil imports and also that 
the Institute be alerted to the rapidly 
increasing needs for oil supply in the 
coming season. 

Becker also proposed that among other 
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CONSUMER APPEAL—Timed Cycling—“The 
Thermostat With a Brain"’—is a sales natural 
because if virtually eliminates the many 
heating discomforts your customers had 
accepted as inevitable—and Timed Cycling 
is available at no extra cost, in DETROIT ther- 
mostats for every type of heating system! 








NATIONALLY ADVERTISED—The tre- 
mendous power of The Saturday Evening 
Post and Better Homes and Gardens, 
reaching over 7,000,000 people, has 
carried news of Timed Cycling into the 
homes of your potential ft s! 





CONSUMER LITERATURE—DETROIT'S 
colorful, informative booklet on how 
Timed Cycling brings truly modern heat 
control, is being currently mailed to 


homeowners and homebuilders the pay you to demand DETRoI's complete line of controls 
country over! from your wholesaler because it’s one sure way to profit 





CERTIFIED — The Timed Cycling Room 
Thermostat, like all DETROIT controls, is 
certified by the manufacturer for re- 
liability, performance and engineering 
excellence! 


COMPLETE LINE—DETROIT offers a come 
plete line of superior automatic heating cone 
trols from one convenient source—the only 
heating controls certified for successful 
operation! 


Gives You All 
These Sales Advantages! 


All of the advantages listed above—and more! 
For Detroit's broad line of finely engineered heating 
controls is backed by a nation-wide organization, trained 
to help you with your sales and service problems. It will 


through greater sales and customer satisfaction. Further 





LUBRICATOR COMPANY 


5900 TRUMBULL AVE., DETROIT 8. MICHIGAN 
Division of American Rapuror & Standard Sanitary corporation 
Canadian Representatives: RAILWAY & ENGINEERING 
SPECIALTIES, LTD.—Montreal, Toronto, Winnipeg 

















Senring home and mausin AMERICAN-STANDARD © AMERICAN BLOWER e¢ CHURCH SEATS © DETROIT LUBRICATOR © KEWANEE BOILERS © ROSS HEATER #© TONAWANDA IRON 


information on Timed Cycling and the complete line of 


DETROIT certified controls is yours on request. Write today 
for Form No. 1545 and Bulletin No. 227. 


DETROIT HEATING AND REFRIGERATION CONTROLS e ENGINE 
SAFETY CONTROLS e FLOAT VALVES AND OIL BURNER EQUIP- 
MENT e DETROIT EXPANSION VALVES AND REFRIGERATION 
ACCESSORIES e STATIONARY AND LOCOMOTIVE LUBRICATORS 
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activities the Institute undertake an in- 
dustry statistical program which he feels 
is badly needed in view of the inade- 
quate statistics currently available. The 
question of possible tank shortage this 
year was discussed briefly and referred 
to the Steel Supply Committee. 

The Engineering Committee advo- 
cated that OHI undertake original re- 
search in oilheating to make use of the 
reference burner unit which was built 


some years ago for the purpose of de- 
suitable fuels for 


termining the most 
oil burning. 





Ted Kaufman, engineering director 
for OHI, also reported that the new 
oilburning manual is about ready for 
printing, that it will run upward of 800 
pages and that a special committee has 
been appointed to determine how best 
to handle its publication. 

On the day following the directors’ 
meeting two groups of five directors 
each had been assigned to speak before 
dealer meetings at Milwaukee and Chi- 
cago. In general, they discussed various 
phases of the new proposed promotional 
program. 


PYRIY 


Combustion 
Testing 


UTILITY 


KIT 
Vv 


Pacemaker 
For Profits 


from Expert Heating Service 


aking the most of your ability to 
do an expert tune-up job will 
pay you big dividends in gaining you 
competitive leadership and neighbor- 
hood recognition of your competence 
as a heating expert. The combustion- 
testing kit shown here contains 
precision-made quality instruments 
with which you can make fullest use 
of your know-how in making a fuel 
conservation survey, checking a 
burner for wornout parts and needed 
repairs, or running an efficiency test 
to close a replacement deal. 
The kit contains the well-known 
FYRITE CQ. Indicator, the versatile 
MZF Draft Gauge, the all-metal 


TEM-POINT Stack Thermometer and 
the sensationally new TRUE-SPOT 
Smoke Tester. Now, for the first 
time you can adjust an oil burner 
quickly and expertly for highest 
CO» without objectionable smoke .. . 
do away with guesswork, and “hit 
fumbling in adjusting 
for clean firing. The “Scale of 
Soot” which comes with the TRUE- 
SPOT tells you the limits of per- 
missible smoke for various burners 
and types of heating systems. This 
amazingly simple method of oil burn- 
er adjustment is the greatest advance 
in combustion testing since the intro- 


duction of the FYRITE CO> Indicator. 


and miss” 


Ask your Jobber for the FYRITE Utility Kit or write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
7000 BENNETT STREET - PITTSBURGH 8, PA. 


‘é 
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Speaking at Chicago were Raiph 
Becker, J. E. Owens, Carl Jonswold, and 
Lon Casler. In addition to his own talk 
Becker also read a memorandum from 
Claude Potts who was unable to attend 
due to illness. Speakers at the Milwau- 
kee meeting were William Spiess, Har- 
old Wilkinson, Don Leslie, Hollis Al- 
bert, and Robert Gray. 

The next regular board meeting is 
to be held in Baltimore in early October 
with the exact time to be announced. 
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Buying Needs of 
Wisconsin Farm Families 


IN OCTOBER 1949 the Wisconsin Agri- 
culturist and Farmer, Racine, Wis., 
wrote to 1500 Wisconsin farmers, ask- 
ing them to fill out a questionnaire to 
indicate what their plans were for their 
buildings and equipment. The question- 
naires were mailed to sections of the 
state in the proportion that each section 
bears to the total farms in the state and 


| a total of 293 replies were received. 


| 
| 
| 


| 
| 








These indicated that “within a year 
or so” 7.5% of Wisconsin farm families 
plan to buy basement furnaces, 2.4% 
are going to buy a coal stoker, .3% a 
gas burner and 6.8% an oilburner. Oil 
fired domestic water heaters will be 
bought by 1.4% of the families and 
5.5% reported they intended to buy an 
oilfired space heater. 

A count made in 1945 gave Wiscon- 
sin a total of 177,745 farms so that 
projections can be made to estimate the 
state-wide potential for the above items 
by multiplying this figure by the per 
centage figure for individual items. 


Robert C. Hanna has been appointed 
manager of sales, Fractional-Horsepower 
Motor Divisions, General Electric Co., 


| Fort Wayne, Ind. He succeeds Arthur 


W. Bartling, recently named general 
sales manager of the company’s Small 
Apparatus Divisions, Apparatus Dept., 
Lynn, Mass. Mr. Hanna joined the com 
pany in 1929, left during the War for 
special assignments and on loan to the 
War Production Board. Returning t0 
G.E. in 1945 he was named assistant to 
the sales manager, Fractional-Horsepow’ 
er Motor Divisions and in 1947 became 
assistant manager of sales. 
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Important! A Quiet MAY franchise may 
be open in your community. Write now for 
dealership details . . . and for information 
on Quiet MAY's complete line of Conversion 
Burners, Boiler-Burner and Furnace-Burner 
Units. 
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There’s no more potent selling point 
than a reputation for quality .. . 
for value . . . for dependable per- 
formance. On oil heating equipment, 
the Quiet MAY name is a promise of 
sure satisfaction . . . and has been for 
26 years. 


On this new Boiler-Burner Unit, the 
Quiet MAY nameplate stands for 
efficient design . . . thoroughly proven 
materials and construction . . . fully 
automatic operation . . . plus the 
thrifty reliability of the world-famous 
Quiet MAY Oil Burner. 


Enough selling points to make this 
Boiler-Burner Unit a real earner unit 
for you! 


May Oil Burner division of Gerotor May Corp., P.O. Box 86, Baltimore 3, Md. 
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Dwelling Units Started 
Hit All-Time High Peak 


THE NATION’S HOMEBUILDERS between 
January and June 1950 scored an all- 
time high for any half year on record 
with a total of 687,000 new permanent 
nonfarm dwelling units started, accord- 
ing to preliminary estimates of the U. S. 
Labor Department’s Bureau of Labor 
Statistics. Late reports are expected to 
make the total even larger. The Janu- 
ary-June total for 1950 was 53 per cent 
above the 449,000-unit total for the 


comparable 1949 period. 

The 142,000 dwelling units placed 
under construction in June outstripped 
all previous monthly peaks, but the vol- 
ume was only slightly above the prelimi- 
nary May figure. However, the June 
total represented a gain of almost 50 
per cent over June 1949. 

Final reports brought total dwelling 
units started in the first quarter of 1950 
up to 278,900, a sharp increase of 109,- 
100 units, or 64 per cent, above the same 
months of 1949. One-family home con- 
struction, the focal point of the present 








portant Commercial Buyers? 


tons of coal. 


matically. 











GLEAVER-BROOKS HEV-E-OIL BURNERS 
THE DEALER-DISTRIBUTOR SELLING 
SENSATION OF 1950 


Hotels Schools Public Housing 
Stores Apartments Green Houses 
Laundries Churches Industrial Plants 


Say, Mr. Domestic Burner dealer, are you selling to these im- 


Domestic burner dealers are finding it imperative to supply 
oil burning equipment to these important commercial buyers 
—buyers who use over 5,000 gallons of oil a year, or over 40 


The Cleaver-Brooks Hev-E-Oil Burner is designed to burn low 
cost high heat value No. 5 oil—to burn it efficiently and auto- 


This is your chance to sell quality equipment at a quality 
price—giving you larger volume and greater profits. 


Write TODAY for complete Dealer Distributor information. 


CLEAVER-BROOKS COMPANY 
363 E. Keefe Ave., Milwaukee 12, Wis. 


Cleaver-Brooks 


HEV-E-OIL BURNER 
USING LOW-COST 


NO. 5 OIL 
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housing activity, accounted for 81 per 
cent (226,000 units) of total housing 
volume for the first quarter of this year, 
against 77 per cent (131,300 units) for 
the same period last year. 

Although the increase in homebuild- 
ing was apparent in all sections of the 
country, urban housing assumed greater 
importance during this year’s first quar- 
ter. New housing in urban areas ac 
counted for 60 per cent of all new 
dwelling units started, compared with 
55 per cent of the total last year for the 
January-March period. 


© 


Dwight E. Moorhead has been named 
manager of the San Jose, Calif., Motor 
Divisions, and Thorn L. Mayes has be- 
come manager of the Lynn, Mass., Mo- 
tor Engineering Div., General Electric's 
Small and Medium Motor Divisions. 
Mr. Moorhead is to be responsible for 
the operation and management of per- 
sonnel and facilities, Mr. Mayes for the 
engineering of all motors manufactured 
at the Lynn Works. 


John L. Busey has been elected a vice 
president, General Electric Co., and 
placed in charge of marketing policy, 
a newly-created post. Two other mar- 
keting posts are being filled by William 
V. O’Brien, formerly general sales man- 
ager of the company’s Apparatus Dept., 
who has been elected a commercial vice 
president and named assistant manager 
of marketing policy and Charles R. 
Pritchard, formerly manager of market: 
ing for the G.E. Appliance and Mer’ 
chandise Dept., who has been elected 
president and.a director of the G.E. Sup- 
ply Corp. Messrs. Busey and O’Brien 
will headquarter in New York, Mr. 
Pritchard in Bridgeport. 


F. J. Hollerbach has been named sales 
manager, Automatic Firing Corp., 5t. 
Louis, Mo., to devote most of his time 
to the development of sales merchandis 
ing plans with dealers and awarding 
franchises. He was eastern district rep’ 
resentative for the company during 1946 
and 1947, 


W. F. Krueger has been promoted 
from the position of assistant treasuret 
to secretary and treasurer, Norge Heat 
Div., Borg-Warner Corp., Detroit 26, 
Mich. 
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10 C0Cty hing WW CAST IRON 


GAS-FIRED 





Series A 








Gas-Fired Steel 


ir Condition- 


ing Unit. 


Series H 
Gas-Fired, 


Steel Utility 
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Series CA 
Gas-Fired 
Air Conditioning Unit, 
Cast Iron heating 


element. 





Series G Series O 
Gas-Fired Gun, Oil-Fired 
Gravity Furnace Air Conditioning 


Air Condition- Available with Unit. Steel 


THE 


ing Unit. 






Steel or Cast Iron heating element. 
Heating Element. 








HEATING EQUIPMENT IT’S 





Yes—you'll always come up with the right answer 
for the homeowners, the builder or the architect 
when you sell the complete Luxaire line of cast 
iron, gas-fired heating equipment because . . . 
Luxaire builds a unit of the type and size that 
will meet practically any heating specification for 
both air conditioning and gravity heating installa- 
tions. 


Investigate the outstanding selling features built 
into Luxaire cast iron, gas-fired units . . . No 
vertical, cemented joints ... one piece radiators 
with convenient clean-out ports . . . heavy and 
durable heating elements, all housed in an attrac- 
tive, rigidly constructed cabinet with baked enamel 


finish. 


Luxaire cast iron, gas-fired units are built in a 
complete range of sizes from 50,000 B.T.U. to 
200,000 B.T.U. input. 


Contact your nearest Luxaire jobber for catalogs, 
sales helps and complete information. He'll show 
you how and why you can increase your sales 
and profits by selling Luxaire. 





No. VHC-75-E No. HC-95-E Series C Series AC-F 


Oil Counter- 


Gas Counter- Coal-Fired, Coal-Fired Air 


flow Unit, for flow Unit, for Cast Iron ere Unit. 


Slab Floor, 
Perimeter 
Heating. 


Slab Floor, Furnace. Steel Heating 
Perimeter Element. 
Heating. 


C. A. OLSEN MANUFACTURING COMPANY ° © enyaia, onto 
Cf 


Jueloil 





HEATING & AIR CONDITIONING UNITS 
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YOUR LAST CHANCE 
TO WIN IN THIS 


$1000 CONTEST 
IF YOU ARE - 


an oilburner salesman 


a burner service man 


a fueloil truck driver 


an office employee 


THESE ARE THE RULES ¢ CLOSES AUG. 31, 1950 


UST about every original, useful idea sub- 
mitted will win some kind of award. There 
will be four First Prizes of $125 for the most 
useful idea submitted by each of the four kinds 
of employees listed. Then there will be four 
second prizes of $75 each and four third prizes 
of $50 each. All the winning ideas will be 
published in FuELom & Om Heat, identified 
with the winner’s name. But, in addition to 
the 12 prize awards determined by the judges, 
there will be other papers that have worthwhile 
suggestions that would help the oilheating in- 
dustry. The editor will select a number of 
these and when they appear in the magazine the 
author will be paid at the rate of 3c a word. 


1 The idea that you think would be useful to 
other oilheating men may be one of your 
own experiences or anything unique that you 
have learned. 


nN 


. To be eligible you must be an employee, not 
the boss, and you must be working in some 
part of the oilheating industry. 


w 


. Write your idea in enough detail to make it 
clear to every one in any number of words 
up to 1,000. If a picture or a rough sketch 
or drawing would help make your points 
clear, include them. Don’t Worry about 
your ability to write well. It will be the idea 
itself that will get attention if it is useful. 


4. Your suggestion should be typewritten if 
possible, on one side of the sheets. Do not 


Tom Carson, manager oilheating division, Sherwood Bros. 


put your name on any of the sheets, as the 
judges must not know who sent in the idea. 
All entries will simply be numbered. So write 
your name and address on a separate slip of 
paper and clip it to your story. Thus winners 
can later be identified by the editor after the 
judges announce their choices. Entrants may 
send in as many suggestions as they want 
to, but they must be written separately. 


5. State whether your entry is sent by an oil- 
burner salesman, burner service man, fueloil 
truck driver or office employee, since the 
prizes will be awarded to those four separate 
classifications. Office employees, include dis- 
patchers, degree-day operators, credit and 
collection workers, and others. 


6. The Contest closes August 31, 1950, and 
winners will be announced in the October 
issue of FUELOIL & Ort Heat. All opinions 
of the judges will be final, and no entries 
will be returned to the senders. 


7. To be eligible entries must be postmarked 
not later than midnight August 31, 1950. 


THE JUDGES 


The three judges are men of responsibility in 
the oilheating industry today . . . men who 
started at the bottom and came up in their 
organizations. They have all had experience in 
about every phase of oilheating dealers organi- 
zations and know a good suggestion when they 
see it. The judges are: 


Baltimore, Md. 


Inc., 


George Clement, general manager, Modern Heat & Fuel Co., Philadelphia, Pa. 
Herbert Spade, manager oilheating division, E. Robison, Inc., Hartsdale, N. Y. 


Send all entries to Editor, FUELOIL & Or Heat, 


232 Madison Ave., New York 16, N. Y. 
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NEW... 


FROM EVERY ANGLE 


Nu-Way 






CO-2 OIL BURNER 





13 NEW SALES 
FEATURES AND 
IMPROVEMENTS 
exclusive with Hu-Way 





® New Combustion Head—designed to burn modern, Lifetime Lubricated Ball-Bearing Motor. 
catalyticly-cracked oils. No small air passages to New Patented Transformer — eliminates radio 
become clogged. static. 

@ New Accurate Method of Fiame Control — for . “ae 
better combustion through dial setting of nozzle ice spate — — - - - large rear open- 
position in the draft tube. a ™ ne sta ~ en aes teniis te ee 

@ Patented Shielded Nozzle—holds fuel consumption Te ee we Cpe a allie 
at @ low level all season. to 2 g.p.h., Model CO-6, 2 to 6 g.p.h. 

@ Positive Air Control — with dial setting for top Quick Cut-off Fuel Control... assures cleaner 
over-all efficiency. combustion. 

@ Streamlined Exterior —in smart gray and black. Inspection Port — for ease in checking flame. 

@ Dynamically and Statically Balanced Moving Parts Sturdy Housing — made of sand cast aluminum, 


— for quiet operation. 


finished in baked enamel. 


The Nu-Way CO-2 Oil Burner will make more sales and more profit for you. 


Two years of research have gone into making this a top quality burner. 
Hard-hitting consumer advertising will acquaint thousands with the exclusive 
NU-WAY features and urge them to see their /ocal heating contractor. Stand- 
ardize with the Nu-Way line for profit! Write for complete details! 


THE u-Wa 


ROCK ISLAND, ILLINOIS 
Sold Through Jobbers and Distributors 


CORPORATION 


y/ 
















Also Special Applications for Furnace and Boiler Manufacturers 
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Iudushiy Groups 


Activities of local and national indus- 
try associations are reported monthly in 
this department. Secretaries are invited 
to send reports of their Groups’ activi- 
ties to reach the editor by the 18th. 


Oil Group Holds Oilburner 


Convention in Minneapolis 


AN OILBURNER CONVENTION, sponsored 
by the Northwest Petroleum Associa- 
tion, Minneapolis 2, Minn., took place 
July 24 and 25 at the Hotel Nicollet, 
Minneapolis, featuring a two day pro- 
gram on new and better methods of serv- 
icing and merchandising. 

The formal program consisted of two 
afternoon sessions, the first listing a talk 
by T. A. Crawford, general manager, 
Timken Silent Automatic Div., on 
“Sales Management and Retail Selling” 
and Dr. H.R. Heiple, senior combustion 
engineer, Shell Oil Company’s Seawaren 
Laboratory who discussed the “Influence 
of Smoke on Oilheating Efficiency.” 
The afternoon of July 25 featured talks 
by Arnold Michelson, vice president, 


Minneapolis-Honeywell Regulator Co., 
and Harold K. Ricker, vice president, 
Gilbert & Barker Mfg. Co., the latter 
discoursing on “The ABC’s of CQg:.” 

In addition, an open forum, a jointly- 
sponsored cocktail party, entertainment 
features and a banquet were included 
during the two-day gathering. 


Baltimore Group Continues 


Advertising; Uses Decals 
ANOTHER in a series of newspaper ad- 


vertisements prepared by the Oil Heat 
Association of Maryland, Inc., Balti- 
more, Md., appeared in the Baltimore 
Evening Sun, Morning Sun and News- 
Post late in June. The campaign’s slo- 
gan, “Oil Heat Costs Less—much less 
than natural gas,” dominated the ad- 
vertisement with copy urging home- 
owners to “Insist on oil heat for its 
luxurious, labor-free comfort and con- 
venience. Insist upon oil heat for its tre- 
mendous economy advantage over any 
other method of automatic heat. Insist 
on oil heat for its carefree safety. Insist 
upon oil heat for its dependable fuel 
supply—always available in your own 
storage tank—to use as you see fit.” 









A table in the advertisement illus- 
trated the savings in Baltimore afforded 
by fueloil over gas for five typical homes, 
The costs were computed on the basis 
of 11.2¢ oil, 11.7¢ per hundred cu. ft. 
for gas. 


J. Hollis B. Albert, president of the 
Association, has announced plans to 
purchase a quantity of decalcomanias, 
20 ins. square, bearing the message “Oil 
Heat Costs Less” in large red letters on 
a white background. They are of the 
type that can be used on trucks, doors, 
showroom windows, tanks and similar 
applications, and will be offered to in- 
terested dealers at cost. 


Warm Air Group’s Trustees 
And Four Committees Meet 


THE SEMI-ANNUAL MEETING of the 
board of trustees, National Warm Air 
Heating and Air Conditioning Associa- 
tion, Cleveland 14, Ohio, was held on 
June 23 at the Statler Hotel, Cleveland. 
An expanded field investigation pro- 
gram was approved to include estab- 
lishment of a mobile laboratory, with a 
full-time investigation engineer, to con- 
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WINTER 
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CAPACITIES TO 12 GAL. 
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10,000,000 Oilux 
Ads Showing in 1950... 


National magazine and newspaper 
advertising builds acceptance, Oilux 
we supplies you local advertising and 
a] display service, and literature, Use 

-.} \ it and profit as never before. 


OILUX CO. 


THE OIL DISTRIBUTOR'S HIGHEST PROFIT LINE 
OF FINEST QUALITY HEATING EQUIPMENT 


land Hydro-Lux Pumps, Water Systems, Softeners and Water Heaters) 


es PP 


water equipment 





EACH INSTALLATION SELLS ANOTHER 


"$20,000> You'll get more “easy” sales with this all- 
BTU OUTPUT ° ° . 
IN 7 SIZES season line of water and heating equipment. 


and prices. 
Get Your 





Price List Today... 


Don’t wait. Send for Oilux 
catalog today. Examine the line 
and be ready for the greatest 
season you've ever experienced. 
Write today. 


2200 DWENGER AVENUE 
FORT WAYNE 4, INDIANA 


You'll get more competitive bid jobs with full 
profit because you can compete with “rough” 
competition, yet make a full profit. Home 
water equipment, 
HYDRO-LUX name, is yours to sell for 
added profits. Ask for HYDROLUX catalog 


under the advertised 






Catalog & 
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Americas BUYING GUIDE 
FOR over 60 YEARS 


She uses the ‘yellow pages’ of the 
telephone directory like 9 out of 10 
shoppers in your community... to 
find the products and services she 
needs...to save needless shopping 
around...to save time. 


You can turn more prospects in 
your direction by using the familiar 
‘yellow pages’ to advertise your 


For further information, call your local telephone business office. 








= ms 
gene 


fuel oil business. Your messages 
about the branded products and 
services you offer, go right into 
the homes in the community. They 
are within reach of prospects just 
when they need your service 


The ‘yellow pages’ make good 
looking for your prospects and good 
selling for your services. 
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duct continuous testing of heating sys- 
tems already installed. 

The program, to be directed by C. 
W. Nessell, chairman, Field Investiga- 
tion Committee, will supplement the 
group’s research program at the Univer- 
sity of Illinois, and is designed to develop 
information on efficiencies of warm air 
heating systems under actual conditions. 
The results of the project are to be pub- 
lished in manual form, as suggested pro- 
cedures for design and installation of 
different systems that provide efficient 
operation from both the heating and cost 
standpoint. 

A “sedan-delivery” type of automo- 
bile is to be secured to transport the 
testing apparatus to be used in the proj- 
ect, to include the latest in electronic 
recording devices. 

The board also approved increases in 
budget allotments for consumer and in- 
dustry publicity and an increase for 
the University of Illinois research pro- 
gram. This latter increase is occasioned 
by a new test program to be conducted 
in Research Residence 3 in connection 
with the operation of a warm air perim- 
eter heating system, with additional ex- 


pense incurred to change the two-loop 
perimeter system, investigated last heat- 
ing season, to a perimeter system using 
radial feeders so that comparisons can 
be made between both. 

On June 22 members of four Asso- 
ciation committees met at the Statler 
to discuss programs completed during 
the past six months and to formulate 
plans for the rest of the year. The 
Publicity and Merchandising Commit- 
tee, Marion Levy, chairman, reviewed 
the progress and effectiveness of the 
group's newspaper and consumer mag- 
azine publicity program. C. W. Nessell, 
chairman, Field Investigation Commit- 
tee, supervised preparation of plans for 
its expanded program and the Applica- 
tion Engineering Advisory Committee, 
W. D. Redrup, chairman, decided upon 
continuance of Indoor Comfort Con- 
ferences during the 1951 season. Lastly, 
Charles L. Sapp, chairman, Legislative 
Committee, affirmed its objective to cor- 
rect any installation practices or codes 
which, based on the Association’s ex- 
perience, are inconsistent with practical 
procedures. 





Members Express Optimism 


At I-B-R Semi-Annual Meeting 


SALES OF CAST-IRON BOILERS were re- 
ported 25% ahead of last year, radiator 
sales have doubled and baseboard sales 
are setting new records, according to 
reports at the semi-annual meeting of 
the Institute of Boiler and Radiator 
Manufacturers, New York 17, N. Y.. 
held late in May at White Sulphur 
Springs, West Virginia. Furthermore, 
manufacturers stated they expect the 
high level of ‘sales to continue. 


R. E. Ferry, general manager of the 
Institute, reported the success of the 
I-B-R Schools of Modern Heating and 
announced it is planned to continue 
them in all sections of the country 
where central heating is used. 

The meeting approved a change in the 
Rating Code for Cast-Iron Boilers, re- 
ducing the piping and pick-up factors 
for automatically-fired hot water boilers 
from 1.53 to 1.33. Research work at the 
University of Illinois has provided the 
factual basis for the reduction. No 
change was made for steam or handfired 
boilers. 
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we'll be glad to help. 


Johnson’s time-tested 30 AVH Burner uses preheated heavy 


oils that keep fuel bills low. It is built in six sizes and 
capacities to meet virtually any heavy-duty heating need. 


There’s a Johnson Oil Burner for every heating need 


JOHNSON 30 AVH 


PERFECT for HOTELS, HOSPITALS, OFFICE BUILDINGS 
and countless other HEAVY DUTY HEATING JOBS 


For all around efficiency and fuel economy, the Johnson 30 AVH has 
never been surpassed. Heating Engineers all over the world have 
learned from actual experience that they can depend on 30 AVH 
performance. Probably more big buildings have been heated for more 
years by 30 AVH Burners than by any other single oil burner model 
ever bu'It. With complete confidence, we recommend it for your con- 
sideration on any heavy-duty job. 


If the 30 AVH doesn’t fit your specifications, there are other fine 
Johnson Burners that will. For the Johnson line-up is a complete 
line-up; small “packaged” domestic heating units . . . water heaters of 
every size... air, steam and hot water units ... and a wide assortment 
of heavy-duty burners. Tell us what you need. We can supply it, and 


ohnson GU. Burmers........ 


S. T. JOHNSON CO. 


940 Arlington Ave., Oakland 8, Calif. 
401 No. Broad St., Philadelphia 8, Pa. 
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MERCOID SENSATHERM 


IS JUST A NATURAL 
IN GOOD ENGINEERING 


It is governed by the changes in room temperature only. 


It has the inherent sensitivity to react quickly from its sur- 
rounding temperature to maintain room comfort without the 
aid of artificial stimulation. 


It incorporates a Mercoid magnetic mercury contact switch— 
an assurance of long trouble-free service. 


In appearance, its design and lustrous champagne tone finish 
is a gem on the wall of any interior decoration where it reflects 
its own environment. So easy to keep clean—a damp cloth with 
a little soap quickly removes all specks, dirt, etc. It does not 
tarnish or discolor with age and will remain permanently beau- 
tiful and new looking. 

Experience among householders over the years has demon- 
strated that the Mercoid Sensatherm is meeting with general all 
around satisfaction. Since the day it made its advent in the 
automatic heating field there has been an ever increasing de- 
mand for this fine instrument. 


It rests on its own record of dependable performance. 








Write for new, complete catalog 





THE MERCOID CORPORATION 
4201 W. BELMONT AVE. @e CHICAGO 41, ILL. 








A Testing and Rating Code also was 
approved for all types of baseboards and 
the meeting adopted a testing and rat- 
ing procedure for conversion gasfired 
boilers. 

It was voted at the meeting to con- 
tinue the Institute’s research program 
at the University of Illinois and a prog- 
ress report was rendered by the Com- 
mittee on Panel Heating. It expressed 
the hope that a Panel Heating Guide 
could be issued before the end of the 
year. 

Warren Harris, special research as- 





sociate professor at the University of 
Illinois, reported satisfactory results 
from a series loop installation of a hot 
water heating system in the I-B-R re- 
search home, reducing the cost of instal- 
lation by reducing the amount of piping 
by approximately 40%. 


Buffalo Warm Air Group 
Meets at Annual Outing 


THE BUFFALO WARM AIR Heating Asso- 
ciation held its annual summer outing 
on June 24 at Olear’s Grove, Bowman- 
ville, N. Y. The gathering was its final 








NOW IS THE TIME 


To make sure that every new 


burner you install and every old 
burner you service is equipped 
with a FULFLO FILTER using 
HONEYCOMB FILTER TUBES. 








purities in heating oil. 





There are more FULFLO FILTERS than any other 
on the Oil Burners of America, because dealers every- 
where have found that they give the most dependable 
protection against troubles arising from minute im- 


FULFLO FILTERS ensure a minimum of costly serv- 
ice calls and a maximum of customer satisfaction. 


Before cold weather, make sure every burner under 
your care has a FULFLO FILTER with a freshly 
renewed, genuine HONEYCOMB FILTER TUBE. 


Check your stock and order today! 
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cision ely filter 


oil fine Acc _ 





SS egpaneesin FILTERS CORPORATION 


bes ee cae BOSTON 27, MASSACHUSETTS 
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IF YOUR JOBBER 
CAN'T SUPPLY YOU 
WRITE US. 





meeting of the season and the group will 
not convene again until September 6, 
when a dinner meeting is planned at the 
Hotel Markeen, Buffalo. 

Luncheon, sporting events and a 
chicken dinner highlighted the outing 
program, participated in by heating con- 
tractors and jobbers from all parts of the 
western New York area. The outing 
was voted one of the most successful 
sponsored by the Association. 


Large Class Attends Fourth 
Short Course at Illinois 


THE FOURTH Short Course on Hot 
Water and Steam Heating Systems, held 
June 13 to 16 at the University of IIli- 
nois, Urbana, IIl., was attended by 140 
students from 20 states, 60% of which 
were heating and piping contractors, the 
others, representatives of manufacturers 
or wholesalers, and engineers. 

Sixty of the students had attended 
one or more previous courses and 11 of 
the advanced students had attended all 
three of the previous sessions. During 
the four days at the University, students 
heard lectures on hot water and steam 
heating systems, attended classes, made 
an inspection of the IB-R Research 
Home, attended a banquet and luncheon 
and received certificates at the comple- 
tion of the course. 

The course was conducted by the De- 
partment of Mechanical Engineering of 
the University and the Institute of Boiler 
and Radiator Manufacturers, New York 
£3, N. Y. 


Institute Prepares Brochure 
On Standardized Fittings 


AN 8-PAGE BROCHURE, prepared by the 
Air Distribution Institute, Cleveland 
14, Ohio, points out the performance: 
proved, profit-producing advantages of 
standardized fittings for warm air heat- 
ing installations. The organization rep 
resents 17 producers of factory-made 
fittings and covers in the booklet the ad- 
vantages of using prefabricated rec 
tangular or round branch warm air sys 
tems for residential heating and air con- 
ditioning. 

Elimination of shop variables, hidden 
overhead costs and time-consuming job 
delays are some of the benefits dis 
cussed. Eight specific short cuts to sav 
ings provided by standardized fittings 
are reviewed, with a cost comparison 
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check chart included, This covers fittings 
of 17 different types and 29 sizes used 
in a typical installation and enables the 
accurate computation of the cost of pro- 
ducing each fitting in a sheet metal shop, 
with a blank space provided to fill in 
the cost of the same standardized fitting. 

Copies of the “Standard Fittings” 
brochure can be secured without charge 
from the office of the institute, 2130 
Keith Bldg., Cleveland. 


Washington, D. C., Dealers 
Hold First Membership Outing 


THE FIRST OUTING sponsored by the Oil 
Heat Institute of Greater Washington, 
Washington, D. C., was held on July 
19 at the Prince George Country Club, 
Landover, Md. Dave Wells, G. T. 
Wells & Sons, worked out details for 
the event with A. Graham Shields, man- 
aging director of the Institute. 

The golf competition occupied the 
main portion of the day, with swim- 
ming, horseshoe pitching, ping pong 
and similar divertisements available for 
the non-golfers. A steak dinner, after 
which prize awards were made, con- 
cluded the festivities. 


Indiana Warm Air Group 
Holds Successful Meeting 


A HIGHLY SUCCESSFUL quarterly dis- 
trict meeting at Seymour, Ind. was held 
on July 14 by the Sheet Metal and 
Warm Air Heating Contractors’ Asso- 
ciation of Indiana, Inc., Terre Haute, 
Ind. Attendance of 83 set a new record. 

Phillip L. Cordes, a director of the 
Association was chairman of the ar- 
rangements committee. President Wil- 
liam E. Garber, Jr., presided at the 
meeting and introduced the speakers. 
Fred Dopke, vice president, Indiana 
Gas & Water Co., Inc. discussed the 
potential gas supply for various sections 
of Indiana and Charles H. Buck, dis- 
trict manager, The Majestic Co., Hunt- 
ington, Ind., talked on locating and 
curing oilburner service troubles. Other 
speakers were H. Merle Daily, vice 
president of the Association and presi- 
dent of Lake County Sheet Metal and 
Warm Air Heating Contractors’ Asso- 
ciation, and Marvin Brezette, Triangle 
Sheet Metal and Supply Co., Indianap- 
lis. 

The board of directors met at noon 
the same day and, along with other 


matters, decided on the dates of March 
21 to 24 for the 1951 short course at 
Purdue University and the dates of 
February 1 and 2 for next year’s 33d 
Annual Convention, to be held at the 
Hotel Severin, Indianapolis. 


Annual Outing Held by 


Wisconsin Association 


THE ANNUAL GOLF OUTING of the Wis- 


consin Oil Heat Association was held 
at the Merrill Hills Country Club on 
July 28. Competing golfers teed off at 





EDDINGTON METAL 





1 P.M., vying for a variety of prizes. 
Attendance prizes also were awarded 
non-golfers. 

Milwaukee members of the associa- 
tion issued a challenge to members of 
the Fox River Valley Oil-Heat Associa- 
tion and the Gateway Oil Heat Asso- 
ciation. The competition was decided 
during the outing with the best low 
gross scores of each group for five men 
considered and a trophy presented to 
the winner. 

A cocktail party preceded the dinner, 
which rounded out the day. 





NOZZLE FILTER 


removes final impurities 


No more call backs for plugged nozzles! 
These new filters for all small capacity 
nozzles eliminate them completely. Fine 
solid particles are filtered out. Result: 
a clean nozzle, clean oil, a perfect 
spray pattern and maximum combustion 
efficiency. 


PROTECT YOUR CUSTOMERS 


SAVE EXTRA SERVICE CALLS 


a &ddinglon’s S-252 FILTER 





98 sq. in. filter area 


Gives maximum protection against 
oil burner stoppage for more than 


a heating season. 


Order Your Supply Today or 


Write for Literature 


SPECIALTY COMPANY 


1050 Czarnecki Street, Eddington, Pa. 
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ASME Nominates Candidates 
To Hold Office During 1951 


J. CALVIN BROWN, Los Angeles, Cal., 
has been nominated as 1951 president of 
the American Society of Mechanical 
Engineers, New York 18, N. Y. Named 
with him were the following candidates: 
For regional vice presidents: Henry 
Reginal Kessler, manager, Republic 
Flow Meters Co., New. York; Stephen 
Dewey Moxley, vice president, Ameri- 
can Cast Iron Pipe Co., Birmingham, 
Ala.; Dr. John T. Rettaliata, dean of 





engineering, Illinois Institute of Tech- 
nology, Chicago; Carl J. Eckhardt, 
professor of mechanical engineering, 
University of Texas, Austin. For direc- 
tors-at-large: Lionel J. Cucullu, assistant 
to chief engineer, New Orleans Public 
Service, Inc., and Harold E. Martin, 
district manager, Babcock & Wilcox Co., 
New York. 

Since only one name is presented for 
each office, nomination is tantamount to 
election. Formal election will take place 
in the Fall by letter ballot to the 32,000 
engineers who comprise the membership. 





strong carton. 


One man can easily carry a 
carton and they can be 
neatly stacked. 

Order from your supply 
house. Write us for Bulletin 
OB-98. 


REFRACTORY & INSULATION CORP. 


116 WALL ST. NEW YORK 5 N. Y. 
Chicago 4, Ill. Newark 2, N. J. 
Philadelphia 3, Pa. 









R&I Combustion Chambers, clips to 
hold sections together, and enough 


Hearth material to make a 114” floor e 
‘LOST 
& 


BROKEN 


and to cement around oil burner blast 
tube—all are safely packed in one 


Everything to do a complete job is 
in the carton, so no time is lost look- 
ing for pieces, etc., or returning from 
the job because something is missing. 


CY) Combustion Chamber 


IN ONE 
PACKAGE 


NO LOOSE 
PIECES TO GET 
MIXED 
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The new officers begin their terms after 
the ASME annual meeting in New York 
next December. 


New York Association 


‘Holds Annual Outing 


THE ANNUAL golf tournament and out- 
ing of the New York Oil Heating Asso- 
ciation, Inc., Long Island City 1, N. Y., 
was held on July 25. The facilities of 
the Huntington Crescent Club, Hunt- 
ington, Long Island, were secured for 
the day, where guests and non-members 
had access to two golf courses, tennis 
courts, swimming in the surf or pool. 

In the afternoon the featured attrac- 
tion was the annual softball game be 
tween a team composed of dealer and 
manufacturer representatives. For this 
event beer and soda were served at the 
ball field. The day began at 9:30 in the 
morning, with field events and other ac- 
tivities scheduled continuously. A lunch- 
eon was served at noon and the climax 
of the affair was the roast beef dinner, 
after which prize awards were made and 
a winner picked for a television set. 


Dallas School Concludes 1950 


Indoor Comfort Conferences 


COMPLETION on June 13 of the Dallas 
Indoor Comfort Conference marked the 
end of this year’s schedule of heating 
schools held by the National Warm Air 
Heating and Air Conditioning Associa’ 
tion, Cleveland 14, Ohio. Twenty-six 
conferences had been held, attended by 
2,624 persons, for an average of 101 
students per school. Thus, the Associa’ 
tion’s sponsored classes during the past 
five seasons have been attended by more 
than 10,000 heating men. 

Guy A. Voorhees, technical secretary 
and instructor of the conferences, used 
manuals and worksheets prepared by the 
Association as the basis for the classes. 
During the 1950 schedule two types of 
schools were held. Basic schools covering 
general information on heat loss, design 
of warm air winter air conditioning sy* 
tems and principles of continuous aif 
circulation were conducted at 8 cities. 
A special type of school, featuring low 
cost house heating and warm air heat’ 
ing of commercial, institutional and iv 
dustrial structures, was held in the other 
18 localities. 
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“What About Installed Costs — Bill?” 








“They're lower than ever 
since | switched 


to NORGE HEAT!’ 


It’s a fact. Norge Heat products are designed for easy, 
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tioners—for gas and oil—are the rule rather than the 
exception with Norge Heat. A factory-assembled unit 
means a saving of a ten or twenty dollar bill on the 
“Installed Cost.” Where time and labor are premium, 
this saving is important. It’s basic with Norge Heat! 
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Division of Borg-Warner Corporation 


Livings a treat with Norge Heat 







Conversion Gas Burners 
2 Mods. 50-300 M/B.T.U.'s 












“Oh, thank you for the raise, sir! 
Now I can start smoking cigarettes!” 


I-B-R Continues Schedule 

Of Modern Heating Schools 
THE SCHOOLS OF MODERN HEATING be- 
ing conducted by the Institute of Boiler 
and Radiator Manufacturers, New York 
17, N. Y., are being continued and plans 
call for them to be held on a one-a-week 
basis for an indefinite period. A new 
schedule announced includes schools al- 
ready held during June and July in Bos- 
ton, Albany, Buffalo, Manchester, N. 
H., with the following slated for the 
next two months: August 2 to 4, Scran- 











ton, Pa.; August 8 to 10, Harrisburg, 
Pa.; August 15 to 17, Pittsburgh, Pa.; 
August 29 to 31, Cincinnati; September 
6 to 8, Cleveland; September 12 to 14, 
Detroit; September 19 to 21, Milwau- 
kee; September 26 to 28, Minneapolis. 

Arthur L. Wales, field training direc- 
tor for the Institute, conducts the three 
day schools, which provide intensive 
training on heating design and installa- 
tion of steam and hot water systems with 
lessons based on the I-B-R Installation 
Guides. All working material needed 























I LA enesee Lo 

| W& 
~ < 

Ps eg 











Set SECO 
a 


yal Ase) 






“I can remember when all he could 
afford was a little glass paperweight!” 


for the course is gathered in a binder so 
that the student has a complete file for 
future reference. Tuition fee for the 
course is $18. Subjects covered include 
design and calculation of one-pipe forced 
circulation hot water and steam systems, 
indirect water heating, design of base- 
board heating systems, fundamentals of 
hot water panel heating and sales prac: 
tices. 

Students wishing to enroll can secure 
particulars from the Institute at 60 East 


42d St., New York. 








Model OB-2 
actual size 


Approved by 
Underwriters’ Laboratories 









A filter for every Oi! Burner Service 
SPARKLER FUEL OIL FILTER 


1 THREE SIZES OB-2 OB-4 OB-8 
You get 


3 * A nice profit item 
* Easily stocked refill element. One type 
filter disc used on all filter sizes. 

% Reduction in service calls due to clogged 
nozzle screens. 


% Customer satisfaction — no burner trouble 
when filling of tanks stirs up sediment. 


The positive seal prevents by-passing of unfiltered 
oil, this eliminates trouble due to clogged nozzle 
screens. All oil that reaches the burner is filtered 
through the rayon element that removes minute 
particles down to .002 and any water in the oil. This. 
is particularly important with small size burnets 
used in the average home. 


Three sizes—OB-2 for average home size burnefs. 
OB-4 for larger burners or unusually dirty tanks. 
OB-8 has four times the capacity of OB-2. 


Onder from your jobber 


SPARKLER MANUFACTURING CO., Mundelein, ill. 


Makers of industrial filters for the Food, Chemical, and Oil Processing industries 
r over a quarter of a century. 


Member, Oil Heat Institute of America 
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THE SILENT GLOW OIL BURNER CORP. 
850 Windsor St., Hartford 5, Conn., 1500 So. Western Ave., Chicago 8, Ill. 


Send us the complete facts about Silent Glow Oil Burners including prices and 
your money-back guarantee. 
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Shell Oil Inaugurates 

“Push Button” Pipeline Stations 
A NEW TYPE of pipeline pumping sta- 
tion, put into operation recently by Shell 
Oil Co., New York 20, N. Y., starts 
and stops pumps, opens and closes valves 
and reports operating conditioning au- 
tomatically. D. B. Hodges, vice presi- 
dent in charge of transportation and 
supplies, set the system in motion by 
dialing code numbers on a telephone dial 
attached to a teletype machine on the 
35th floor of the R.C.A. Building, New 
York. Seconds later, pumps were in op- 
eration at four new stations in New 
Douglas, Effingham, Dennison, III, and 
North Salem, Ind. 


These new stations—with several 
others of an earlier type of construction 
—are located along a products pipeline 
extending from Shell’s Wood River, IIl., 
eastward to Lima and Columbus, Ohio. 

Electrically-controlled pumps. start 
and stop upon receipt of signals trans- 





| THIS BOOK | 


PROVES there's NO MYSTERY 
in pot-type BURNER SERVICE 


OU’LL be face to face with vaporizing burners a little more frequently here- 
after as sales of these units have been rising. We've discovered that there are 
many service departments which are not sufficiently familiar with them. That’s 
why we got a veteran service manager and an oilheating engineer to tell you 
about the wrinkles and angles in these pot-type units. In this 32-page book, 
814 by 11 inches, 


Control board in Shell’s New York of.- 

fice which traces the progress of every 

gallon of oil product in the 450 mile 
Midwest pipeline. 


mitted via teletype, and electrically- 
motivated valves are actuated in the 
same way. Also, a set of meters reports 
to New York via teletype suction and 
discharge pressures and electrical load 
of each station any time it is desired. 

The reason for central control is the 
great variety of products the pipeline 
handles, any one of 22 petroleum prod- 
ucts capable of being routed through, 


one after another. The central control 
facilitates’ the scheduling of product 
take-offs at appropriate points, with the 
central dispatching office in Shell’s New 
York office connected by teletype to 
each station on this and two other lines 
which the company operates. 

One man is assigned to each of the 
new stations to perform routine upkeep 
and maintenance and to operate controls 
by hand, if necessary. He can be alerted 
to an emergency by a siren—sounded by 
a man at a teletype machine in New 
York City. 


Six Representatives Expand 
Fitzgibbons Sales Organization 


ADDITION of six representatives to its 
sales organization has been announced 
by Fitzgibbons Boiler Co., New York 
17, N. Y. The outlets named, in accord- 
ance with company policy to expand 
its markets for steel boilers, are: Charles 
E. Barnhart, Albuquerque, N. M.; J. 
L. Brown, Little Rock, Ark.; David 
J. Rank, Louisville, Ky.; Thermal Eng. 
Co., Atlanta, Ga.; West Texas Dis 
tributing Co., Lubbock, Texas, and Dan 
H. Woodruff Co., Nashville, Tenn. 


VAPORIZING BURNER SERVICE 


you get the low-down in 7 articles that have appeared in FUELOIL & OIL HEAT. 
It’s illustrated with tables and diagrams. 


PRICE $1 


HEATING PUBLISHERS, Inc. 
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When ordering we shall appreciate your sending a check or money 
order to avoid bookkeeping on hundreds of small orders that we receive. 





232 Madison Ave. 
New York 16 
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Perfect for Small Homes 


Without Basements— Saves 
Valuable Floor Space — 
Automatically Lights Itself — 


Burns Low Cost Furnace Oil 


For full information, write Dept. 8 
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KEY TO ILLUSTRATION 
1 —FURNACE measures 80” high, 
20” deep and 30” wide. 
2—PARTITION wall is cut away to 
show how furnace is set in wall to 
























extend out equally on each side WW) 
(7” in the case of a 6” wall). K\\ 2)! 
3 —FURRED OUT section of wall \ 
directly above furnace on both sides 3 iy 
provides ample room (20” x 30”) : yj XK 
for the patent flue. Yh 
4 —PATENT FLUE, which comes £3 










down from above, without danger of 
contact with wood or other combus- 
tible material. (Or brick chimney 
constructed at side may be used ). 

5 —WARM AIR discharge grilles, 
8” x 27”, both sides of furnace. 

6 —RADIANT PANEL, 12” x 49”, 
one side only. 

7 —COLD AIR intake grilles, 
10” x 27”, both sides of furnace. 
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Fully automatic operation, electric ignition and controls (manual 


control also available) ... patented H. C. Little burner uses low 


cost furnace oil . .. unit occupies minimum space, permits wall to 


wall carpeting . . . radiant panel one side and warm-air-discharge, 


cold-air-return grilles both sides assure an excellent job of heating 


....ample capacity for homes in colder climates . . . in excess of 
60,000 BTU output per hour. 





YC Lette 


Burner Company 





SAN RAFAEL, CALIF. 


Baltimore, Md. 
Belmont, Mass. 


Boise, Idaho 
Chicago, Ill. 


Columbus, Ga. 


Detroit Lakes, Minn. Reno, Nev. 

Des Moines, lowa Salt Lake City, Utah 
Fayetteville, N. Car. Seattle, Wash. 
Newark, N. J. St. Louis, Mo. 
Portland, Ore. St. Petersburg, Fla. - 


Prescott, Ariz. 
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Automatic Firing Adds 
“Cool-A-Matic” to Line 


ANNOUNCEMENT of a new “Cool-A- 
Matic” line of air conditioning products 
has been made by the Automatic Firing 
Corp., St. Louis, Mo. The trade name 
is being used to identify a window type 
room unit and a packaged air condi- 
tioner. The room units are offered in 
Yr and % ton capacities; the packaged 
unit in 3, 5 and 7!/2 ton capacities. 
About a year ago Automatic Firing 
purchased the equipment and plant of 








STEINEN 


Mirror Finish 


NOZZLE 


Assures Better 


Burner Performance 


|. Mirror finish causes heat deflection and 


prevents carbon collection. 


. Micro-atomized spray for intensified heat. 


. Uniform shutoff. 


types of burners. 


2 
3 
4. Nozzles are interchangeable for different 
5 


. Each nozzle individually tested to assure 


accuracy of rated capacity. 


6. Made in hollow and solid spray types. 
NOZZLE AND TOOL KIT 


A real "must" for every installation and 
service man. Heavy steel box contains a 
metal tray that holds 22 nozzles in plastic 
containers, 3 adapters, a vial of additional 
strainers and one of cleaning sticks. Tool 
compartment equipped with one !/,"" MPT 
pressure gage with '/3" adapter, one offset 
wrench, 54" and 
¥,""; one screw 
driver, one noz- 
zle brush, one 
nozzle jig. Kits 
can also be sup- 
plied with any 
combination of 
above items. 





the manufacturers of the Gemco pack- 
aged air conditioner, incorporated its 
better features into the new unit and 
developed a new compressor system, 
condenser unit and other refinements. 
The complete line offered by the com- 
pany in addition to the air conditioning 
units now includes gasfired furnaces and 
conversion burners, warm air furnaces 
using oil and gas, a unit that provides 
furnace heat in the winter and cooling 
by refrigeration in the summer, stokers 
and oilfired furnaces and conversion 
burners. 








Metal stampings and 
screw machine prod- 
ucts of all kinds such 
as air bands, air shut- 
ters, bushings, adap- 
ters, etc. made to your 
specifications. 





NOZZLE KIT 


Contains 


60 Nozzles 

4 Adapters 
Nozzle Jig 
Light Weight 
Metal Tray 





WILLIAM STEINEN MFG. CO. 


43 Bruen Street @ 


Newark 5, N. J. 
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Wayne Burners Displayed 
In Mobile Demonstrator 


WILLIAM A, SAYLER, divisional manager, 
Wayne Home Equipment, Fort Wayne, 
Ind., in the Ohio, Indiana and western 
Pennsylvania area, operates a demon- 
strator coach to show operating models 
of Wayne oilburners and water sys- 
tems. Both types of equipment are rep- 
resented by cut-a-ways to show interior 
arrangement of parts and by working 
models. 

The rear doors open to permit rolling 
an oilburner out on a track-supported 
platform. One hundred feet of electric 





Wayne's demonstration coach, with the 

rear door open (bottom view ), showing 

the arrangement for firing conversion 
oilburners. 


cord permits connection to a source of 
electric power. Side doors open on dis 
plays of water systems, softeners and 
conditioners. A shallow well turbine 
pump, mounted on a tank, demonstrates 
operating features. 

Installation, service and catalog litera 
ture supplements the displays, with mer’ 
chandising literature and advertising 
material provided for dealer use. 


Adopt Name of Overhead 
Heaters; New Trade Name 


THE NEW CORPORATE NAME of Over 
Head Heaters, Inc., Detroit 2, Mich. 
has been adopted and registered by the 
former Shafco Distributing Corp. T. E: 
Trese, president, explains that execu’ 
tive offices will be maintained at 1354 
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Book Building, Detroit, and factory and 
warehouse at Kalamazoo, Mich. 

National distribution of the ceiling- 
suspended oilfired units the company 
makes will be continued under the new 
trade name of Shaftonaire OverHead 
Heaters. 


Perfex Sponsoring Free 
Factory Training Schools 


A SERIES of free factory training school 


sessions, in conjunction with the Mil- 
waukee School of Engineering, has been 
announced by Perfex Corp., Milwaukee, 
Wis., designed to answer the need for 
more knowledge about operations of 
heating plant controls. The series be- 
gan on July 10, with a new course get- 
ting under way each Monday, offered 
free to dealers.and wholesalers, their 
servicemen and ‘salesmen. Transporta- 
tion to Milwaukee, plus room and board, 
estimated at jabout $25, are the only 
expenses incurred, Classes meet from 
8 to 12 noon and from 1 to 5 P.M., 
Monday, Tuesday and Wednesday. 
Students receive technical training 
from skilled engineers, participate in 
classroom discussions and work with ac- 


Field representatives of Perfex Corp., attending a two-day meeting in Mil- 

waukee’s Plankinton Hotel, to hear about new products and promotional mate- 

rials and an amplified educational program. V. P. Black, vice president and 
manager of the controls division, presided. 


tual equipment. Instruction includes 
such subjects as fundamentals of heat- 
ing, operation, installation and servic- 
ing of automatic controls. Other sub- 
jects are warm air, hot water, steam, 
electric and unit heater systems, oil, coal 
and gasburners, comfort conditions, the 
serviceman as a salesman, trouble shoot- 
ing, control calibration and replacement. 


An instructive tour of the Perfex fac- 
tory permits trainees to observe the 
manufacture of controls. In addition, 
upon completion of the course a diploma 
and identification card as a factory- 
trained Heating Control Specialist is 
awarded each student. To sell the school 
to customers and prospects of the Spe- 
cialists, Perfex furnishes sales and ad- 





MORE HEAT from LESS OIL with CENTURY’S 
FUEL-SAVING FIRING HEAD 


It’s easy to Sell 
these Advantages! 


@ Fuel economy through 
better combustion — 
cleaner fire. 


@Easy adjustment for 
any draft condition. 


Home owners want its economy 
when they buy Oil Heating Equipment 


The new CENTURY adjustable Firing Head 
is designed to deliver maximum heat . 
efficiently! Positive control of primary and 
secondary air provides a perfect fuel-and-air 
mixture to give clean, complete combustion 
from all types of home heating oils including 
the newer catalytic fuel oil that is so high in heat units . . 


ordinarily, so hard to burn. 


CENTURY ’S new fuel-saving Firing Head is standard equipment on 
CENTURY Winter Air-Conditioners and Boilers as well as on Con- 
version Burners up to 5 G.P.H. capacity. 


Start now to Profit with CENTURY’S 


. but, 


@Fewer Service Calls. Complete Line of Automatic Heating Equipment 


@Burns all types of 
domestic heating oil. 


CENTURY Winter Air-Conditioners (85,000 — 380,000 BTU — Utility and 
Basement Models), Boiler Burner Units (380 — 740 sq. ft. of radiation); 
Convertible Winter Air-Conditioners (60,000 — 180,000 BTU — Gas Burner, 
Gun Burner, Vaporizing: Burner); Oil-Fired Conversion Burners (34 — 20 
G.P.H.), Gas Conversion’ Burners (87,000.— 250,000 BTU). 


Medels: 01 and 02 





Write today for literature ... 
or ask to have a salesman call 


CENTURY ENGINEERING CORPORATION 


MAIN OFFICE & FACTORY * CEDAR RAPIDS, IOWA 
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“| SMALL HOME 
STEEL BOILER 


by 


‘| FITZGIBBONS 


d 

. They’ve said it with orders! Wholesalers and in fuel, but also in domestic hot water service 
: contractors everywhere have emphatically —all year, with no storage tank nor external 
" expressed their strong approval of the latest heater. Good-looking, too, with its silver and 
g Fitzgibbons steel boiler. Designed, sized and green jacket. Outstanding in the quick-heating 


comfort that has always ac- 
companied Fitzgibbons boil- 


t, priced for the quality home of 4-5 rooms using 
modern radiant heating. 





é The “200” Series is a true Fitzgibbons Steel ers. Get the facts — mail 
boiler and its big feature is economy not only the coupon. 
MEMBER 
SIT Se RNNNRRNaR tna ue 
r Fitzgibbons Boiler Company, Inc. oe 


); 
fr, 


101 Park Avenue, New York 17, N. Y. 


Send me the “200” Series Catalog. 
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Instructor describes Perfex oilburner 
primary, during a three-day factory 
training school being conducted each 
week by Perfex Corp., in conjunction 
with the Milwaukee School of Engi- 


neering. 
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vertising tools, announcement mailings, 
mats and decals for trucks and tool kits. 

The Milwaukee School of Engineer- 
ing, founded in 1903, besides furnishing 
its teaching staff, provides also labora- 
tories for application work, classroom 
facilities and technical aid. Perfex sup- 
plies technical information in the form 
of texts and charts, apparatus for prac- 








tical application, films and other edu- 
cational equipment. 


Preferred Utilities Office 
Celebrates 25th Anniversary 


W. C. SCHNEIDER, Ken Stevens, Lillian 


Smith and Angus Cameron are cele- 
brating the 25th anniversary of the 839 
Beacon St., Boston, office of Preferred 
Utilities Mfg. Corp., Boston, Mass. 

Commemorating the event, R: S. 
Bohn, president, remarked that the office 
had been established in 1925 at Tremont 
and Boylston and congratulated the of- 
fice personnel for the outstanding job 
they have done. “The Boston group,” 
said Mr. Bohn, “has in many ways set 
a tough pace for our other offices to 
follow.” 


Mack Truck Caravan Part of 
Golden Anniversary Celebration 
ON JUNE 22 a 1950 model “A” Mack 
truck left the Allentown, Pa., plant of 
Mack Trucks, Inc., New York 1, N. Y., 
carrying a message from Allentown’s 
Mayor Donald V. Hock to 19 mayors in 
various parts of the country. The mes- 





sage called attention to Mack Trucks’ 
nationwide Golden Anniversary cele- 
bration and emphasized Mack’s nation- 
wide educational program to inform the 
public of the importance of trucking, 
motor transports and highways to the 
nation’s welfare. 

The departure of the Midcentury 
Caravan climaxed festivities which be- 
gan with a luncheon at the Lehigh 
Country Club, attended by Mack execu- 
tives, its entire board of directors and 
distinguished guests. 

The company has plants in New 
Brunswick and Plainfield, N. J. and 
Long Island City, N. Y., also, but Allen- 
town was selected for initiating the cele- 
bration because for years it was the only 
home of the company which opened its 
plant there in 1905. 


Sid Harvey Purchases 

Fuel-O-Meter Oil Gauge 
ACQUISITION of the tools, jigs and inven- 
tory of the Fuel-O-Meter Corp., Forest 
Hills, N. Y., manufacturers of distant 
reading oil gauges, has been announced 
by Sid Harvey, Inc., Valley Stream, N. 














All Wool Felt for Greater Efficiency 
USE ONLY Geweral Fetters CARTRIDGES 


Only General Filters gives you an all-wool cartridge which 
is impervious to water. Their “step back” design provides 
far greater surface area and consequently faster dirt ab- 
sorption. The chemically treated, 
fine-mesh, wire-screen center core 
acts as a secondary filter and pre- 
vents any lint from getting to the 
burner nozzle. The uniformity of 
the felt eliminates any chance of 


channeling. 


GENERAL FILTERS 
INCORPORATED 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH 


Over a million users of General Fuel Oil Filters are 
proof of their greater efficiency. To retain peak efficiency, 
be sure you install a genuine General Filters replacement 
cartridge at least once each season. 


SINGLE CENTER 
BOLT FOR QUICK 
CARTRIDGE 
REPLACEMENT 


STEP BACK CON- 
STRUCTION PRO- 
VIDES GREATER 
SURFACE AREA 
Designed especially 


for gravity or pressure fuel oil 
burners, only GENERAL Filters 
gives you all these features. Get 
the best—they cost no more. 


GENERAL FILTERS SAYS: 


Do your customers a favor—see that they have a genuine 
replacement cartridge at least once each heating season. 


FINE MESH CHEMI- 
CALLY TREATED 
SCREEN ACTS AS 


SECONDARY FILTER 





12890 WESTWOOD AVEm 
DETROIT 23, MICHIGARE 
AVE., TORONTO a 























IT’S WHAT’S 
THAT MAKES A BEST SELLER 


@ The cover of a best seller won’t explain the 
pulling power of the story inside. Neither will 
the case of a Jefferson Transformer fully indi- 
cate the superior construction, workmanship 
and engineering. BUT the proof of a Jefferson 
Transformer’s ability to perform dependably 
under exacting conditions lies in the popularity 
reflected through sales — initial and repeat. 


Sound basic engineering, coupled with mod- 
ern equipment and continuing research plus 


8,144 years of specialized experience—THESE 
ARE THE INSIDE REASONS WHY JEFFER- 
SON TRANSFORMERS ARE BEST SELLERS. 


JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 


In Canada: Canadian Jefferson Electric Co. Ltd., 
384 Pape Ave., Toronto. Ont. 





Y. Fabrication of the gauge has been 
transferred to Harvey’s Valley Stream 
plant. Fuel-O-Meter formerly had been 
made for Harvey under an exclusive 
license. 

The gauges operate on the hydrostatic 
principle and can be located remotely 
from the tank. They are connected to 
the tank by a ¥” copper tube. 


Timken Conducts Eight 
Sales Tune-Up Meetings 


A SPECIAL FACTORY TEAM, headed by T. 
A. Crawford, general manager, Timken 








HARVEY DRAFT REGULATOR 


Nothing Cheap About It, But the Price 


LOW PRICE FOR DEVELOPMENT JOBS 
HIGH QUALITY FOR DeLUXE JOBS 


Non-Corroding 
Knife Edge Bearings 


Easy Sensitive Adjustment 
Accurate as the Most Expensive 
Accurate Tube Within 
.02" Draft 

FULL OPENING | 
6”, 7”, 8’, & 9” SIZES . | 


INDIVIDUALLY CARTONED ne STEEL 


| 
{A Bundle is 12 cartons of one size] | 
| 
| 





Finished in Rich Silver Color 


It's a bargain in single lots. a 


Even better in 2 Bundles at 
a time. Best price is in 8 as- 
sorted Bundles. 


Detachable Thimble | 
Easy to Install 


Interested in really low priced e 


DRAFT REGULATOR? Write P P 
for Harvey's prices (include Full Instructions Furnished 


your jobbers name). cr) 


Order thru Your Jobber 
DAVE AUN DAES. - 
NPALEN STREAM, HEN UT” 
——— 
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Dealers and factory team in session during Timken Silent Automatic Sales Tune-up Meeting 
at the Statler Hotel, Boston, June 15. 


Silent Automatic Div., Timken-Detroit 
Axle Co., Jackson, Mich., conducted 
8 Sales Tune-up Meetings during the 
month of June, alerting dealers through- 
out the East and Midwest to push ahead 
with intensive preparations for a big 
Fall season. The sales team addressed 
gatherings of key dealers and their sales- 
men in Minneapolis, Des Moines, Chi- 
cago, Detroit, Toronto, New York, 
Boston and Philadelphia. 


The team included R. M. Marberry, 
advertising manager; W. J. Chappell 
and F. M. Jordan, regional managers 
and several district sales managers. As 
an added feature they were joined by 
the sales managers of two key Timken 
Silent Automatic dealers, Lester God- 
win, General Oil Co., Medford, Mass. 
and John Gibson, Automatic Oil Heat- 
ing Co., Chicago. 

Mr. Crawford, keynoter of the meet: 
ings, complimented the dealers for their 
part in achieving a current sales pace 
more than twice the 1949 volume and 
stressed the importance of timely and 
intelligent sales efforts to make the most 
of market situations. 


A popular feature of the meetings 


| was an explanation of the use of the 


company’s twin boiler demonstrator, de 
scribed as a most effective sales closer. 
This item of salesroom equipment, avail: 
able to all Timken dealers, consists of 
identical boilers installed side-by-side, 
one fired with the Timken Silent Auto 
matic Wall-Flame oilburner, the other 
by an ordinary burner. Gauges'show the 
relatively greater speed and oil economy 
of the Wall-Flame burners, 

All eight sessions were all-day affairs, 
with full morning and afternoon ses’ 
sions. The program consisted of 18 talks 
by members of the team. 
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look it over from every angle 


Cy 









Entire motor-fan unit 
can be quickly removed 
by unscrewing just two 
bolts. 












Shell High Temperature 
Combustion Head pro- 
vides the user with 
savings in fuel oil up ( 
to 25%. 





> _wH Here is, by far, the finest burner ever to bear the 


4 
nun U.S. name. It is also the finest Shell Head job 
os ee on the market, and every dealer who has seen, 
compared, and installed it will back up our claim 


IT’S THE FINEST to the hilt. Easy to install — easy to adjust — easy 


LL HEAD JOB 
SHE with a full margin of profit. Write today for complete 
ON THE MARKET portfolio containing specifications and prices. 


to service — easy to sell. What’s more, you can sell it 








UNITED STATES BURNER DIVISION 
THE CARLIN COMPANY 






WETHERSFIELD, CONNECTICUT 


DIL BURNERS | a 





pany at its new $60,000,000 refinery 
at Eagle Point, N. J. 

Michael Halpern, vice president in 
charge of refining, commenting on the 
unit, stated the basic value of the appli- 
cation is seen in substantial improve- 
ment of cetane number in Diesel fuels 
and improved burning quality of domes 
tic heating fuels, with a reduction in 
sulphur content of all products, 

Early output of the commercial unit 
closely duplicates product qualities ob- 
tained previously in pilot unit studies. 
The unit embodies two fractionators, a 
simplified treating tower and product 
strippers. It is designed to operate on a 
variety of gas oils, differing widely in 
boiling range, with either high or low 
sulphur content and moderately or deep- 
ly cracked stocks. 
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The first commercial unit using furfural as the extraction solvent in the produc- 


tion of Diesel and heating oils at Texaco’s new Eagle Point, N. J. works. Airtemp Sales Volume 


Breaks All Pre-War Totals 
Texaco Using Furfural Unit fuels, has been announced by The Texas W. C. NEWBERG, president, Airtemp 
In Heating Oil Production Co., New York, N. Y. Widely used Div., Chrysler Corp., Dayton 1, Ohio, 

for the removal of sludge producing announced recently that during the first 

THE FIRST COMMERCIAL use extraction elements in motor oils, the furfural proc- six months of this year, Airtemp did a 
unit employing furfural as the solvent, ess has been adapted to the new use in larger volume of business than during 
producing Diesel and domestic heating a commercial unit operated by the com- the six year period before the war, 1936 


Biggest automatic Heating 
Value in America! 







Here's 
the Proof! 





Those who have compared and installed this automatic heating 
plant, say it is the most economical and efficient on the market. 

Designed, tested and manufactured to meet all the require- 
ments of the average size home, its superiority over ordinary 
units is unquestioned. The C-liminator that completely eliminates 
smoke on start, is standard equipment on the Crusade-a-therm. 
It, and an electrical solenoid valve which cancels smoky shut-down 
and after-drip, guarantee trouble-free performance. There's never 
a trace of the old bugaboo of smoke, soot, and odor. 

Owners everywhere report outstanding performance records 
under the most severe conditions. 


A few exclusive Bethlehem Crusade-a-therm 
territory Franchises are. still avgilable. : 
Wire or write immediately for full “information. 


BETHLEHEM FOUNDRY & MACHINE COMPAI 


BETHLEHEM, PENNSYLVANIA 
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4 OR 9 
7 "ARS. CASTABLE REFRACY 


; 4, P. Green 
q REFRACTORY 








SAV 


A.P.GREEN 
Streamlined 










COMB 


Easy to install... fewer pieces 


Save labor costs. Fewer pieces permit installation in a minimum 
of time. 


Designed for top efficiency 


Design conforms to the natural shape of the flame and allows free 
gas movement . quiet operation. 


Adaptable to most sizes 

By the addition or removal of a few tile, the STREAMLINED 
Combustion Chamber can be adapted to practically all types and 
sizes of domestic boilers and furnaces. Made from high quality 
Missouri Fire Clays. Will last for years under most severe service 
conditions. Chambers installed 15 years ago are continuing to give 
satisfactory service without repairs. 


Individually packaged 


Each Chamber is packaged in a specially designed carton to give 
full protection in shipping and storing. 


LOOK FOR Your A. P. Green Distributor in the 


classified section of the telephone directory or write 
direct for more information on: 


COMBUSTigy Hane 
R 


0 .\W 
HIGH TEMPEp, BURNER BAFFLE BRICK 
eM 
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to 1941. Better products and an enlarged 
dealer organization were cited by Mr. 
Newberg as two prime factors. 

Before the war Airtemp offered 30 
different models of packaged air con- 
ditioners, residential and room air con- 
ditioners, compressor units, gas and oil- 
fired furnaces and conversion oilburners. 
Today, the Division is making 51 differ- 
ent models in the same categories and 
has added 10 more models in room cool- 
ing and heating units, dehumidifiers, 
conversion gas burners and ice cream 
cabinets. 


Barber-Colman Develops 
Grille and Register Selector 


A UNVFLO grille and register selector is 
available at no cost from Barber- 
Colman Co., Rockford, Ill. The slide- 
rule device provides rapid sizing of 
ventilating and air conditioning grilles, 
with the grille size based on noise level, 
air volume, throw and ceiling height. 


A table of maximum allowable noise 
levels for different installations is 
printed. on the face.of the rule, which 
has a‘range of variables great enough 





NEW MONARCH 


AIR MIXING EQUIPMENT 











the even 


Now you can obtain simple and inexpensive air mixing 
equipment which will enable you to burn from .60 GPH 
to 1.20 GPH size nozzles efficiently and with a clean, 
quiet flame. You can expect from 8% to 10% CO, 
without any trouble, depending on capacity size, 
if set according to our instructions. 


You can now offer the homeowner a good 
job at reasonable cost. (This equipment 
is for use where the extra expense of 
more efficient G-74 





The G-74 Combustion Head is too great OIL | 
Combustion for the customer.) ATOMIZING | 
Head NOZZLES» 


The Monarch G-74 
Head embodies an en- 
tirely new approach to 
efficient means for in- 
timately mixing air with 
atomized oil to provide 
a highly efficient controlled 
flame. 











Note these features: 


1. Suitable for capacity sizes 
from .75 GPH to 2.50 GPH. 
2. Simple to install and there 
is no “guess work" about the 
settings. 

3. Price—Less than the cost of a 
good fuel unit. 


MONARCH MFG. WORKS, 


2503 E. EARS ST, : 


PHILADELPHIA 34 


European Distributor: A. Coutau, Rue de la Scie No. 16, Geneva, Switzerland 
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Write 
for new 
Catalog D 
Supplement. 


Most any nozzle will 
produce some kind of 
a fire, but — until you 

have tried Monarch Stain- 
less Steel Nozzles (of a 
type with spray character- 
istics matched to your air 
mixing equipment) you won't 

know how good they really can 
be. Advise make of burner and 
sketch or accurately describe air 
mixing head and make test YOUR- 
SELF with the series 


Nozzles we recommend. 


Monarch 


IN C. 


"PENNA. | 


\ 





for the selection of a grille for any 
common application. The rule is made 
of heavy cardboard, measures 7” high 
and 11” long. The information derived 
from the rule is based on comprehensive 


—) field and laboratory studies made over 


a period of years of air distribution 
problems. 


American-Standard Opens 
New Pittsburgh Showroom 


A STREET-FLOOR DISPLAY ROOM, at the 
corner of 6th St. and Duquesne Way 
Pittsburgh, Pa., has been opened by 
American Radiator & Standard Sanitary 
Corp., embodying the latest in commer’ 
cial ‘designing and featuring a repre: 
sentative selection of American-Stand- 
ard plumbing and heating equipment. 
Several displays have been arranged to 
illustrate modern lavatories and kitchens, 
with a mechanical heating display ar- 
ranged in the window to show the work- 
ings of an entire heating system. Flash- 
ing red lights in plastic tubing show hot 


| water being circulated from the boiler 


to the radiators, convectors or baseboard 


_ panels in a house, green lights tracing 


its return route to the boiler. 
Heating equipment on display in- 
cludes furnaces, boilers and winter air 


| conditioning units, arranged for maxi- 


mum eye-appeal and dramatically light- 
ed by suspended movable lamps. The 
showroom is functional as well as dec- 
orative, and has partitions and_back- 
ground walls that can be shifted peri 
odically to change the displays. 


Preferred Utilities Holds 


Dealer Service Conference 


A FOUR-DAY dealer service school was 
held May 8 through 11 by Preferred 
Utilities Mfg. Corp., New York 23, N. 
Y., at its Danbury, Conn., plant. Service 


_-men and service managers from all over 


the country attended, selected by the 


| company’s dealers, and were accommo’ 


dated at the Hotel Green ducing their 
stay at Danbury. 
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=} New! This ‘Small-Home-Size”’ 
DELCO-HEAT OIL-FIRED BOILER 
Packs Extra Sales Features! 


The new “Series S” Delco-Heat Oil-Fired Boilers are low in first 
cost — yet have all the features that make them ideal for steam, 
hot water or radiant installations in today’s popular sized homes: 


¢ Compact! Deluxe model takes + Quiet, smooth-running Delco- 
only 24” x 39” floor space. Heat Burner is powered by fa- 

* Beautifully finished in Delco- | mous Delco Rigidframe Motor. 
green enamel—harmonizes per-  « Insulated with full 1” blanket of 














fectly in utility and recreation fibre glass wool. 
rooms. e Comfortable, even heat doubly 
¢ Helical swirl plates in 12 heat tubes assured by Delco -coordinated 
L extract maximum heat from fuel. controls. 





e Burner and controls are located on front of unit for easy installation 
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pELCO-HEAT TT 
THAN IT IS TO 
AGAINST _ 


Round jacket model is especially suited for 
installation in closets or wherever space is 
limited. Performance specifications identical 
with Deluxe model. 


Sell the complete line 
of DELCO-HEAT products 


Delco-Heat has automatic home heating units for every 
heating need. The Delco-Heat line includes oil, gas and 
coal-fired units.. for warm air, steam or hot water 
systems . . . for all popular-sized homes. 

And because of his products, their prices, and the 
selling assistance he gets—the Delco-Heat Retail Dis- 
tributor has unmatched opportunities. If you are interested 
in the profit possibilities of the Delco-Heat franchise, 


send coupon now! 





in restricted areas, and to simplify servicing and adjustment 





Domestic Hot Water 
Service... 


This large copper coil, built 
into the boiler, -delivers an 
abundant supply of hot water 
for household use, all year 
around. Entirely automatic. 














Also manufacturers of o1l and 
gas fired water heaters and 
electric water systems. 





clip and mail today! 


DELCO APPLIANCE DIVISION, Dept. FO-8 
General Motors Corporation 
Rochester 1, New York 


Please send me information about the Delco-Heat 
franchise. 
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Morning sessions and one afternoon 
period were devoted to factory tours, 
with demonstrations staged to tie in with 
afternoon and evening discussions and 
lectures. R. S. Bohn, president, opened 
the conference with an address of wel- 
come. Other speakers on the first day 
were G. W. Bohn, L. Wade and Harry 
E. Lake, all Preferred Utilities, who dis- 
cussed boilers, draft, refractory, piping, 
electrical wiring and hook-up. On May 
9, representatives from General Elec- 
tric Co. spoke on motors and starters, 
representatives from A. P. Green Fire 


Brick Co. spoke on high temperature 
furnace refractories and L. Wade, Harry 
E. Lake and J. S. Kaplan, all Preferred 
Utilities, discussed the installation of 
unit steam generators and conversion 
burners. 

The sessions on May 10 included a 
talk on electronic combustion controls 
by Combustion Control Corp., manu- 
facturers of Fireye controls, a talk by 
General Controls Co. on electric sol- 
enoid and motor driven gas and oil 
valves and lectures on the design, con- 
struction and operation of horizontal 


° BIGGER PROFITS 
° LOWER INVENTORY 


KANTLEAK 


‘ 


’ Dass 


16 SIZES , FO 


* 


* SIMPLE TO INSTALL 








* COMPACT * LOW COST 


A trouble-free installation Kit that will balance your stocks, reduce 
slow moving parts in your bins and cut sales time to a minimum. 
Dealers already supplied report no sales resistance...The Kant- 


leak ‘one package’ Kit meets with instant approval. 


Filter 


approved by Underwriters’ Laboratories for No. 1, 2 and 3 fuel oil. 


VL ONGLATV OL NUM KY 


ANDERSON BRASS CO. 


5305 TWELFTH STREET 


DETROIT 8, MICHIGAN 





| 
| 
| 
| 


| 





rotary oilburners and gas burner for 
unit steam generators and conversion 
use by B. K. Breed, Harry E. Lake and 
G. W. Bohn, all Preferred Utilities, 
Concluding the four day gathering, on 
May 11, Minneapolis-Honeywell Regu- 
lator Co. discussed electrical operating 
and combustion safety controls and 
Morris Sherman described Preferred 
Utilities’ oilburning accessories. 


Airflame Moves Plant, 
Adds New Products to Line 


AIRFLAME, INC., Waukegan, IIl., has 
moved its plant to quarters four times 
larger than those occupied previously. 
The new location, Airflame’s own 
building, at 587 Market St., includes 
additional space, which, when reno- 
vated, will double the operating space. 

At the same time the company is 
introducing a “Dubl-Seal” 
pump, featuring a bronze body and 


booster 


other improvements, and to its present 
line of burners is being added a low 
pressure model, .5 to 4 gph. 


Harbison- Walker Begins 
Building Cleveland Office 


CONSTRUCTION has started on a new 
Cleveland office for Harbison- Walker 
Refractories Co., Pittsburgh, .Pa. Lo- 
cated at 1986 West 3d St., the office 
will be located strategically to offer im- 
proved services and is to be modernistic 
in appearance. Exterior will be of 
masonry and reinforced concrete con- 
struction, with plate glass picture win- 
dows flanked by glass block panels. The 
offices for sales personnel will be air 
conditioned, with fluorescent lighting 
and acoustic ceilings. 

The new office is expected to be 
completed about October 15. Its loca- 
tion is described as ideally suited for 
warehousing. 


Anemostat Corp. Appoints 
Connecticut Representatives 


APPOINTMENT of Augur, Jones & Green, 
Hartford, Conn., as representatives for 
the state of Connecticut has been an 
nounced by the Anemostat Corp. of 
America, New York. 

J. M. Augur, R. C, Jones and A. F. 
Green are fully versed in and will super’ 
vise distribution of Anemostat air dif- 
fusers and air meters. 


August 
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Winkler Sets Date for 
January 1951 Convention 


THE SECOND ANNUAL national meeting 
of Winkler retailing distributors and 
their employees, will be held by U. S. 
Machine Corp., Lebanon, Ind., at the 
Hotel Claypool, Indianapolis, January 
11 and 12, 1951. Winkler district sales 
managers will hold their annual meet- 
ing at the Claypool, January 6 to 9, 
inclusive. 

January 10 has been designated open 
house for distributors who can arrange 
to come a day early and visit the 
Lebanon plant. Details of the conven- 
tion are still to be worked out, but 
the time and place have been decided 
upon definitely. 


Eckhart In New Plant 
Located in Union, N. J. 


ARNOLD ECKHART, Sr., president and 
treasurer of Eckhart Mfg. Co., Inc., 
announces that Eckhart Mfg. Co., Inc., 
has been located in its new plant in 
Union, N. J., since last November. 
Arnold Eckhart, Jr., is vice-president 


and in charge of sales, Walter Eckhart 





] more reason why 
ENTERPRISE ROTARY OIL BURNERS 


is secretary of the firm, which manufac- 
tures Silent Korth oilburners. 


General Electric Appoints 

Sweeney Corp., Philadelphia 
APPOINTMENT of the Harold E. Sweeney 
Corp., Philadelphia, as franchised out- 
let for oilfired boilers and warm air con- 
ditioning units, has been announced by 
the Air Conditioning Dept., General 
Electric Co., Bloomfield, N. J. 

The Sweeney organization will serv- 
ice the Pennsylvania counties of Dela- 
ware and Philadelphia and major por- 
tions of Chester and Montgomery. The 
company was established as a corpora- 
tion on July 1, 1946, Harold E. Sweeney, 
president. 


Century Engineering To 
Issue New Service Manual 
AN ANNOUNCEMENT in the Summer edi- 
tion of “Leisure,” house organ of Cen- 
tury Engineering Corp., Cedar Rapids, 
Ta., reveals that a new, large size manual 
covering service and installation of all 
Century equipment will be ready soon 

for distribution to its dealers. 
The manual, continues the announce- 


LEAD THE FIELD... 


"© ENTERPRISE ?:-D 
Metering Pump 


>> >>> r>dd> >>>» k 


ENDS VISCOSITY PROBLEMS! 


e Compensates for all changes in viscosity! 

e Provides a constant, accurate fuel supply! 

e Reduces problems arising from leaky suction lines! 
e Requires no special adjustments! 





*Positive Displacement ¥} 










SEND FOR BULLETIN. 


Bulletin No. 51 fully describes and 
illustrates the Enterprise Metering 
Pump and its many outstanding fea- 








ment, has been enlarged to an 8! x 11 
page size to permit larger diagrams, 
exploded views and detailed drawings 
identifying each part and showing its 
relation to other parts. Easy-to-read 
specifications and other tabular material 
also are to be included. 


Hally Appoints Six 
Sales Representatives 


SIX INDIVIDUALS and companies have 
been named as sales representatives for 
the nozzle filters made by Hally Mfg. 
Co., Racine, Wis. They are: George 
Peterson Manufacturers Sales Co. of 
Paterson, N. J., covering New Jersey 
and eastern Pennsylvania; Mercury 
Sales Co., Syracuse, N. Y., for the state 
of New York, exclusive of New York 
City; Marcus W. Acheson, New York 
City, operating in New York City and 
Long Island; Howard J. Waff, Jr., Cary, 
N. C., to distribute in Virginia, West 
Virginia, North and South Carolina; 
B. A. Peterson Co., Dowagiac, Mich., 
to handle inquiries and develop busi- 
ness in Michigan, Indiana, Wisconsin 
and northern Illinois and W. A. Roben, 
Seattle, in Washington and Oregon. 


Designed and built ex- 
clusively for Enterprise 
Pump-Type Oil Burners 


4 
. 


tures. Write for it today. 


Sxterprise 
Oil Burners 


The Choice of Heating Experts 








MONCRIEF: 


So Sell the Line that’s 
Gu Demand Flow 


and for OVER 50 YEARS 

















Series L Series U Series P Series W . 
Gas-Fired Steel Gas-Fired, Gun, Oil-Fired Gas-Fired Gravity 
Air Condition- Steel Utility Air Conditioning | Furnace Available 


ing Unit. Air Condition- Unit. Steel with Steel or Cast tron 
ing Unit. heating element. heating element. 


the complete line of Heating 
and Air Conditioning Units 











. .» There's a Moncrief unit that will meet the requirements 
for small installations . . . or for large installations—for 
gravity heating ... for air conditioning .. . or for perimeter 
heating in ranch type and basementless homes. 
Series AC-F i -95- 
Coal-Fired, Steel Coal-Fired, Pag os . .. There's a Moncrief unit for every type of fuel, whether 


Air-Conditioning Cast Iron, Unit, for Floor Slab. mY 3 
Unit. Gravity Perimeter heating. it's gas, oil or coal. 


ies . . . There's a Moncrief unit for those who prefer cast iron 
heating elements and for those who prefer steel heating 
elements. 

. . . And here's another distinctive and sales producing 
feature of Moncrief—most Moncrief A.G.A. approved gas- 
fired units are readily converted to an oil-fired unit by in- 
stalling a Moncrief Oil Burner. Likewise, the oil-fired unit 
becomes an A.G.A. approved gas-fired unit without any 
} change in efficiency by installing a Moncrief gas burner. 
No. VUC-75-E re Ne. CL-280 . .. Send for catalogs and name of nearest jobber who can 


Oil, Counter- Goal- Fired Gas Fired Air 


7 Gravy Furnace. ei need . : i 
by ny ig Pg meng om Mn A show you how to increase your sales and profits. 


Perime.er nea.ing. 




















THE HENRY FURNACE COMPANY e¢ Medina, Ohio 


e HEATING AND AIR CONDITIONING UNITS : 


MONCRIEF 


mM FURNACE PIPE JAND FITTINGS 





SINCE 1895 





107 













































WING DRAFT 
INDUCER 


The Wing Draft Inducer provides 
a means for furnishing positive, 
uniform, adequate draft for low 
pressure heating plants without 
the need for tall, unsightly, expen- 
sive stacks. 

It permits operating at high 
efficiencies without regard to 
weather conditions. 

Thorough and efficient combus- 
tion with high CO: content is as- 
sured. Smoke, gas and explosion 
hazards are reduced or eliminated. 


| | 
Write for a copy of Bulletin 
on Wing Draft Inducers 


L.J. Wing Mfp.Co. 66 Vreeland Mills Road, Linden, N. J. 
Factories: Newark, N. J., and Montreal, Canada 


DRAFT 
INDUCERS 
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New Products 


Norge Heat Vertical and 
Horizontal Furnace Units 


SERIES F600 oilfired Norge Heat winter 
air conditioning units are designed for 
basement, util- 
ity room or attic 
installations and 
employ tunnel-fir- 
ing, a design fea- 
ture intended to 
achieve high com- 
bustion efficiency. 
A_ high pressure 
atomizing burner 
fires the 
which have stain- 


units, 


less steel combus- 
tion chambers and 





corrugated, plate- 
type, 12 gauge, all-steel heat exchang- 
ers. 

Three models of horizontal type, oil- 
fired furnace units are available in out- 





puts of 80,000, 120,000 and 180,000 
Btu/hr, all fired with high pressure gun 
burners. The factory-assembled units 
may be installed on attic joists, sus 
pended in attic or basement applications 
or used for commercial space heating. 








t These units also include a tunnel-firing 


design stainless steel combustion cham- 
ber and 12 gauge, corrugated heat ex: 
changers, as well as automatic controls, 
blower and filter assembly. 

Made by: Norge Heat Div., Borg: 
Warner Corp., 670 E. Woodbridge St., 
Detroit 26, Mich. 
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DeSoto Burners Include 
Head As Standard Equipment 


DE SOTO CATALYTIC CARBURETION, a 
combustion head built as an integral 
part of the burner, now is offered as 




















standard equipment on model D gun 
type burners. The head is described as 
uncomplicated, but extremely efhicient 
in producing complete mixture of the 
air and oil in proper proportions and 
resulting in a high temperature flame. 
It was designed by DeSoto engineers to 
work in coordination with the primary 
air current and oil supply parts of De- 
Soto oilburners. 

Model D burners are offered in ca- 
pacities from 1 to 3 gph. Others include 
model DA in the same capacities, D-2 
from 3 to 7 gph and D-3 from 7 to 15 
gph. 

Made by: DeSoto Oil Burner Corp.. 
630 Loucks Mill Rd., York, Pa. 


Skuttle Adopts Vitreous 
Enamel Humidifier Pans 


WATER PANS, used in humidifiers made 
by Skuttle Mfg. Co., Detroit 7, Mich., 
now are coated inside and out with a 
corrosion-proof vitreous enamel to 
make them resistant to any water condi- 
tions. The change from copper pans to 
brass was made after long tests, with 
a steel base used to take the high tem- 
perature fused vitreous enamel. The 
pans are standard on all models, includ- 
ing the Series 600 illustrated. 





An additional 


enamel surface is easy cleaning. Float 


advantage of the 


chambers and water feed tubes of the | 


A AI FNM Weer 
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A WINNING TEAM 
THAT 
TOPS THEM ALL 










Whether it’s for the finest 
installation or a 55-gallon | 


drum, we have the fuel oil 


gauge to do the job better. 
Here’s a team designed to 
give you customer satisfac- | 
tion and top performance | 
with economy and efficiency. : 


Write for complete details. 


APPLIED MECHANICS COMPANY 


167 OLIVER STREET, BOSTON 10, MASSACHUSETTS 


oN NARI 
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Y Another 
’ Guardian 
“FIRST” 


Both BALANCING and 
BLEEDING CONTROL 


with the NEW No, 2100 
Guadian 
RADIANT HEAT VALVE 


Here's the Radiant Heat Valve you've been 
looking for! Guardian's new #2100 Valve is 
especially designed to serve in a dual capacity 
in panel heating installations as a balancing 
and as a bleeding control valve. Installed in 
a header in the boiler room no other fittings 
are required for these operations. 


The Guardian Radiant Heat Valve is machined 
of extruded bar stock with metal-to-metal seat- 
ing. No packing is required, so there is no 
leakage due to expansion and contraction. The 


valve need not be disassembled for installa- | 


tion since there is nothing to be damaged by 
heat of soldering. There is a full size waterway 
and regulation is variable from full open to 
complete shut-off which enables the Guardian 
Valve to be used for bleeding air from the 
system. Manufactured in 34" and '/2" pipe 
ends for soldered connection. 


Write for full details and typical installa- 
tion diagram given in Bulletin V 103. 











To be sure you get 
Guardian quality 
look for the name 
GUARDIAN stamped 
on the body of the 
valve. All Guardian 
Valves are Guaran- 
teed Valves. 


nO On On Om On On Ge 
VALVE DIVISION 
Dept. F-7, 1215 E. Second St., Michgan City, Ind. 


Michigan 


City, t*ndtana 
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humidifiers are still fabricated of cop- 
per since’'these parts are outside the 
bonnet “where no evaporation takes 
place. Valves and valve parts are brass. 
Made ‘by: Skuttle Mfg. Co., 4099 
Beaufait St., Detroit 7, Mich. 


Kresno-Stamm Announces } 
Improved Ball-Flame Burners 


| NEW MODELS of the Ball Flame auto- 


} 











matic, mechanical draft vaporizing oil- 
burners, announced by Kresno-Stamm 
Mfg. Co., Inc., Palisades Park, N. J., 
have been engineered to simplify instal- 
lation and to operate quietly and efh- 
ciently. Major improvements in the 1950 
model include continuous blower opera- 
tion, achieved with a special design 
blower unit and permanent air damper 
adjustment; electric control head for 
automatic oil-air regulation and new 
sensitive thermostat. 





The model is available in three ca- 
pacities: BF-1 with maximum firing rate 
of 0.60 gph; BF-47 with maximum fir- 
ing rate of 0.75 gph and BF-60, 1.0 gph 
maximum. Each unit is available in three 
standard lengths. 

Made by: Kresno-Stamm Mfg. Co., 
Inc., 345 Commercial Ave., Palisades 


> 


Park, N. J. 


Timken Adds Three New 
Heating Oil Burners 


ADDITION of three models of oil boilers 


for residential heating has been an- 


nounced by Timken Silent Automatic 
Div., Timken Detroit-Axle Co., Jack- 
son, Mich. All three are of the same 
general design, with capacities of 110,- 
000, 150,000 and 205,000 Btu. 


Each is made up of a base, firepot 
section, intermediate section and dome 
section. Of cast-iron construction, the 
boilers are vertical sectional type, with 
fins cast integral with the sections. Units 
are shipped with a Wall-Flame burner, 


| factory-built refractory hearth that at- 














taches to the boiler base and controls. 
The rectangular cabinet is finished in 
silvertan baked enamel. 

Made by: Timken Silent Automatic 
Div., Timken-Detroit Axle Co., Jack- 
son, Mich. 


Econo Water Circulators 
Offered in Four Sizes 


FOUR SIZES, 34”, 1”, 1144” and 11”, are 
available in the Econo line of hot water 
circulators. Series M circulators are of- 
fered with a 3 bolt flange, and are ad- 
justable for vertical or horizontal flow. 
This adjustment is made by loosening 
an Allen screw clamp and turning the 
pump assembly. Features include a 
Neoprene oil seal, a rotary water seal 
and a stainless steel shaft. 





The pumps employ a open fin type 
impeller, designed to prevent overheat: 
ing under heavy head pressure and are 
equipped with extra heavy bronze oilite 
bearing and a large oil reservoir. A flexi- 
ble spring coupling eases starting torque. 
The motor is fitted with an automatic 
thermal overload switch. 

Made by: Econo Products Co., 17 
State St., New York 4, N. Y. 


New Autocar Cab Emphasizes 
Driver Comfort and Safety 


THE AUTOCAR DRIVER CAB, designed 
from suggestions made by drivers them: 
selves in a year-long survey, now 1 


August 


1950 
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LOOK! The Sensationally Ne 
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The new Combustioneer “Aristocrat” oil-fired 
winter air conditioning furnaces feature the 
new “TVV”’* burner. The Combustioneer 
“Aristocrat” features slip-joint construction; 
heavy 10-GAUGE steel heat exchanger com- 
bining up draft-down draft design. All surfaces 
are PRIMARY heating surfaces—permitting 
maximum heat extraction and low stack 
temperature. Stainless steel Combustioneer 
humidifier provides healthful humidity. 


New! Eeelusive / TOP PROFIT LINE FOR 1950 
TVV* OIL BURNER Dealer Franchise with a Future 


Dealerships open—direct, factory-to-you basis. Combustioneer Fran- 
chises are backed by a complete heating line, liberal co-op plan, 


*TRIPLE VELOCITY VISORHEAD® practical selling helps, factory sales, service and engineering assist- 

ance. Combustioneer can triple your sales this year! The time to act is 

* High velocity air above nozzle de- now—obtain complete details. Write or wire us! Factory repre- 
flected downward by visorhead. sentatives wanted! 


* Swirling velocity around nozzle 


thoroughly intermixes oil with air. COM B U STIO N E é R DIVISIO N 


* Low velocity below nozzle permits THE STEEL PRODUCTS ENGINEERING CO. 
downward deflection. 1211 West Columbia St., Springfield, Ohio 


Manufacturers of Heating Equipment since 1928 


Gnbustoncen OIL BURNERS, GAS BURNERS, STOKERS, COAL- GAS-OIL FURNACES, HUMIDIFIERS 



























What has the milkman 
got on me? 


“Boy, those Webster Electric Fuel 
Units are simple to ‘bleed.’ I just 
take an empty milk bottle and place 
it under the outlet and let ’er go... 
and I don’t spill a drop. There’s no 
clean-up ...no mess. Life’s really 
worth while when I service Webster 
Electric Fuel Units. That’s why I use 
them exclusively for replacement and 
recommend them on new equipment. 
If you like doing things better the 
easy way, specify Webster Electric 


Fuel Units.” ' 
Chl Jtmer 


r MJ eLectRIC 


ny, Racine, Wisconsin. Established 1909 


“Where Quality is a Responsibility and Fair Dealing an Obligation” 





| standard equipment on all Diesel models 
| and will be standard on gasoline power 
| models, in all but lighter models, by 
Fall. A curved windshield allows 56% 
more driver vision, with instruments ele- 
vated to a new position so they can be 
| read at a glance. Three big men can be 
| seated comfortably in the cab, which is 
completely insulated against tempera- 





ture and noise. An improved ventilation 
_ system has been added, with a driver’s 

seat that is adjustable five ways through 

more than 20 positions. 

The Cab is roomier in width and 

_ height, with the instruments made more 
legible by the use of block lettering and 
edge-glass lighting. To the left of the 
instruments are grouped all switches, to 
the right the throttle and choke controls 
arid those for three cowl ventilators. An 
inside baffle in the side ventilators per- 
mit air but not rain to enter the cab. 
| Made by: The Autocar Co., Ardmore, 

Pa. 


Key Contanier Magnetically 
Attaches to Metal Surface 


HIDE-A-KEY, magnetized metal case that 
attaches to flat surfaces on cars or trucks, 
has been announced by Three Point 
Industries, Chicago 13, Ill. Developed 


to solve the problem of lost or forgotten 


keys, the case has sufficient space for 


| holding three keys and is offered in the 





form of a small box, 2 3/16” long, 13%” 


wide and 5/16” deep, equipped with 
a sliding lid. 
To the bottom of the box is attached 
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an Alnico permanent magnet, described 
as powerful enough to hold Hide-A-Key 
in place even at high speeds or over 
bumpy roads. The box has a black 
enamel finish and attaches securely to 
flat surfaces, such as behind the bumper, 
grille guard, under the fender or along 
the underframe of the car or truck. 
When attached there is no rattling of 
keys. 

Made by: Three Point Industries, | 
3767 N. Racine Ave., Chicago 13, Ill. | 








United States Burner 
Announced by Carlin 





FORMATION of a new United States 
Burner Division has been announced, 
along with the introduction of a model 
400S oilburner, which incorporates the | 
Shell designed combustion head and | 
electro-magnetic fuel control. A Verni- | 
flame control provides vernier flame ad- | 
justment with an ordinary hex wrench 
















"LOOK | 


at the rear of the burner, eliminating No Radio // 


“feathering” and resulting in a proper 


cone flame merely by turning the ad- Interference | 


justment screw. pag . 
T.. “I get asked why I like Webster Elec- 


The model is easy to service, the en- trie Veansiiemea ~The aed a 
tire electrode assembly being changeable I don’t have complaints about radio 
in less than two minutes. Bus bars re- interference—There’s no extra call- 
place wires and snap in or out of special backs because of these transformers 
transformer clips. Unscrewing two bolts _ interfering with favorite radio pro- 


removes the motor-fan unit of the burn- grams. | have found in the years that 
top performance is what I get out of 
Webster Electric equipment. And as I 
said the other day, ‘what more can you ask?’ 
I am an Old Timer and those years of experi- 
ence have taught me that I can depend upon 
Made by: United States Burner Div., Webster Electric Transformers—why don’t you 


Carlin Co., River Road, Wethersfield, try them?” 
Conn. 
“Cll Ttmeer 
Stefeo Adds Pear-Shaped 
WEBSTER E 


Steel Combustion Chamber 


er, which is available in two capacities, 
model 4008-2 rated from .75 to 1.75 
gph; model 4008-3, from 1.75 to 3.00 
gph. 


Webster Electric Company, Racine, Wisc 





STEFCO STEEL CO., Michigan City, Ind., 
has introduced a pear-shaped Panelox 
combustion chamber, rounding out a "Where Quality is a Responsibility and Fair Dealing an Obligation” 


line of thirty-two standard sizes and 
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shapes. Added to other round, square 
and rectangular models, the pear-shaped 
chamber is available in three widths and 
twelve lengths, with capacities from 1 
to 3 gph. 

Like all other Panelox chambers, the 
new unit is made of heat-resistant stain- 
less steel and features the same panel- 
type assembly. The pear-shaped model, 
it is pointed out, more nearly conforms 
to the flame pattern of modern nozzles 
and gives somewhat better heat distri- 
bution and higher efficiencies. 

Made by: Stefco Steel Co., Htg. Eqpt. 
Div., Michigan City, Ind. 


Mack’s Model A Trucks 

Powered By Magnadyne Engines 
GOLDEN ANNIVERSARY A MODEL trucks 
range in size from 17,000 to 40,000 Ibs. 
gross vehicle weight. Models include: 
A-20, 17,000 Ib. g.v.w., designed for 
medium capacity short hauls and deliv- 
ery work; A-30, 21,000 lbs. g.v.w., for 
medium-duty hauling and A-40, from 
24,000 to 40,000 Ibs. g.v.w., for heavy 
duty long hauling. The latter model in- 





cludes a dumper chassis, 6-wheel chas- 
sis, highway chassis and a tractor. 
Some features of the Magnadyne en- 
gine are completely new, others are ad- 
vances in truck-engine design. The en- 
gines need no breaking in, are equipped 
with efficient combustion and mani- 
fold systems, plus ample piston displace- 
ment. Counterbalanced, case-hardened 
crankshafts, Permafit exhaust valve seat 
inserts, helical, case-hardened, drop- 


forged, generator-ground timing gears 
and oversized, cushion-plate clutches are 
some of the standard items that con- 
tribute to the engine’s reliability. 

Made by: Mack Trucks, Inc., 350— 
5th Ave., New York 1, N. Y. 


Piqua Water Circulator 
With Removable Power Unit 


ENPO circulator pumps for forced cir- 
culation hot water heating systems fea- 
ture a removable power unit, for chang: 
ing seals or motor, without disturbing 
the plumbing. Adaptable to heating line 
sizes from 1” to 2”, the pumps are rated 
at a free flow in excess of 50 gpm, 20 
gpm at a 10’ head. They can be mounted 












You Sell BOTH Markets 


with ALO RICH 


HEAT-PAK BOILER-BURNERS 









Expand your market to 90% of new home construction 
with Aldrich. Sell more, with less inventory . 
with oil units, cash in again with gas burners. 
Mounting plates are similar; installation is fast and 
simple. And you can convert from one fuel to another 
without changing boiler set-up or performance. 


7 makes 14 


. cash in 
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Aldrich Heat-Pak boilers come in 7 sizes, from 100,000 











f) / > to 808,000 BTU/hr. With both oil and gas, you have 14 
¢ cs compact heating plants to sell everything from modern 
7, % eg small homes to big commercial installations. Vertical- 
type, compact and efficient; shipped crated fully assem- 
‘ i bled, ready to set in place and connect. 
Available Available 
— a Oil-Fired Gas-Fired 


Burners Interchangeable 


re fA LID) FRAG Hel company 


ANOTHER 

ee a : a 
Profit with ALDRICH — Get Details ae (BREEZE 
Today. Write or wire for Heat-Pak 103 East Williams Street, Wyoming, III. PRODUCT 


facts, full specifications. A Subsidiary of Breeze Corporations, Inc. 


August 
1950 
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—, RADIANT Wei 


LOW COST HOT WATER CONTROLS 


THRUSH Radiant Hot Water Heat is a leader . . . in economy, 
in efficiency, in popularity. Thrush Flow Control System offers the simplest 
yet most satisfactory method of automatically controlling temperature of 
radiant ceiling, wall or floor panels. This system provides uniform heating 
comfort without continuous Circulator operation. Inexpensive No. 201 
Thrush Radiant Heat Control, illustrated below, maintains a constant room 
temperature and system water temperature without variation. Thrush 
Forced Circulating Flow Control System is easy to install. It provides 
economical heating plus summer as well as winter supply of domestic hot 
water for laundry, bath and kitchen use. 


THRUSH FLOW CONTROL 
SYSTEM OF HOT WATER HEAT 


Send for booklet giving the complete story of 
Thrush Radiant Hot Water Heat. The same 
simple equipment may be used for zoning 
apartments inexpensively and is ideal for 
modernizing home heating plants. Ask your 
wholesaler about it or write Dept. C-8. 





FLOW CONTROL | 
VALVE 
WITH AIR TUBE | 


WATER CIRCULATOR 
NO. 201 RADIANT HEAT CONTROL 
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in any position and are furnished with 
an automatic-reset motor protector. 

All rotating parts carried on one shaft 
supported by oversize bearings, perma- 
nently lubricated. 

Made by: Piqua Machine & Mfg. 
Co., Piqua, Ohio. 


Silicastic Rubber-Coated 
Fiberglas In Tape Form 


SILICASTIC, an insulating tape for appli- 
cation by vulcanization, has been an- 
nounced by Irvington Varnish & In- 
sulator Co., Irvington, N. J. It consists 
of Fiberglas cloth, impregnated and 
coated on both sides with Silicastic rub- 
ber. On one side, the Silicastic rubber 
has been completely cured; on the other, 
it has been semi-cured. When the tape 
is applied and heated for vulcanizing, a 
solid mass of insulation is formed, free 
of voids and air spaces, moisture-proof 
and oil-resistant. 

Service in hot air ducts, sealing hot 
air pipes and insulation for transformer 
or solenoid coils are some of its recom- 
mended applications. 

Made by: Irvington Varnish & In- 


Wherever 


CONTROL 


e © 
is vital 
L-32 Immersion 
Thermostat 


V-110-1 Manual 
Reset Valve 


GENERAL 


CONTROLS 
are in charge! 
y 












K-15-E Magnetic 
Piloted Piston Valve 


GENERAL 


801 Allen Avenue, 


ee 


A Manufacturers of « dulomatic Pressure, Temperature, fore and How Controls 


FACTORY BRANCHES: Baltimore 
Clevelond 15, Dallas 1, D 
Minneopolis 2, Nework 6, N 


DISTRIBUTORS IN PRINCIPAL 
CITIES 


Single Seated Valve 


K-10 Magnetic | 
Lever Valve | 


CONTROLS 


Glendale 1, California 


5, Birmingham 3, Boston 16, Buffalo 3, Chicago 5, Cincinnati 2 
8, Glendale 1, Houston 6, Kansas City 2 
17, Philadelphio 23, Pittsburgh 22 


St. Louis 12, San Francisco 7, Seattle 1, Tulsa6 


sulator Co., Irvington, N. J. 


Alstrom Tankless Hytemp Is 
Self-Contained Water Heater 


MODELS 100, 200, 350 and 500 Hytemp 
self-contained automatic water heaters 
are fired with gun 
type burners. The 
model designations 
indicate the equiva- 
lent useful storage 
tank capacity of the 
heaters, which em- 
ploy a double trans- 
fer principle. Heat 
is taken from the 
primary water cir- 
cuit, which is sealed 
air tight. Hot water 
then is drawn from 
the secondary tank- 
less circuit made of all copper-bronze. 

The units, furnished with enameled 
jackets, are shipped with burner and all 
controls and are fully insulated. A ten 
year guarantee is offered with each unit. 

Made by: Alstrom Corp., 790 East 
176th St., Bronx 60, N. Y. 








New McLarty Duct Fan 
Has Larger Capacity 


A LARGER CAPACITY cold air booster for 
adding forced circulation to a gravity 
forced furnace fits 12 to 18-inch pipes, 
equipped with a motor that has sealed 
ball bearings and draws 34 watts. The 
fan operates at 800 rpm, with a cfm ca- 
pacity of 400. Both casing and fan blade 
are aluminum. 

The new fan is the same design as the 
ventilated booster that the company has 
been offering. Volume production is ex- 
pected in the Fall. 

Made by: McLarty Systems, 2600 
Dickman Rd., Battle Creek, Mich. 


Howell Series “E” Burner 
Features Cast Aluminum Housing 


EMPLOYING a one piece cast aluminum 


, series 


housing and cast-iron blast tube 
“E” oilburners are offered in three sizes 
-—models E-1, E-3 and E-5, burning 
from .6 to 5 gph. All models are Com- 
mercial Standards burners listed by Un- 
derwriters and have been developed to 
produce a streamlined air flow for 
smooth operation. At the time of instal- 








K-21 Magnetic 


R-99 Oil Burner 
Stack Control 


tinuous fuel savings. 


The Preferred Draft-A-Justor is the original, 


patented Draft-A-Justor . . 
clude the latest in engineering development» 


Stainless steel bearings and weather resistant 


metals provide long-life service without break 
down due to rust or wear. . 


Millions now in satisfactory use. 


WRITE FOR DESCRIPTIVE LITERATURE AND 
TRADE PRICES. 


PREFERRED UTILITIES MFG. CORP. 


1860 Broadway, New York 23, N. Y. 


AMAL 


DRAFT-A-JUSTORS 








. improved to 10 


SIZES 


Store, domestic and 
commercial sizes 
from 4” to 24” in 
diameter. 

Industrial sizes from 
2’ x 2’ to 5’ x 12’. 


« assure coe 














Boston Office: 839 Beacon St, 
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KRESNO-STAMM 





Here’s the burner that has forged to the front as a sales 
volume producer in the small homes market. Leading 
manufacturers have standardized on the Ball Flame 
¥ Burner for their lines of small furnaces and heaters. 
Home builders, contractors and owners by the thousands 
are calling for furnaces and heaters equipped with Ball 
Flame Burners because the Ball Flame has been accepted 
as the outstanding burner of its type for dependable 
performance and economy. 










Kresno-Stamm “Ball Fiame” 
Oil Burners are patented 
in U.S.A., Canada and many 
foreign countries. 


KRESNO-STAMM 


Since 1927 

















OP THEW ALL 
or the small home _ 


The Ball Flame is a completely packaged, automatic, 
engineered burner (not a makeshift), simple to install 
and easy to service. No refractory combustion chamber 
is needed. Many thousands are in use all over the world— 
and thousands more are now being made for the growing 
market. It’s priced to meet competition and built to 
make friends and higher profits. 

Learn how Ball Flame Burners can help boost sales. 
Write today. 


Be Sure to Visit Our Exhibit at the First United States 
International Trade Fair, Chicago — August 7 to 20. 


KRESNO-STAMM MANUFACTURING CO., (America) Inc. 


mameral Offiees ond frant: PALISADES PARK, NY J. 
Canadian Affiliate—Kresno-Stamm Mfg. Co. (Canada) Ltd. « 1452 Drummond St., Montreal 25, P. Q. 


OIL BURNER 














TRUCK 
LOADING 


. . with new Bowser 
Rotorol meters. You can 
lower your delivery 
costs per gallon and 
increase the return on 
your investment in 
trucks and drivers! 


DEPENDABLE ACCURACY 


Best of all, this increased loading speed is possible with- 
out any sacrifice in accuracy. True, positive displacement 
measurement assures sustained accuracy at high or variable 
delivery speeds on gravity or pump operation. You get 
full profit from every gallon! 


RGOFOROL ACTION 


is ‘Free as a Breeze’! 


Unique Rotorol design offers practically no resistance to 








liquid flow. Note the absence of large wearing surfaces and 
the large volume of liquid dispensed per rotor revolution. 
This means longer meter life! 


~ IF YOU LOAD BY GRAVITY 


.. +» Chances are 9 out of 10 that 
Bowser Rotorol meters will pay 
for themselves well within their 
first year of operation. If you've 
hesitated to install meters be- 
cause of low storage heads or 
if your old meters “slow you 
down.” new Rotorols are just 
what you've been waiting for. 

Write today for literature on 
the new Rotorol to Bowser, Inc., 
1330 Creighton Avenue, Fort 
Wayne 2, Indiana. 


LIQUID CONTROL SPECIALISTS SINCE 1885 
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lation the manufacturer describes only 
one adjustment as necessary. 

The complete electrode and nozzle as- 
sembly, with photo cell if used, may be 
removed easily for servicing or replace- 
ment. Each model is furnished with a 
combustion head, specially designed for 
the series. 

Made by: Howell Engineering Corp., 
P. O. Box 111, Oregon, Ill. 


Rockford Brass Announces 


Three Types of Tank Valves 


A VALVE designed specifically for use 
with an oil filter at the tank has been 
developed by Rockford Brass Works, 
Rockford, Ill. Valve #809 eliminates 
the need for all bushings and nipples 
and is made in one size, Yz x % IPS. 
Positive closure is obtained by a brass 
to brass seat, and, in ‘addition, 809 
valves are equipped wtih oil proof pack- 
ing. 


Valves #812 and #813 eliminate 








the use of extra nipples or tubing 
adapters for installation, and also have 
oil proof packing, with brass to brass 
seat. The 812 is made 4 LPS. x % 
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NOW 4) COMPLETE PACKAGE UNITS 
to simplify SALES for you! 

































ee "al. ps INCLUDING ALL NECESSARY MATERIAL FOR 
COMPLETE INSTALLATION IN EITHER 
WARM AIR OR HOT WATER HEAT | 
"TempRD" Air | 
Another General Automatic complete installation 
package! Here's your answer for quick and easy, 
profitable warm air installations. Easy to handle, | 
ly store, sell and install! An installation job that 
requires no fabrication of materials. Perfect for 
small homes. System complete with C-85 Warm Air 
s Conditioner (either Lowboy or Highboy Model for 
basement or basementiess homes). Write for fuli 
de details. 
e- 
k 2 
or Plus A Complete Line Of 
; e CONVERSION OIL BURNERS 
» e BOILER BURNER UNITS 
iii uu e . dimes é war. w 4 
TempRD" Air includes 2 CONDITIONERS “4 
es complete duct system — plenum = = 
chamber for both supply and re- = 
Ise turn; necessary 4" round duct, el- — 
said bows, and registers. C-85 Warm = 
ks, Air Conditioner furnace unit, illus- = 
tes ° on 
trated at right. ce 
les oe 
.. 
ass 


09 “Qleorleuel” : é 


ck- 
. | HOT WATER 
BASEBOARD 


G/A's famous "Floor- 
level" is the modern 
way to install hot water 
heating in any size 
home. All in one pack- 
age. Saves you time, 
labor and storage. In- 
cludes metal baseboard, de-airator 
tank, circulator, floor control valve 
and boiler-burner unit . . . at real 
savings ... Check General Automatic 
... first with the finest. 








DE-AIRATOR TANK “J” Series 
BOILER-BURNER UNIT 


Ng 
ave 


Be nals f 


atic Products Corp., 2300 Sinclair Lane, Baltimore 13, Md. 
(Formerly General Oil Burner Corp.) 
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sis General Autom 
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O.D. and % LP.S. x % O.D. The 813 
is made Y% LPS. x Y% O.D. and % 
LP.S. x Y% O.D. 

Made by: Rockford Brass Works, 700 
S. Main St., Rockford, III. 


Federal Horizontal Rotaries 


For No. 5 and No. 6 Fueloil 


FEDERAL horizontal rotary oilburners 
are offered in automatic pump types for 
No. 5 oil, manual pump and gravity 
types for Nos. 5 and 6 oil and automatic 
pump types with electric preheaters for 
No. 6 oil, maximum gph ratings from 7 





Kresky— 





to 80, boiler horsepower ratings from 
20 to 280. Ignition is intermittent, gas- 
electric, using single pole 6000 volt 
transformers, electrode with porcelain 
insulator, cable with snap-on connectors, 
solenoid-operated gas valve. Manufac- 
tured, natural or bottled gas and light 
oil can be used for ignition. 

All models are hinge-mounted, with 
a relief valve designed to provide uni- 
form oil feed to the high-speed revolv- 
ing cup. Oil is discharged from the spin- 
ning cup at the edge, breaking it up into 
a fine mist, which then is mixed with 








The Securely Anchored Line 


FOR SECURITY IN ALL WEATHER DEPEND 
ON THE KRESKY LINE, FORGED BY 
KNOW HOW, TEMPERED BY EXPERIENCE 


SALEABILITY 


Kresky has been the leader 
for 40 years. 


Kresky will show you proof 
that Kresky is preferred for 
home modernization. 


Kresky’s policy protects you 
at all times. 


Kresky’s more than 60 mod- 
els meet every need. 


Kresky superiority sells it- 
self by demonstration. 


There is no substitute for the Famous Patented 
Kresky Forced Air Induction Oil Burner, 
the first, and always the leader. 


Floor Furnaces « 


Utility Room Furnaces 


Basement Furnaces « 


Wall Furnaces 


« Water Heaters + Range Burners 


Listed by Underwriters Laboratories, Inc. 


WRITE YODAY for complete information 


KRESKY MFG. CO., INC. 


100 H STREET 


PETALUMA, CALIFORNIA 


Canadian Factory, Kresky Mfg. Co. 


Vancouver. B. C. 




















the proper proportion of air from the 
air nozzle which encloses the cup. Sec 
ondary air is introduced through open- 
ings in the combustion chamber floor, 
An oil-control valve regulates the quan- 
tity of oil burned, with synchronization 
of air and oil on high-low flame control 
effected by an adjustable linkage. 

Made by: Federal Oil Burner Co., 
Inc., 3620 Walnut St., Philadelphia 4, 
Pa. 


Ten Models Comprise Hart 
Oilfired Boiler Unit Line 


TEN MODELS make up the line of Hart 
Heat oilfired, vertical, steel boiler-burner 
units, ranging in capacity from 260 to 
1700 sq. ft. steam, 420 to 2400 sq. ft. 
hot water, net standing radiation. All 
are ASME tested and code stamped, 
with arc-welded joints and seams. 
Extra large 12-gauge seamless steel 
vertical fire tubes are 3” diameter, 
equipped with removable heat baffles. 
The units are fired with the Hart HCM 
oilburner, firing rates beginning at 1 
gph for the smallest size, up to 6.0 gph 
for the largest model. All models, which 
are shipped complete with automatic 








controls, may be equipped with auxiliary 
coil heaters or storage or tankless type 
for domestic hot water. 

The “tube within a tube” percolating 
principle is employed in the boilers, 
whereby one tube is provided for the 
downward flow of cold water, the other 
for the upward flow of hot water. This 
arrangement is designed to provide com 
plete circulation of the water within 
the entire heater, rapidly circulating 4 
thin wall of water over the heated steel 
surface, up the inner chamber and across 
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E TRUCKS 


are Job-Rated, 





Is the amount of fuel your trucks burn cutting your 
profits on the fuel you deliver? Fuel economy is one of 
the many money-saving advantages you’ll enjoy with 
Dodge ‘‘Job-Rated”’ trucks! 


Dodge trucks are ‘‘Job-Rated” to haul your loads over 
your roads. They’re powered with engines that give you 
power to spare—plus top gas and oil economy. 

What’s more, every Dodge truck is ‘“‘Job-Rated” from 
front to back. All units from engine to rear axle are 
engineered and sized for your hauling needs. No 
wonder you can depend on Dodge ‘“‘-Job-Rated’’ trucks 
to stay on the job with a minimum of upkeep! 

Ask your Dodge dealer to show you how a “‘Job-Rated”’ 
truck will haul your fuel oil with less ‘“‘fuelin’.” 
And you'll find that truck—priced with the lowest! 








the top of the inside shell and around 
the flues. More than 1 sq. ft. of heat- 
ing surface is provided for every gallon 
of water. 

Made by: Hart Heat, Div. of Avery 
Farm Machinery Co., 2006 South 
Washington St., Peoria, Ill. 


Waltham Model SV Burner 
Features Vertical Flame 
MODEL SV conversion oilburner, with a 


capacity of 1 to 2 gph, has been an- 
nounced by Waltham Oil Burner Co., 





East Boston 28, Mass. Designated the 
Vertiflame, the burner combines the 
Waltham Jet Head and “grate line” fire 
placement by positioning the firing head 
vertically. The flame, thus, fires directly 
into the boiler without the use of a com- 


bustion chamber. 


In setting the burner during installa- 
tion, a piece of sheet metal is cut the ap- 
proximate size of the inside of the heater 
at grate level, and a 414” diameter hole 
cut in the center of the metal shield. 
Through this hole is inserted the verti- 
cal firing head, and a refractory ring 
placed around the burner head and rest- 
ing on the sheet metal. A hearth ma- 
terial next is trowelled in, joining the 
refractory ring to the side walls of the 
boiler. It is recommended also that a 
hanging baffle be placed approximately 
8 to 10 ins. above the firing head. 

The SV is an addition to a complete 
line of Waltham gun type burners in 
both domestic and larger gallonage sizes. 

Made by: Waltham Oil Burner Co., 
1214 Bennington St., E. Boston, Mass. 


IPCO Stopper and Unloading 
Device for Tank Car Use 


THE IPCO WHOPPER STOPPER, available 
from Industrial Products Co., Philadel- 
phia 33, Pa., is a stopper and unloading 
device for emergency use on tank cars. 
Made of neoprene, magnesium, brass 
and aluminum, it is 1644” high, weighs 





10 lbs. and is 60” long, including han- 
dles. 

Uncontrolled flow that may be pre- 
cipitated by defective tank car outlet 
valves or other causes, can be stopped as 
soon as the stopper is in place. Contents 
may be unloaded through the stopper, if 
desired. 

Made by: Industrial Prods. Co., 2820 
N. 4th St., Philadelphia, Pa. 


New Oilburner Motor 
By Century Electric 


A STREAMLINED, fractional horsepower 
motor of the split phase type, designed 
specifically for oilburner use, has been 
announced. All mounting dimensions 
of the motor are standard, with overall 
dimensions reduced to make a compact 

















SILENT KORTH 


OIL BURNERS 


NOW DISTRIBUTED EXCLUSIVELY THRU 
PLUMBING 

& HEATING JOBBERS 
© A SIZE FOR EVERY JOB. CAPACITY.75 
¢ ADAPTOR FLANGES TO FIT BOILER OR FURNACE UNITS 


nc) ee) ae) allem lenge) 
e M-H CONTROLS 





SILENT KORTH INSURES YOUR PROFITS 
IT IS SERVICE-FREE — IT STAYS SOLD! 


Send for our Jobber Sales Plan today 


LC Ol Oa 1, 1 Om 


UNION, NEW JERSEY 
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MAR-COIL SILENCERS 


WATER HAMMER! 








MAR-COIL 
SILENCERS 
Cubic Inches 
SIZE of Cushion 
Yo” Type A 9 cu. in. 
Yo” Type B 17 cu. in. 
34” Type C 33 cu. in. 
1” Type D 55 cu. in. 
1%” Type E 103 cu. in. 





ELIMINATES WATER HAMMER FROM HOT OR COLD 


WATER LINES! 


Eliminate dangerous and annoying water hammer with MAR-COIL 
silencers. Available in five sizes to correct every job. Install easily in 
upright position and require no adjustment. Made of all polished brass 
and copper. For Homes, Apartments and Industry. On Tankless 
Heaters, Washing Machines, Dishwashers, Pumps, etc. Install as near 
as possible to the fixture that hammers. 


We also make: BOILER STANDS © FUEL OIL TANK GAUGES © TANKLESS 
HEATERS e TEMPERING VALVES @ STEAM MOTORIZED GATE VALVES 


MAR-COIL HEATER CO. 


200 PATERSON PLANK ROAD, 


UNION CITY, N. J. 
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THE RIGHT 
TRUCK TANK 


for you 


Take a good look at the six truck tanks illus- 
trated here. Five are stock models, one is a 
de luxe, custom-made job. They all have a 
number of important things in common— 
things you want in your truck tanks. 

Each one was engineered to the exact re- 
quirements of the work it has to do. Each one 
is constructed of the highest quality mate- 
rials, with strength to spare wherever strength 
is required. Each fitting and accessory is 
specifically designed for its particular purpose. 
All fittings are steel, malleable iron, or high- 
grade bronze. Each weld is expertly made 
and with no skimping. The tank of each one 
was tested at least twice after mounting. 

Of every 4 Quaker City truck tanks we 
build, 3 are repeat orders. Whatever your 
requirements—an inexpensive stock tank or 
a de luxe streamlined unit—Quaker City is 
your best buy. Write for full information. 


QUAKER CITY 
IRON WORKS 


2498 East Tioga Street © Philadelphia 34, Pa, 


ONE OF AMERICA’S LEADING TRUCK TANK BUILDERS 
FOR OVER 25 YEARS 












“The Betsy Ross” —1,200 gal., 3 compartment stock truck 
tank mounted on model F6 Ford. CA 84”. 


Lo 


nes SUNSET 2000 FUEL OIL © SH 749% 
FAS 


“The William Penn” —1,500 gal., 3 compartment stock unit 
mounted on model KB 7 International. CA 102”. 


“The Ben Franklin” —2,000 gal., 4 compartment stock truck 
tank mounted on model U70 Autocar. CA 103%”. 


GRIFFIN BROS. 


SSO HEATING Oil 





“The William Penn” —1,200 gal., 3 compartment stock unit 
mounted on model 6403 Chevrolet. CA 84”. 





“The Quaker Maid’”—2,300 gal., 4 compartment tank 
mounted on model 755 GMC. CA 120”. 
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GULF 






2,500 gal., 5 compartment de luxe unit mounted on model 
U70 Autocar. CA between front tandem axle and cab 120%”. 
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unit. Motor design makes it easy to keep 
clean, it meets Underwriters’ Labora- 
tories standards and has starting current 
within the recognized limits. 

Made by: Century Electric Co., 1906 
Pine St., St. Louis 3, Mo. 


Winterway Furnace Unit 


Added to Sunbeam Models 


WINTERWAY, basement type, oilfired 
winter air conditioner, designed for the 
small and medium-sized homes, has been 
added to the Sunbeam line and is fired 
with a flange-type Arcoflame oilburner. 





Its welded heating element consists of 
a baffled radiator of the wrap-around 
type, encircling the shell. The radiator 
shield covers the outer radiator surface, 
with circulated air passing over the 
shields to pick up additional heat. Front 
and back panels are full-length access 
doors, removable to expose all working 
parts. 

The Winterway’s solid base pan is 
equipped with rigid channel supports 
and five levelling screws. The support- 
ing channels add rigidity and keep the 
unit clear of the basement floor. Right 











Sixteen U.S. and Foreign Patents 
prove COMMODORE principles 
must be different. 





UNMATCHED ANYWHERE 


Compare! 
INSIST ON THE ULTIMATE— 


in ENGINEERING 
and COMBUSTION 


Beckett 
COMMODORE Oil Burners 


R. W. BECKETT CORP., ELYRIA, OHIO 


@ ENGINEERING 
Here the COMMODORE bal- 


ances pencils to demonstrate 
vibrationless operation ... while 
burning in open air. 


e@ COMBUSTION 


1. Without aid of firebox. 
2. Ignition cut-off. 
3. Normal flame retained. 


Join the swing to COMMO- 
DORE. 350% increase in 1949.— 
Sold Coast to Coast. 
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or left outlet connections are possible 
with the unit’s universal connection 
provided in the flue assembly. A high 
temperature steel combustion chamber 
is provided, with controls and master 
control prewired. 

Made by: American Radiator & 
Standard Sanitary Corp., P. O. Box 
1226, Pittsburgh 30, Pa. 


Magic Chef Oil Space 
Heaters Being Introduced 


A LINE of Magic Chef gas and oilfired 
space heaters being introduced is to con- 
sist of hi-boy and console, radiant and 
circulating units. The heaters, to be 
launched with an advertising campaign 
this Fall in consumer magazines, supple- 
mented by a national dealer campaign, 
utilize a unique heating principle and 
combine the advantages of convection 
and radiation. 

Features include an_ electrically 
welded combustion chamber, large side 
access doors for lighting and servicing, 
three-way heat flow and a three-tone 
color scheme. 

Made by: American Stove Co., 1641 
S. Kingshighway Blvd., St. Louis 10, Mo. 


Rochester Circulation Air 
Control Thermometer Kit 


A KIT, containing three thermometers, 
has been developed for balancing forced 
air heating systems. With the kit, by 
placing the thermometers in the return 
air duct, in the main duct and next to 
the blower switch, it is possible to deter’ 
mine temperature rise through the fur’ 
nace, and to regulate the blower switch 
and speed. The thermometers have 2” 
dials, 9” stems, each instrument cali’ 
brated individually for accuracy and all 
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/OMLt PROGRESS WEEK’ 

























October 15th-21st will be Oil Progress 
Week throughout the nation. In your own 
community it’s the time when people look 
to you for a report on the progress you and 
your industry have made. 

Last year thousands of oil men through- 
out the country took advantage of Oil 
Progress Week to tell their story—with re- 
sults that paid handsome dividends in good 
will and good business. This year it is more 
important than ever for you to explain 
how you are helping to provide America 
with better oil products . . . higher-than- 
ever standards of service. 


You’re the Winner! 


YOU benefit when your customers know 
about the progress that results from com- 


ee ath s how you can make this nationwide 
event produce results for YOU! 








petition in oil. YOU gain when they realize 
how you compete with rival companies to 
win customer approval. For as the public 
learns what a great job you’re doing they'll 
understand that your business freedom 
means more oil products, better oil prod- 
ucts, better service for them! Get people 
better acquainted with your business— 
your problems and your achievements— 
and you create good will that’s sure to pay 
off for you and your firm in the long run. 

Oil Progress Week comes just once a 
year, but it can benefit you the whole year 
through. 


Oil Industry Information Committee 
50 West 50th Street - New York 20, N. Y. 













@ All the tie-in material you need to make Oil Prog- 
ress Week your week is now ready. You can easily 


adapt it to fit your needs. Tie-in ads . . . sample 
| pont ... booklets ... motion pictures. ..window 
| oni ... poster designs. . . radio material—it’s 


all ready to use—the biggest, best tie-in package the 
oil business has ever put together. 


Get in touch with your local O.1.1.C. office NOW! 
Or write to national office address listed above. 


Don’t miss this chance to win new 
friends in your community! 
Make OIL PROGRESS WEEK Your week! 
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Reduce Nuisance 
Calls—Boost Profits 
on Service Contracts 





Filters the oil clean through an entirely new 
development e Removes dirt, rust, scale, 
water @ Assures steady flow of clean oil 
to the burner e Protects pump valves and 
nozzles @ Reduces service expense and 
needless, troublesome calls e Easy to in- 
stall @ Replacement cartridge builds re- 
peat profits e Available in capacities of 
2000, 4000, 6000 gallons of oil con- 
sumed per year. Send for complete details. 
Find out how you can profit with Fram. 


FRAM FILTERS 


FRAM CORPORATION 
Providence 16, R. I. 


Please send me complete details about Fram Fuel 
Oil Filters for Oil Heating. 


IESE ree ee ere eee | 


ADDRESS --------------- Pidiebatagsegs cedure cea | 
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three packed in a wooden carrying case. 


The thermometers will mount in a 
5/16” diameter hole, their tapered bush- 
ings making insertion easy and providing 
a snug fit. The aluminum dial has black 
enamel figures, temperature readings 
ranging from 30° to 240° F. 


Made by: Rochester Mfg. Co., Inc., 
10 Rockwood St., Rochester 10, N. Y. 


Fireye Control System For 
Light Oil Installations 


FIREYE SYSTEM FF-1 has been designed 
by Combustion Control Corp., Cam- 
bridge 42, Mass., as a flame failure safe- 
guard for installations using light oil in 
excess of 5 gph. 


The system consists of a photoelectric 
scanner and programming control. In 
the event of flame failure, lock-out oc- 
curs 5 secs. after power has been applied 
to burner motor and electric ignition. 
If flame failure occurs during an operat- 
ing cycle, safety lock-out occurs within 
2 to 4 secs. 

Made by: Combustion Control Corp., 
77 Broadway, Cambridge 42, Mass. 


York Vertical Boiler Unit 
For High Pressure Steam Work 


A NEW LINE of low cost, vertical, tubu- 
lar, high pressure boiler-burner units, 
sized from 3 to 15 
hp, has been an- 
nounced by the In- 
dustrial Div, 
York-Shipley, Inc., 
York, Pa. Units 
are equipped with 
a York-Heat gun 
type burner, auto- 
matic controls, low 
water cutoff, con- 
densate return sys- 
tem and draft adjuster. 

ASME constructed, the boilers are 
full length riveted, furnished complete 





woth 





with base, combustion chamber and trim. 
They have been designed especially for 
high pressure steam processing. 

Made by: Industrial Div., York- 
Shipley, Inc., York, Pa. 


Hercules Non-Setting 
Pipe Joint Compound 


INTRODUCTION of new containers for its 
prepared non-setting pipe joint com- 
pound has been announced by Hercules 
Chemical Co., New York, N. Y. Being 
used initially in Y and 5 Ib. sizes, the 
new cans eventually will be adopted for 
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HERCO 
y y 


Profits 
Last Longer 


. . . because when you sell HERCO, you 
are selling years of trouble-free perform- 
ance. This means that your profits are 
protected from expensive service calls 
and bothersome complaints. 






he Handsome 
HERCO 
RESIDENTIAL 
packs plenty of 
sales.appedl... 


. . . Here’s a burner that will give your 
customers everything they could ask for 
in a fine oil burner . . . beauty, quiet 
operation, “‘built-in’’ efficiency. Unusual 
economy is made possible by the Thrifti- 
fier—an exclusive HERCO 
that provides a hotter, thriftier fire— 
saves oil. Built in three different sizes to 
fit every housing requirement. 


invention 


Ask about the 
HERCO STAINLESS STEEL OIL HEAT UNIT 


For genuine value, you just can’t beat it. 
This warm air unit has a sturdy, double- 
walled stainless steel combustion chamber 
that gives perfect heat delivery. Its exclu- 
sive “heat economizer” actually pre-heats 
cold incoming air—a feature that spells 
savings to the customer. Write for details. 


HERCO OIL BURNER CORP., LANCASTER, PA. 


HERCO 





The Oul- Thrifty 
OIL BURNER 


August 
1950 
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all sizes. The product is suitable for 
screw joints on steam, gas, water and 
air lines and may be used without mix- 
ing. It remains in suspension indefinite- 
ly and does not lump or hard-cake. Joints 
made up with the compound are leak- 


proof, but may be broken easily when | 


necessary. 
Made by: Hercules Chemical Co., 332 
Canal St., New York 13, N. Y. 


Penn Develops New 
Oilburner Primary Control 


A TW@-PIECE STACK CONTROL, in which 
the primary relay is an integral part of 
the oilburner, has been developed. The 
primary relay is factory installed and 
prewired before shipment by the manu- 
facturer. The second unit is a simplified 








Top: 673B stack unit. 
Bottom: 675 relay panel. 


combustion control, requiring only low 
voltage wiring. 

The new control is a space saver in 
crowded quarters, since the location of 
the stack switch reset button on the 
burner makes it unnecessary to have ac- 
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HAND ., HAND 
‘Panacoil WATER HEATERS 


Have been linked with PROFITS for the many thou- 
Xo] alo Keo) mm (elo) ol-1a May (ole diate MEial-tuiMEolalo MM ial-MEaelsligoka cola 
installing them—for they represent the best in proven 


design and service-free performance. 


Every type and size available—for every type and 
size of installation! 


Type A—Indirect Water Heaters 

Type B— Apartment House Heaters 

Type (—Submerged Tank Heaters 

Type D—Tankless Water Heaters (Gravity Circulation) 
Type E—Tankless Water Heaters (Forced Circulation) 
Type |—Instantaneous Water Heaters (Steam Type) 


Heating Elements for Storage Tanks 
Convertors for Forced Hot Water or Radiant 
Heating Systems 
Condensate Coolers « Flexible Nipples 


A TYPICAL PARACOIL VALUE! 


Type D Tankless Heater 

Gravity Boiler Water Flow 

3.5 and 5 G.P.M.— 40 F to 140 F 
Boiler Water 180 F 

All Copper Water Circuit—C.l. Shell 


Low Pressure Drop — 


Sia Noli alte Mim OX-t3Ke ab 


Write for Catalog Material and Prices! 


DAVIS ENGINEERING 


CORPORATION 
1058 E. Grand St., Elizabeth 4, N. J. © 30 Rockefeller Plaza, New York 20, N.Y, 
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cess to the stack after installation. The 
control is offered in both intermittent 
and continuous ignition for 115 v., 
50/60 cycle electrical service. 

Made by: Penn Electric Switch Co., 
Goshen, Indiana. . 


Conco Ranchief For Use 
With Perimeter Heating 


A COUNTERFLOW, HI-BOY winter air con- 
ditioner, designed specifically for perim- 
eter type heating, 
with ducts above 
and below floor 
level, has been an- 
nounced by Conco 
Eng. Works, Men- 
dota, Ill. The Ran- 
chief is “Converti- 
built,” for gas or 
oilfiring, is deliv- 
ered fully equipped 
and is rated at 64,- 
000 Btu capacity. 
It measures 22” 
square and has all 
wiring and controls 
within the cabi- 





manner, it is explained, that casing tem’ 
peratures are low enough to allow zero 
clearance to combustible materials. Flue 
pipe extends from the top of the casing, 
which is 20 gauge steel and encloses 25 
sq. ft. of 14 gauge steel heat exchanger. 

As an oilfired installation, the Ran- 
chief is equipped with a stainless steel 
vaporizing oilburner. In addition to the 
burner, standard equipment includes a 
centrifugal blower with 1/6 hp motor, 
and a complete set of controls. 

Made by: Conco Engineering Works, 
Mendota, IIl. 


New White Trucks Offer 
Weight-Saving Advantages 


MODELS WC-2264-ET and WC-2864- 
ET, White tanden drive tractors, incor- 
porate weight-saving advantages for 
lighter weight power equipment for 
highway operation. The 2264 model has 
a 154” wheelbase, powered by the Super 
Power 150A engine developing 135 hp; 
model 2864, weighing 12,210 lbs., has a 
152” wheelbase, powered by a White 
280A 184 hp engine. 

Aluminum disc wheels save 37 Ibs. per 


net. Return air is handled in such a wheel, with a fore-shortened front end 





designed for the 2864 model, permitting 
maximum payload under all weight con- 
ditions and providing a weight distribu- 
tion desirable in bridge formula states. 

Made by: The White Motor Co., 842 
East 79th St., Cleveland 1, Ohio. 


Metropac Strate Aire 
Winter Air Conditioner 


DESIGNED for small buildings and homes 
where the hot water feature of other 
Metropac units is not required, Strata 
Aire units are offered in sizes with bon- 
net ratings of 100,000, 140,000 and 
195,000 Btu/hr. Construction of the 
unit features downdraft flues and inter- 
changeable warm air and cold outlets 
for flexibility in installing. During the 
winter Strate Aire provides filtered, 
humidified, forced warm air and in the 
summer can be utilized to furnish fil- 





truly TIME-Testep 


BURN-RITE Ol BURNERS 


“The Masterpiece of Oil Burners” 








STANDARD PEAR SHAPED — PACKAGE UNIT 
Everything included in wooden box for complete installation 






Sheets 


ROUND—RECTANGULAR— 
AND SPECIAL SHAPES ALSO 
AVAILABLE 


OVER \s MILLION 
INSTALLATIONS 
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=< iiecer 
a Catalog, COMBUSTION CHAMBERS 
3% al Write for 
Specification SOLD BY full 


LEADING JOBBERS 
NATIONALLY 


MONOGRAM 
PRODUCTS COMPANY, INC. 
731 N. 35th ST., PHILA. 4, PA. 


For: 
Quality 
oe 


Economy 
e 





Firing Rate 


details! 















Dependability 


| to 3 G.P.H. 


@ RELIEVES Strain on Fuel Pump 
@ PREVENTS Back Syphonage 
@ PROMOTES Top Efficiency 


e SEND FOR FULL INFORMATION TODAY! 


BURN-RITE PRODUCTS CO. 


177 W. FIRST ST. 


Famous 


BURN-RITE 
Anti-Syphon 
Valves 


MODEL A 


BURN 
RETE 
VALVE MFG 
CORP, 


MOUNT VERNON, N.Y. 











August 


1950 
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Faster. HEATING PAN 


‘aster VAPORIZATION 


UNBEATABLE HUMIDIFYING 
ORMANCE 


PERF 














DRIP FEED PRINCIPLE 
Does not spray or run. Water 
drips into pan through fun- 
neled orifice one drop at atime. 





$ 
‘ 


SUPER SENSITIVE 
THERMOSTAT 
Starts or stops the flow of 
water according to bonnet 7 
temperature. Leaves only a | 
thin film of water in pan. © 








EASY TO REGULATE 
Outside screw adjuster permits 
fingertip control of water flow 





FLEXIBLE INSTALLATION 
12 pan sizes are available. 





Here’s the first and only 
humidifier on the market 
that has every feature want- 


quickly and easily, thus re- 
ducing high labor costs. 


ONE KIT TO PURCHASE 
All accessories are contained 


, in one compact unit. Easily 





} 
} 


ed. It is precision-built at | 
every point for superior | 
quality —not a production | 
line job. Will fit every type | 
warm air furnace. It installs | 


assembled — economical to | 


f use—quick to sell. 


COMPARE THESE SUPERIOR 
PERFORMANCE FEATURES 


@ New, improved, air-tight valve 


@ No electrolytic action. 

@ No clogging. 

@ Easy to clean and service. 

@ Less parts — simplified design. 

@ No stagnant pool of water left in 
pan — no scum. 


@ Immediate vaporization. 
@ Easy, flexible installation. 


WRITE TODAY FOR 
FREE LITERATURE 
DEPT. FO-80 
AUTOMATIC HUMIDIFIER 


COMPANY 
Cedar Falls, | lowa 














orifice has positive seating action. 






YOULL FIND IT PAYS 


KEEP FUEL CUSTOMERS HAPPY 


| with a Summer Clean-up the G-E way 


AND THEY SURE GOT 
All THE SOOT 
AND SCALE our! 












THEY LEFT THE | 
CELLAR CLEANG 
AS CAN BE! 






General Electric ENGINEERING— America’s buy-word for 
efficiency — gives you the MODERN Furnace and Boiler 
Cleaner—a powerful, easy-to-handle unit that does the job 
fast, thoroughly and economically. 

This superior, high-vacuum machine (1 full h.p.; 43” 
water lift; weight only 51 lbs.) will make a hit with your 
clean-up crews . . . step up their productiveness . . . bring 
you more satisfied customers . . . more clean-up jobs to bill. 

The model Avi-F908 G-E Furnace and Boiler Cleaner, 
which comes with special furnace cleaning attachments, 
provides both SUCTION and BLOWING. Power unit can be 
lifted from tank and converted into a powerful blower by 
removing bag and substituting coupling and guard. 

You'll also find the sPECIAL G-E CHIMNEY-CLEANING 
SET brings down the chimney soot and gets it into the 
machine with a minimum of muss and fuss. Revolving 
handle and vacuum hose fit through special shield which 
keeps falling soot from escaping into a 
cellar. Set includes Shield, Crank, 
Chimney Flue Brush, Duct Brush 
and eight 4-ft. extensions. 


MAY WE send you the new Illus- 


trated Folder which tells more about 
MODERN furnace-cleaning equipment. 





Just mail coupon below 


Furnace and Boiler Cleaners 


GENERAL @@ ELECTRIC 


GENERAL ELECTRIC COMPANY, Dept. 22-1623 











| I 1285 Boston Ave., Bridgeport 2, Conn. l 
I Send me your new Folder on G-E Furnace and Boiler Cleaning 
i Equipment. l 

| i 
| (11 | SEE Se en eee a ener ge I 
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tered, forced air circulation. 

The package unit is furnished com- 
plete with 3 standard controls, gun type 
oilburner with removable head for ease 
in servicing, glass fiber filters, 2” brick 
fire chamber and an insulated, hammer- 
tone finish jacket. 

Made by: Metromatic Mfg. Co., 21 
Henderson St., Everett 49, Mass. 


Sid Harvey Draft Regulator 
Available in Three Sizes 
DRAFT REGULATORS in 7”, 8” and 9” 
sizes recently announced are designed 
for ease of installation and accuracy of 


draft control. The announcement de- 
scribes them as combining low cost for 
development work with high quality 





for deluxe installations. A non-corrod- 
ing knife edge bearing and an external 
adjustment for easy setting are features 
of the regulators. All sizes are finished 
ina rich silver color. 

Made by: Sid Harvey, Inc., 104 E. 
Mineola Ave., Valley Stream, N. Y. 


Coleman Adds High Pressure 


Conversion Burner to Line 


A GUN TYPE conversion oilburner has 
been added to the line of a leading 
manufacturer of vaporizing equipment. 
Capacity ranges from .75 to 3 gph, with 





the burner measuring 1834” wide, 
height adjustable from 14-13/16 to 
19-1/16”. A 17” blast tube, standard 
equipment on the burner, may be re- 
placed with shorter lengths. 

Functional design by a leading indus- 
trial stylist has coordinated the motor, 
fuel unit, ignition system and air-oil as- 
sembly, with all moving parts readily 
accessible and held in alignment by a 
streamlined, diecast housing. Constant 
ignition is employed. The standard fuel 
unit is an internal gear type, but a two- 
stage pump is available. 

Made by: The Coleman Co., Wichita 


1, Kansas. 
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IRON FITTINGS 

@ BRASS FITTINGS 

@ COPPER TUBING 
@ OIL FILTERS 

@ OIL VALVES 

Write for catalog and prices. 


SOUTHWESTERN 
OFFICE & WAREHOUSE 
548 Burleson 
San Marcos, Texas 


S. H. LEGGITT CO. 


MICHIGAN 


- CEGGITTS - 


an 


MARSHALL 
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IRECT CONNECTION between oil 
tank or drum and tube line to heater 
or furnace, has given this NEW, specially 
designed Leggitt Oil Tank Valve soaring 2," 
It is something much needed in 
thousands of homes to eliminate the usual 
leaky ‘‘make-shift’ way of connecting 
heater to tank. This ALL BRASS VALVE with 
laf brass seat is of finest quality in construc- y 
tion and material and is a very saleable 
and fast moving item. 


Always look to Leggitt for the newest in 
valves, filters, fittings, etc. — the BEST in 
BRASS at the MOST REASONABLE PRICES! 
Whether your order is large or small it 
will receive the same prompt and careful 


=z @ GALVANIZED MALLEABLE 
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weight, only 9 oz. 








A NEW, LOW PRICED 


I — 
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You can’t beat the NEW V2-100 Solenoid Valve for de- 
pendability on original burner equipment or for service sat- 
isfaction. This very compact valve has such quality features 
as sturdy steel construction with all parts plated to resist 
corrosion — soft synthetic seat and seals to prevent leakage 
— spring loading for positive closing — no brazed, welded 
or soldered pressure joints— usable in any position — 


OUNCING 
yglve 


drip-eliminator 
or shut-off 





Model V2-100 





Maximum pressure is 125 p.s.i. The NEW 


V2-100 is two-way, normally closed, rated at 10 watts 
maximum and is Underwriters’ approved. 


Write for details and low prices! 


SAcawererectric VALVE DIV. 


THE SKINNER CHUCK COMPANY 


141 Belden Ave., Norwalk, Conn. 


—— 





August 
1950 














Air-Gonditioning Hi-Boy Furnace 
The Complete “Package” Unit 


Model FDF-858 (Illustrated) comes as a complete "package" 
unit (burner, blower, belt, pulleys, limit control, fan switch, 
oil control, fused entrance switch, wall thermostat, and draft 
regulator.) This winter air-conditioner has 85,000 B.T.U. 
output... forced draft with FB-15 Silent Sioux Burner... 
forced circulation at 1,200 C.F.M. .. . finished in attractive 
gray hammertone. Offers unbeatable quality that equals that 
of your top quality competition. Easy to sell .. . economical 
to install! ! ! 


OIL CONVERSION BURNER 







a oa 
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Easily converts coal burning 
furnaces to oil burning 
units. Low initial cost, economical to operate. 
Quiet and clean. Complete with controls, 


thermostat, 8-inch draft regulator, and trans- 
‘ormer. 


For greater sales and lower inventory, get acquainted with 
the complete line of Silent Sioux Heating Equipment. For full 
information, write today to: 


SILENT SIOUX OIL BURNER CORP. 


DEPT. FO850 ORANGE CITY, IOWA 


















YCLOTHERM 


STEAM 
GENERATORS 


have 
cyclonic* 
combustion 


SKWHAT IS IT? It's the modern scientific 

discovery of transferring heat at the highest degree 
of efficiency with a new low in fuel consumption. 
Principal factors of which are the cylinderized solid 
flame with its exclusive cyclo-motion power, de- 
signed to utilize the full potential of every particle 
of fuel .. . and the thin layer of air resulting from 
centrifugal force that’s always between the flame 
and wall of combustion chamber. A combination to 
produce steam far in excess of conventional stand- 
ards for measured heating surfaces. 


SEND FOR ALL THE BIG REASONS 


Learn how the completely automatic Cyclotherm 
with its unexcelled all-in-one package type 
features wipe out waste and excess costs. If 
you are planning a new or replacement boiler 
installation it will pay you to first get the 
facts on Cyclotherm. The coupon below is for 
your convenience. 





CYCLOTHERM CORP. 
Oswego, New York 






CYCLOTHERM CORP., OSWEGO, N. Y. 


| Gentlemen: Please send me bulletin H-1 showing 
the advantages of Cyclotherm’s new concept in 
Heat Transfer. Without obligation, of course. =. 
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Reader's Prellems 


Q. Ihave noted with considerable in- 
terest the announcement of your ‘“Use- 
ful Ideas” contest and I have several 
entries that I plan to submit. One rule 
puzzles me, though, and since I am field 
testing an idea now on which I want to 
base an entry if it works out, I would 
like to have the maximum amount of 
time. Your announcement stated the 
contest closes on August 31. Does this 
mean that the entries must be in your 
possession by that date or does it mean 
they must be postmarked by August 31. 
S.J. W., Ramsey, N. J. 


A. A good question, and one that 
requires an answer because in drawing 
up the rules for the contest this point 
was not clarified sufficiently. 

Entries submitted must be postmarked 
by midnight, August 31, to be eligible 
for consideration by the judges. The 
date of receipt at this office is unimpor- 
tant so long as the envelope has been 
cancelled before that time. 

* * * 

Q. After just checking back through 
one whole year’s stack of FUELOIL & 
Om HEAT magazines, I could not find 
an answer to a problem which I have 
been up against for the last three 
months. I would appreciate very much 
your telling me how to solve it. 

I get a call back every month when 
this burner fails to go, and I find that 
the electrode points are bridged across 
with carbon every so often. 

I've checked these things: 

1. Electrodes, not cracked. 

2. Separated point gaps more and 
more each time I left the burner. They 
are now more than ¥” apart, the limit. 
With them farther apart the spark will 
follow back and hop all over. 








3. Nozzle, new and clean and does 
not drip after shut-off as far as I can see. 
4. When I checked pump pressure | 
brought it up from 75 to 100 lbs. think- 
ing that will atomize the oil better. 

5. I brought in another service man 
who works for another company. He 
had more experience than I. He could 
find nothing. After he left, she carboned 
across again. 


S. B. O. M., Milford, Conn. 


A. The chances are at least five-to- 
one that the trouble lies in the spark 
points being too close to the oil spray 
from the nozzle. 

Check on this by removing the gun 
tube assembly from the burner, connect- 
ing an oil line from the fuel unit to the 
nozzle line, spraying oil from the noz- 
zle into a pan or pail, and observing the 
spark points to make certain that they 
are clear of the oil spray by at least 
V4”. On this trouble job, you'd better set 
the points to be 4%” clear of the oil 
spray. If the tips are relatively high com- 
pared to the orifice of the nozzle, set 
them lower; make the vertical distance 
between the tips and the centerline of 
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USE IT 
with ) 
SUMMER 
FILLS 


Summer is the time 
when sludge settles out 
of oil; gums up tanks, 
lines and strainers. 








sludge-free burner this fall. 
item. 





DELAVAN 


MANUFACTURING CO. 
3009 SIXTH AVE., DES MOINES 13, IOWA 
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PROFIT 


WITH 
cs GRAND 
pee RAPIDS 
$ FURNACE 
: | CLEANERS 

















Use Delavan Sludge 
Solvent with summer fills to assure a clean, 


Write for Bulletin No. 248. 


A real profit 








NOW! 


It’s easy to get a lion’s share of furnace 
cleaning profits when you use a Grand 
Rapids Furnace Cleaner. Greater clean- 
ing capacity, handling ease and practi- 
















cally designed groups of fur- 
nace cleaning attachments 
help you give better service 
and clean more furnaces per 
day at a higher profit. 















Act now! Write today for 
complete information and prices. 





DOYLE VACUUM CLEANER CO. 
233 Stevens St., S.W. 


Grand Rapids 7, Michiga® 


August 


1950 
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OW! a RuUST-FREE, 
SELF CONTAINED COMPLETE 


N 


TANKLESS WATER HEATING SYSTEM! 
The ALSTROM HYTEMP 





... OIL FIRED, "DOUBLE TRANSFER" 
AUTOMATIC WATER HEATER 





—for abundant clean hot 
water in homes, summer 
houses, restaurants, fac- 
tories, hotels, apartment 
houses, etc. 








Ruggedly constructed for long 
life at high temperatures, the 
heavy duty HYTEMP Auto- 
matic Water Heater employs 
a "double transfer" principle. 
Oil fired heat is taken from 
the primary water circuit. This 
circuit is sealed air tight, oxy- 
gen free, and therefore non 
corrosive. 


Hot water is then drawn from the secondary tankless 
circuit made of all copper-bronze — impervious to 
corrosion. 


The HYTEMP comes in four sizes: 
Models 100, 200, 350 and 500. 
Model number indicates equivalent 
useful storage tank capacity. 


UNITS ARE: 


@ attractively designed in 
enameled jacket 


© complete with burner and all 
controls 


@ fully insulated 


@ built to supply more hot water 
at lower costs 


@ made by the manufacturers 
of the famous *Vacuumatic 
Tankless Water Heater 


© guaranteed for ten years 


See your wholesale distributor or write 
direct for literature and prices. 


*Reg. T.M. 











Manufacturers of: heavy duty submerged coils, Tempering Valves, 
Oil Preheaters, Flo-Matic. 


THE ALSTROM CORPORATION 


790 East 176 Street ® 











AN ANCHOR 


Reasons Why 

You Make More Profit 
. . « Build Good-Will 
Profit More... 


wm ANCHOR 


OQit BURNERS 


Fuel Savings. 

Up to 36% on fuel oil. 

More Efficiency—Quieter—Pre- 
cision engineering High Vacuum 
—Noises reduced to a hush. 

Electronic Fuel Control. 

No danger of oil flooding. 

Pre-Wired at Factory. 

Your installation time reduced. 

Low Cost Operation. 


New "Fuel Miser" 
budget a lift. 


Compact. 
Easy, simple to install. 
Sells Fast. 


Needs little floor space and is 
trouble free. 
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Listed under 
Label Service of 
Underwriters 
Laboratories 










Anchor Division, Stratton & Terstegge Co. 
P. ©. Box 311 — New Albany, Ind. 





Gentlemen: 


Please send literature on the following Anchor 


Equipment: “g 


© Oil Burners C1 Complete Heating Equipment S| 


ao cg dal nacnKandcqngscaseedenes canine 


















SERVING THE ST. 





Use "CRESCENT PARTS" Service 


LOUIS TRADE AREA 








Stoker and Oil Burner Parts 


Authorized 
Fuel Unit FUEL UNITS TUBING 
Service TRANSFORMERS FITTINGS 
Station ELECTRODES NOZZLES REPAIR 
COMBUSTION CHAMBERS CONTROLS EXCHANGE 
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the nozzle no more than about 34”, in 
order to have the spark light the oil 
particles only a short distance from the 
point at which they leave the nozzle 
orifice. 

Many burners work well with the 
spark points as close to the nozzle as 
possible without inviting jumping of the 
spark from the tips to the nozzle (the 
air gap between the tips and the noz- 
zle should be 2”) and with the tips 
flush with the end of the nozzle, not ex: 
tending out in front of the nozzle. Try 
this spark tip adjustment on your trouble 
job. 

Important: Of course, the high ten- 
sion wires must not be connected to the 
electrode assemblies when you test as 
described above and spray oil into a 
pan or pail. There must be no spark 
at the tips! 

After setting the points in the man- 
ner described above, start the burner 
and use a good flame mirror to study 
the tips and the oil spray. Again make 
certain that the spark points are clear 
of the oil spray by at least 1%”. Start 
and stop the burner quickly a few times, 
before the firebox becomes red-hot, and 


check to make certain of prompt, cer’ 
tain ignition. 

To check for positive, prompt ignition 
if you are in doubt, remove the gun 
tube assembly, set the tips 4%” farther 
from the oil spray than you intend to 
leave them, and find out if they light 
the oil when in this position. You may 
be surprised and educated by the man- 
ner in which the spark lights the oil 
when the tips are far from the oil spray. 

We have assumed in everything we 
say above that the burner air-handling 
parts are of good design, and that on 
other installations the same make and 
model of burner does not give this trou- 
ble. However, in certain troublesome 
burner models there is a tendency for 
the spark points to become carbon- 
coated because the flame whips back to 
the spark points even when they are set 
properly. “Lack of center air” can cause 
this, where a cup-shaped or cylindrical 
air-handling part tends to enclose the 
nozzle. The remedy experts use is to pro- 
vide additional “center air” by drilling 
holes in the air-handling part that causes 
the trouble. Again, you could switch to 
entirely different air-handling parts for 


the gun tube, which do not give this 
trouble. 

Adjusting for a wider spark gap is 
not the correct method of trying to end 
the carbon bridge trouble. Never set the 
spark points of a pressure burner far- 
ther apart than 3/16”; experts often use 
Ye” or 5/32” spark gaps. Where car- 
bon forms on electrodes set for such 
gaps, either (a) the tips are close to or 
in the oil spray from the nozzle, or (b) 
more rarely, the burner air-handling 
parts are of poor design that causes the 
flame to whip back to the tips. 

To adjust the tips, loosen the porce- 
lain insulators of the electrode assembly 
and turn them and slide them back and 
forth to arrive at the proper setting for 
the tips. Bend the end of the tips if nec- 
essary; use two pairs of pliers on the 
wire that forms the end of the tip, and 
make the bend precisely where you want 
it. Don’t crack the porcelain insulator 
by holding it while you bend the wire 
using pliers, 

** * * 

Q. Testing in basements and labora- 
tories, I find the longer I leave the stack 
thermometer in a smokepipe, the higher 












DON'T TAKE CHANCES... 


Be Safe By Giving Your Customers The Best In Draft Controls 
With DRAFT KOREKTOR. Fuel Saving Performance Proved By 
Thousands Now In Service. Built Right And Priced For Easy Selling. 


COLE-SEWELL 
a 


The No. 909 DRAFT KOREKTOR 
In Sizes For 8” To 10” Pipe 
Comes Cartoned With Simple 
Directions For Easy Installation. 
Want Full Details? Your Inquiry 
Will Get Prompt Action. 
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the reading of flue gas temperature. In 
30 seconds after a cold start on one job, 
I read 672°. In two minutes I read 
739°. In 15 minutes, 761°, and so on 
up for two hours. When to read it? 
D.N. F., Schenectady, N. Y. 

A. Finding the boiler or furnace 
chilled to practically basement tempera- 
ture, run the burner for 20 minutes, 
then insert a typical modern stack ther- 
mometer in the smokepipe and read it in 
two minutes. If to start out the heating 
plamt is somewhat warm, use your judg- 
ment in running the burner long enough 
to make the furnace or boiler as hot as 
it would be after the burner runs 20 
minutes following a cold start. Then 
read the stack temperature. Of course 
your readings are not as high as would 
come of inserting a stack thermometer, 
running a burner continuously for eight 
hours, for example, then taking a read- 
ing. 

* * ** 

Q. Why does oil drip out the under- 
side of a gun tube of a pressure burner? 
It’s noticed most right after the burner 
shuts off? S. C., Brooklyn, N. Y. 

A. The trouble could be caused by a 


leaky shut-off valve in a fuel unit, by 
having the nozzle in a wrong position 
that causes oil to be sprayed against the 
air-handling parts at the end of the gun 
tube, or by improper oil spray given by 
a defective or partly plugged nozzle. 

* # * 


Q. Frequently there are articles in 
FO& OH, reprints of which I could use 
in my selling campaigns or in training 
sales and service personnel. Will you 
please quote me prices for reprints. 

A desire for one hundred reprints of 
the article “Small Forced-Air Jobs Can 
Be Better” by J. W. Schulz, which ran 
in your June issue, prompts this request. 

C. G. H., Glencoe, IIl. 

A. This is a typical inquiry, several of 
which are received each month, asking 
for information on how to obtain re- 
prints of current or older articles. 

Reprints can be secured for interested 
dealers in minimum quantities of 100, 
reproducing the article exactly as it ap- 
peared in the magazine for $20.00 a 
hundred when the article is 4 pages long, 
$11.50 when it can be reprinted on two 
sides of a single sheet and $6.50 for a 
1 page feature. 


These prices are relatively high, be- 
cause of the small run and larger quan- 
tities, of course, can be secured at pro- 
portionately lower prices. Then too, the 
prices are maximum and any savings 
effected are passed on to the purchaser. 
Folding, special treatments, imprints 
and similar extras are billed at cost. 

ar a 

Q. Is there really an advantage in 
having a boiler steam quickly after a 
stone cold start? We question exactly 
the basis for the promised fuel savings 
that comes of this. 

W. A., Dayton, Ohio. 

A. Yes, there is an advantage. With 
all other factors the same, the quick- 
steaming boiler uses less fueloil. Con- 
sider the situation on a mildly cool fall 
day when steam should be fed to the 
radiators for 30 minutes out of the 24- 
hours to heat the house properly for the 
day, as this brings out emphatically the 
advantage of rapid steaming from a 
cold start. Consider two boilers, each 
fired the 1.0 gph needed to carry the 
load, and the first steaming in 15 min- 
utes, the second in one hour, after a 
cold start. To give the radiators heat 
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COMBUSTION TEST SET. 


DO ALL SIX: 

. Determine proper CO2 content. 
« Check for air leaks. 

. Adjust air control. 

. Establish draft conditions. 

. Level burners and controls. 
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. Find stack temperature readings.g 


Set includes durable 
carrying case, all 
eccessories and 
instructions. 
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A Low-Pressure burner with 22 less parts 
than any other, takes much less power to 
run. Better atomization at 1 to 2 pounds 


Easy to install. Any good service man can 
not necessary to attend special 
service schools. 


Air and oil mix in nozzle, Patented feature 


BETTER 
CHEAPER 





DWYER Bulletin 220 
sent on request. 
Describes this set 
ond other styles. 













315 S. Western Avenue—Chicago 12, Illinois 








prevents change in flame density. Airflame 
cone drives fan air to center of oil mist. 
Lifts own fuel from buried tanks. 


Franchises to local installers or to state distributors. 
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537 Market Street Waukegan, Hlinois 
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for 30 minutes, the first boiler would 
run 45 minutes following a cold start 
and would use .75 gallons of oil; the 
second boiler would run 90 minutes fol- 
lowing a cold start and would use 1.50 
gallons of oil. This example is an exag- 
geration. Actually, much of the heat 
put into the slow-steaming boiler stays 
in the house and helps to heat it; some 
of this heat shows up as needed base- 
ment heat. Actually, the fuel savings is 
less than it would be otherwise where 
a boiler provides summer-winter hot 
water. Relatively little fuel is saved on 
cold days when a heating boiler must 
steam nearly continuously; much is 
saved on a mildly cold day, and by a 
boiler that serves only for heating. 
* * x 

Q. What's the procedure for arriving 
at smoothest possible heat? I have in 
mind concentrating on this for my own 
house and my customers’ houses. Radi- 
ators mostly are used; a few hot air fur- 
naces. 

V. M. M., Norwalk, Conn. 

A. Often the problem boils down to 
using the lowest firing rate that will heat 
the house properly on coldest mornings, 

























painstaking installation and adjustment 
of the room thermostat and other con- 
trols, and adapting the heating system to 
on-off firing. 

Use on-off recorders to obtain records 
of the behavior of the burner and cir- 
culating motors. Use temperature re- 
corders, placed fairly close to radiators 
or warm air registers, to check on the 
even flow of heat to the rooms. Using 
these instruments,-you cannot help but 
develop ideas on how to arrive at 
smoother heat. 

Es BS * 


Q. The heating contractor who in- 


stalled this system, now fired by my 


burner, takes it on himself to condemn 
the job I did, though the owner finds 
nothing wrong. Is my job to be con- 
demned because the burner runs three 
hours or more continuously but raises 
no steam pressure? If he’s right, I'd have 
to put in a large, more costly burner 
and bigger firebox. The point is I fired 
8.0 gph for 4,252 sq. ft.. equivalent 
standing load, now raised it to 9.5 gph. 
But the load is tough because of many 
unit heaters in cool areas. I don’t know 
if the hot water load on the same boiler 





burner gives the good performance 
proved by 123%4% CO, and 415° stack 
temperature. 

E. F. O., Portland, Ore. 

A. Unless without this the heating is 
entirely satisfactory to the owner, a 
higher firing rate should be used. After 
all, the low stack temperature indicates 
the boiler is not fired hard enough to 
produce rated output from it. Ordinari- 
ly a boiler should be fired hard enough 
to produce up to 600° stack tempera- 
ture, where fired a lower rate it does 
not carry its load properly. Developing 
steam pressure within reasonably short 
time, say within 90 minutes after a warm 
start, often is taken as the sign of a 
boiler’s carrying properly a steam heat- 
ing load. 

In a recent instance closely parallel 
to yours, orifice plates were installed 
in the feed valves of the cast-iron radi- 
ators because these proved oversize for 
the actual heating load. Following this 
ample steam pressure was developed. 
This idea may be viewed, however, as 
a dodge by the heating contractor who 
says your burner is too small. 
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service! 


e@ Low center of gravity, less 
chance of tipping! 

@ No outside dust bag! No 
dust passes through fans! 


@ Live electric | outlet at 
switchbox for extension 
light! 


For easier carrying cleaner separates into 
2 parts (as shown). 

See how easy it is to carry it! The dirt can 
weighs only 24 Ibs., suction unit only 39 Ibs. 
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The KENT Co., Inc. 








performance 


The KENT 
Double Suction 
FURNACE CLEANER 


You profit on the cleaning 


on leads for repair " work 


a real job, built to last. | 






@ 434 Canal Street @ Rome, N. Y. 
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BARB-O= =TUBE 
y LESS MONEY 


CHECK THESE FEATURES: 


. All models factory assembled — easy 
installation. 

2. Tubes extract heat from flue gases. 

3. Built for present day pressure-type 
burners. 

4. Low cost — Inquire from your dis- 
tributor. 


TURB-O-TUBE FURNAGE, Ine. 


106 Kingsley St. 


to BUY, 
to INSTALL, 


to OPERATE 


Ceiling installation 
for garages, stores, 
etc. Output up to 
150,000 BTU's. 


Buffalo 8, N. Y. 
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overloads it. There’s no way to tell. My 
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Readers’! Forum 


SENTINEL OIL CO., INC. 
New Rochelle, N. Y. 
Editor: 


One of the minor irritations in this 
business is the drooling and leaking at 
the curb from fill lines because either 
the flapper valve or hand gate valve let 
oil ooze back by them. 


It is of course true that sometimes 
there is carelessness on the part of a 
delivery man when he fails to turn up 
a hand valve snugly in the fill line after 
he is through, but anyone is just kidding 
himself—or doesn’t know what the 
facts are—if he doesn’t realize that in 
areas where there are curb fills much 
of the unsightly drooling comes from 
the fact that no one has solved the 
problem of how to make these valves 
so that they will function properly un- 
der field conditions. 

I know that theoretically you could 
build a U-shaped device in a fill line 
with a heavy ball that would drop as 
soon as the pumping stopped, much the 


same way a ball check valve works in a 
suction line to the burner. 

We spend hundreds of dollars a year 
to clean up and freshen up unsightly 
spots at the curb. Of course we have 
a lot of business in Mt. Vernon where 
for many years the Code has provided 
that fills must go to the curb, but there 
are many other communities where that 
is true also. 

I have bought some terribly expen- 
sive special valves to correct this defect 
and feel sure it is a problem that some 
day will be solved in a more simple and 
economical way. 

THOMAS A, BROWN 


WALTER CRAIGHEAD 
St. Petersburg 7, Florida 
Editor: 

Have been reading the May issue of 
FUELOIL & O1L Heat, and on page 108 
(“Joe Keyhole Covers the Exposition”), 
it was noted Mrs. Grace Redner was 
the first lady in history to attend the 
O.HL.I. sessions. 

I attended the sessions with my hus- 
band, Walter Craighead, in March, 
1941. 





Walter passed away on November 
12, 1943, and I have been operating the 
H. C. Little distributorship in Florida, 
eastern Georgia and South Carolina 
since then. I had fully expected to 
attend the O.H.I. convention but, due 
to the fact two of our dealers had ex- 
positions in Florida at the same time, I 
was unable to be present. 

I attended the national distributor 
meetings of the H. C. Little Burner Co. 
in San Rafael, Cal., May 31 through 
June 3 and should like to know are 
there other women distributors of 
oilburning equipment? 

JULIAN BLAIR CRAIGHEAD 
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GEO. D. ROPER CORP., Rockford, IIl., 
devotes 16-page booklet to series 3600 
rotary pumps for tank truck, bulk sta- 
tion and terminal installation and similar 
application. By cut-a-way photographs, 
with arrows employed to point out fea- 
tures, interior construction and operat- 
ing features are explained. Tables of 
specifications and dimensions are in- 
cluded for available sizes for a variety 
of uses. 





BE SURE YOUR PUMPS ARE READY 
FOR THE FALL and WINTER SEASON 


Install VIKINGS Now 


E ready with depend- 
able Viking bulk plant 
and truck pumps. A size 
and style for every pur- 
pose ... includes regu- 


lar twins (illustrated) FIG. 14 


BULK STATION 


. totally enclosed TWIN UNIT 


twins... multiple units 

. single motor drive 
pumps... truck mount- 
ing styles (illustrated) 
» « « large heavy-duty 


terminal pumps. 


Write today for any or 
all free bulletins: 
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FIG. 124 TRUCK PUMP | 


Standard Twin & Multiple Units _ 
KGsasnrsedessercheceveacepe aks Bulletin 405EE 

Totally Enclosed Twins 
Single Motor Drive Units .. 
Truck Mounting Pumps 


Heavy-Duty Terminal Pumps .Bulletin 2900EE 
Prompt Delivery on all Viking pumps. 


Viki Pump Company 
| Tite Cedar Falls, lowa 





The 


age Bulletin B400EE | 
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Allied Presents... 
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"REBEL" 


Most Popular Truck Tanks in Years! 


1250 GALLONS 
3 COMPARTMENTS 


METER, PUMP, HOSE, ETC. 


Order Now For Quick Delivery 


LIFETIME GUARANTEED 
CUSTOM MADE TANKS 


GASOLINE AND FUEL OIL 


ALLIED TANK TRUCK 
EQUIPMENT CO. 


2161 North Second Street 
Philadelphia 22, Pa. 


GArfield 3-8300 












Everyday Snags 
Knob and Tube Wiring 


Burner installers usually know that 
while it’s the best thing to do, it is not 
absolutely necessary to run an oilburner 
eleetric feed line right back to the meter 
and provide separate fuses for it. A 
burner can be connected to a branch 
circuit which is already installed in the 
house, if this does not overload the cir- 
cuit. By way of comparison, in many 
cities the practice had been to connect 
stoker motors to basement light circuits; 
most stoker motors are one-sixth horse- 
power, the same size as most oilburner 
motors, but the stoker motors work 
harder and draw more current. 

Some dealers know this, encounter- 
ing knob and tube wiring often and 
taking advantage of it. Others encoun- 
ter knob and tube wiring rarely, have 
the wrong idea in believing this type of 
wiring to be obsolete, and never take 
advantage of it. The fact is that an oil- 
burner can take its electricity from a 
knob and tube branch circuit, again if 





Above: Old wiring runs at right 
angles to beams 











Old wires run perallel to beams 





so connecting does not overload the cir- 
cuit. If the meter is at the other end 
from the boiler room of a long, rambling 
house, or is located in the attic or any- 
where upstairs, a wise dealer often 
makes use of a knob and tube feed line 
that runs into or near to the equipment 
room. 

Use the methods shown in the dia- 


gram to feed an oilburner circuit from 
installed knob and tube wiring or cleat 
wiring. These are according to Hoyle. 
Using them where tacking on to an old 
circuit does not overload it, you'll not 
create a “violation.” 


Filters Keep Nozzles Clean 


The short-short service article on p. 
52 of the February issue of FuELo & 
Oi Heat brought a down-to-earth let- 
ter from Bernard Hillman, Northern 
Heating Service, Philadelphia. 

“TI can sympathize with that poor guy 
in his fuel line troubles,” says Hillman, 
‘‘and when it comes to parts I can very 
well see where he might not be able to 
replace some of them. But what kind of 
a mechanic is he, when he gets stuck 
for a gasket with all the various good 
gasket compounds of the oil resisting 
type on the market?” 

Asked about this, the service man 
who had avoided cleaning suction line 
and fuel unit strainers replies that the 
following got his Nanny most. These 
are his words: 

First, old timers hung flimsily on 14” 
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Boston Chrome Steel 
“HANG-DOWN” 
: BAFFLE 


BOSMACO 
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COMBUSTION CHAMBER 
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True Alignment 
OIL BURNER 
NOZZLE 


ATLANTIC 







STEEL 
BOILERS 


Scotch- Marine 
type, three- 
pass, wet base. 
Spiral baffles 
in the heavy- 
gauge, three- 
inch fire tubes 
assure the ut- 
most in heat 
transfer. 
Firing cham- 
ber is entirely 
surrounded by 
water and con- 
tains a special high-temperature 
refractory combustion chamber. 
De Luxe jacket—attractive ham- 
mertone finish. 

















WRITE FOR COMPLETE INFORMATION 


BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 
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Sizes from 400 to 3840 sq. ft. steam; 640 to 6144 sq. ft. 


ATLANTIC 


STEEL 


hot water, E.D.R. 


Write for full information 
today! 


S. W. CORNER 
24th and BROWN STS. 
PHILADELPHIA, PENNA. 
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@ All Surfaces Machined 

© Completely Fire Tested 

@ Variable Tube Lengths To Fit YOUR 
@ Flange Mounted 


ROCKFORD 





an oil burner for every heating job 


@ Precision Made Throughout 


@ Meet All Local And State Requirements 
Write Us For Complete Information 


SUNDSTRAND ENGINEERING COMPANY 


YOU CAN 
RELY ON 





Requirements 


ILLINOIS 





E A OIL BURNER 
FILTERS 








@ Oil flows upward—allowing dirt and water to separate. 
@ 1'/2"" sludge trap prolongs life of cartridge. 
@ Oil cannot by-pass filtering element. 
@ Cartridge easily changed by removing thumb screw. 
SEND FOR FULL DETAILS NOW! 
REGA MFG. co., 99 MT. HOPE AVENUE, ROCHESTER 20, N. Y. 

















to Y2” nipples or oil lines, with plugs or 
caps at the tops or bottom that have to 
be removed with two 18” pipe wrenches 
when strainers need cleaning. Second, 
these compact metal strainers built into 
burners and fuel units, which haven't 
got 16 different size strainer baskets 
fitting into each other like a Chinese 
puzzle and which haven’t got 12 lead or 
copper gaskets, all different and full of 
bolt holes and shaped like Australia, 
but which just seem like it. Third, 
strainers with stripped bolts and parts 
broken by another service man who got 


them back together oil tight by luck. 

“My real point in writing,” Bernard 
Hillman goes on, “is that the procedure 
you outline in this article about install- 
ing filters is practically the same as used 
by us, except that we go a little further 
than what your article recommends. 

“We have specialized on a filter, 
which is oversize, for which replace- 
ment cartridges can be secured in al- 
most any supply house. 

“We install this filter as close to the 
fuel pump as is practical. After this we 
remove the screens of the pump unit, 


and if they are in good condition we 
clean and replace them. After this op- 
eration, we remove the nozzle assembly, 
run a hose from the nozzle connection 
of the fuel pump into a container, and 
run the burner until the pump has de- 
livered two to five gallons of oil into the 
container. This is to flush out the pump 
parts that otherwise could be cleaned 
only by pulling the whole pump apart. 
While the fuel pump is cleaning itself 
pumping the oil into the container, we 
clean the nozzle and nozzle assembly. 
“On new installations, of course, we 





“IN THE TANK” 
ACCESSORIES fy 


Buckeye line: 
< No. 439 Foot Valve 


accuracy, 


construction. Full flow. 
Single poppet. 


restricted flow. 





For oil burner installations, Buckeye also 
makes fill caps, fill boxes, vents, sludge pumps, 
strainers, check valves and shut-off valves. 


BUCKEYE IRON & BRASS WORKS, Dept. F 
P. O. Box 883, Dayton 1, Ohio 


Bucks 


Oil men know this about Buckeye Oil Burner Acces- 
sories: That the name itself signifies quality, that acces- 
sories bearing this name can be installed and forgotten, 
that fine performance and long life are built into every 
Buckeye fitting. Here are a few selected from the 


Double poppet. Seats, hande 
lapped to disc for perfect 
are the only 
moving parts. All brass 


No. 438 Foot Valve —> 
Retain 
accuracy after years of 
use. Full capacity for un- 


No. 441 Tank Bushing 
Made of iron. Full 
length standard taper 
pipe threads. Conven- 
ient size hexes for 
quick installation. 











Dealer discounts. 








This famous Autocrat 
Line is one of the 
oldest and finest in 
America. As a Deal- 
er, you can safely 
recommend Autocrat 
Oil Burners to your customers. 
You may promise efficiency, 
dependability and economy... 
and Autocrat with the new 
Combustion Head will live up 
to your promises. 
once for prices and liberal 


AUTOCRAT 
OIL BURNERS 





FOR YOUR ."~ 


CUSTOMERS 
=> 






Write at 


with the NEW 
COMBUSTION 
HEAD 


Manufactured by 


CHANDLER COMPANY 
CEDAR RAPIDS, IOWA 
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don’t have to clean the pump unit, 
screens, etc., but we always install the 
big suction line filter. 

“We have records of installations 
that have gone three and four years 
without a nozzle stoppage. The reason 
I limit myself in saying three or four 
years is that I do not know the history 
of these installations personally prior 
to that.” 


Using Pressure Gauges 


Admitting his weakness lies in apply- 
ing a pressure gauge at the drop of a 
hat, an oil heating engineer explains 
why. Sometimes a pressure burner fuel 
unit supposedly set for 100 lbs. atomiz- 
ing pressure turns out to be giving 80 or 
120 lbs. pressure on an actual installa- 
tion. Switching to a nozzle of greatly 
different capacity may alter the atomiz- 
ing pressure. 

Hunting trouble in low-pressure and 
high-pressure steam systems often hinges 
on ascertaining the pressure drop be- 
tween different points. This shows up 
clogged lines and, usually more impor- 
tant, undersize or overloaded lines. 





Regarding using pressure gauges on 
water supply systems, this engineer 
points out that unusually high water 
pressure gives excessive rate of flow 
from hot water faucets and thus causes 
complaints about tankless heater coils, 
Five gpm may go through a small tank- 
less coil suitable for a maximum of three 
gpm, and underheated water and com- 


SPECIAL NIPPLE 


Yg" NIPPLE FILLED WITH 
LEAD, DRILLED SMALL HOLE 


plaints may result. 

Pressure reducing valves, often used 
in homes to cut city water pressure from 
above 100 lbs. down to about 50 Ibs., 
need checking from time to time with 
a pressure gauge. This shows the pres- 


LEAVE IN THE SPECIAL NIPPLE 
4 WHEN YOU REMOVE A GAUGE 











Cc sure the valves are set to provide. Often 
C it shows an old valve is not working. 
By reading the pressure drop across 
a a tankless heater coil handling hard 
TWO PRESSURE GAUGES water, you can tell if it is plugged with 
DETERMINE PRESSURE lime. If with one faucet open you read 
DROP OF TANKLESS on yee ew 
WATER HEATING COIL 50 lbs. pressure at the input end of a 
coil and 15 lbs. pressure at the output 

end, the coil is plugged. 

Many installations planned by this 
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using pressure gauges, answers questions 
regarding the advisability of adding 
load to already-installed lines carrying 


gauge-minded heating engineer are 
equipped with 1” and 4” pipe plugs, 
used by him to obtain pressure readings 
when he desires. There’s been a head- 


Pressure-drop data, quickly obtained water, steam, fueloil, or compressed air. 








FASTEST 


(EXPANSION TYPE) 


- Venting Valve Made 


Simplify 
Servicing 


3 & 2 piece 
Type UX 
Doubleflex 


BS thr 


MAID -0’- MIST No. 22 AUTO-VENT 


FOR HOT WATER CONVECTORS, BASEBOARD 
AND FREE STANDING RADIATION 





with 


LOVEJOY 
L-R 


FLEXIBLE COUPLINGS 


Just reach for the right L-R Coupling—and 
you have the right coupling for YOUR job. 
L-R is standard in the oil heating trade; fan 
mfrs. supply fans with L-R jaws on hubs. De- 
pendable and economical. 


Quick and easy to 
install — Ye” I1.P. 


connection. 


All expansion and 
Pat. & contracting of spe- 
Pats. Pend. ° eae 

cial composition 
disc restricted to 4 
vent slots. 


For vertical or hor- 


Special internal izontal mounting. 


No. 72 
AUTO-VENT 


siphon tube steps 
up venting speed. 


Non-ferrous metals. 


Write for catalog and prices. 


~ LOVEJOY FLEXIBLE COUPLING we. 


5012 W. Lake Street Chicago 44, Ill. 








3221 N. PULASKI RD. 
CHICAGO 41, ILLINOIS 


ALSO MFRS. UNIVERSAL JOINTS AND VARIABLE 
SPEED TRANSMISSIONS 
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YOU CAN MAKE a 


DOLLAR a MINUTE 


installing elt Square, Rectangular, or Pear-Shaped 
HEAT RESISTANT 
PANELO STAINLESS STEEL 
(Trade Mark Reg.) COMBUSTION CHAMBERS 


Installed in minutes. Heat up in seconds. Stand up for years. Reduce noise, | 
smoke, soot and oily film. Provide more even heat. Require no back-fill. 








NEW YORK TECH 


America’s Outstanding School of 


OIL BURNER 


INSTALLATION 
AND SERVICING 
The School to Think of if: 
YOU HAVE MEN TO TRAIN 


or 





No cement. No tools. Panels slide together easily. Light 


weight, Easy to handle. No breakage. 


Write, Wire or phone for sizes, prices and Dealer Discount 


STEFCO yal yi co. Heating Division 


FO Michigan City, Indian 


S$SSFESST ISS $558 








REQUIRE TRAINED SERVICEMEN © 
NEW YORK TECHNICAL INSTITUTE 


553—6th Avenue, New York 11, N.Y. CHelsea 2-6330 


Call or Write 














dle in using deine viene. me wah 
the water turned off, when such a plug 
is removed lots of water spills out of the 
system and lots of air enters. Wiping up 
spilled water is a bother. So is ridding 
a hot water tank or tankless heater of 
air. With scalding hot water trickling 
out of a test opening, it’s no fun to try 
to screw a gauge or pipe plug into place. 

As his pet refinement, this engineer 
now leaves special pipe nipples in the 
test openings to which he often applies 
pressure gauges. These are Ye” and 4” 
nipples, long enough to take a pipe 


wrench, which were filled with lead 
and then drilled with an exceedingly 
small hole. Use the smallest drill that 
works out to be feasible. 

Put a pipe cap on the special nipple 
when a pressure gauge is not being used. 
Remove the cap to screw a coupling and 
gauge on the nipple, and very little 
water will spill out of the nipple 

* * ** 


Smoky Chimney Good? 


In the early days of domestic oil 
burners, when if they did not follow 


this rule few if any of their burners 
would have given COz readings as high 
as about 8%, many dealers enthusiastic 
about high combustion efficiency made 
it a rule to give a pressure burner so 
little blower air that a slight smoke came 
from the chimney. 

Thanks to advancements in combus- 
tion heads, nozzles, and fireboxes, fol- 
lowing this rule today produces CO: 
readings above 12% on the best installa- 
tions. If he is slow to admit a chimney 
is smoking slightly, or if he is adjusting 
a burner on a windy day, a service man 












tant 


THE SERVICEMAN’'S BURNER 


ect work. 


Write tor complete details 


New model equipped with Shell designed | 


combustion head 


RADIANT UTILITIES CORP. 
8817 18th AVE., BROOKLYN 14, N. Y. 





pe OIL BURNER FACTS | 


A nation-wide survey conducted by 
our advertising agency showed that 


os RADIANT burner performance is 
equal to the highest price burner. 
Yet they are priced to meet the 
lowest competition, even on proj- 


“y Heavy sales are due to 
—low cost of upkeep 
—ease of installation and servicing 
—factory guarantee 
—national distribution in 
protected territories 


NE 









ment floor. 


tering. 


Here’sa newand im 

opment in anti-syp 
Preferred’s Type A Valve, which 
is the only valve available in these 
sizes approved by Underwriters’ 
Laboratories for use with No. 6 
oil, as well as with lighter oils. 
This angle type valve takes the 
place of an elbow when installed 
at the high point in the suction 
line, usually at the building wall, 
where the line drops to the base- 


@ Built-in dashpot eliminates chat- 


®@ The new Preferred Type A valve is 
spring-loaded and is available in 


Anti-Syphon 


VALVE 


APPROVED BY UNDERWRITERS’ LABORATORIES 


FOR NO. 6 OIL 
magne devel- 


on valves... 





1%”, 1%” and 2” sizes for 5 or 10- 
foot head pressures. 


and 12” sizes. 





|  @ For Oils Up To No. 5—Valves C5 and C10 are available in %” 


@ For Oils Up to and Including No. 5—Valves B5 and B10 
are available in 34” and 1” sizes. (1” size is built up 
from 34” size with fittings.) 






mn) 
PR 188 Gi eG 


PREFERRED UTILITIES MFG. CORP. \4 J) 


1860 BROADWAY, NEW YORK 23. N.Y 
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GORTON 
SYSTEM 


ZeES AND 


mT \ Je),3) 

EQUALIZES ANY | 

STEAM HEATIN } 
SYSTEM 





STOP TWAT FUEL WASTE! 








GORTON 
Since 1887 


CRANFORD 


HEATING 





FREE NEW DISPLAY 
ON GORTON VALVES 


— 5 Colors — 


SIZE 14" x 22" 


Can be furnished on cardboard with 
easel, or on heavy paper 


Either type gladly sent upon request 


CORPORATION 


Manufacturers of Heating Equipment 









SINCE 1910 


wee JERSEY 








WHY IS A SIMPLEX 
SIMPLE TO SERVICE? 


SIMPLEX PNEUMATIC 
TURBINE TYPE 
HEAVY OIL BURNERS 





Every SIMPLEX has a minimum of mov- 
ing parts to get out of order. Every 
SIMPLEX uses a standard, nationally 
recognized motor. 

Add the fact that SIMPLEX heavy oil 
burners are priced for a whale of a dealer 
profit, and you know SIMPLEX offers an 
attractive dealer proposition. 

A note on your letterhead brings 

the details. 


SIMPLEX OIL HEATING CORP. 
11 Park Place @ New York 7, N. Y. 

















trying to apply this rule may wind up 
on an excellent installation with CO. 
close to 14%. 

It’s not wise to obtain startlingly 
high CO, readings by risking having 
soot specks in the equipment room or by 
inviting service calls. Flue passages on 
some installations need cleaning more 
than once a year only because the men 
who adjust the burners take too much 
glory in citing high COs figures. 

To do best at service work today, use 
a smoke meter along with your CO, 
instrument, and aim for so little smoke 


that the flues will not need cleaning 
more than once a year. Compensate for 
stack temperature. The typical installa- 
tion that shows a low stack temperature 
has a greater tendency to deposit soot 
in the flue passages than a high stack 
temperature installation, and fortunate- 
ly also wastes relatively little fuel when 
the COs is dropped one or two percent 
to avoid frequent need to clean the flues. 

If, having yet no smoke meter, you 
persist in being guided by chimney 
smoke, don’t follow the old rule about 
an efficient fire giving a trace of chim- 


ney smoke. Tolerating any chimney 
smoke, you should tolerate it today only 
on a cold start, for the few minutes 
needed to bring the firebox temperature 
up to red heat. The typical installation 
may inevitably give a slight show of 
chimney smoke when warming up, but 
should give no smoke whatever after 
that. 


Tricks for Test Jobs 


Field testing being an exceedingly 
important part of oil burner develop- 
ment work, the chief engineer working 








gas-fired heating plants. 


ALSO: tail 
Emulsify Water. 


No Draining. 


17 East 42nd St. 











SOOT 
DESTROYER 


SOOT-CO 


STILL THE BEST ‘o- cleaning oil and 


EFFICIENT AND ECONOMICAL TO USE 


SLUDGE-GO for Cleaning Fuel Oil Tanks and Will 
EZ-E WELD for Sealing Leaky Boilers. No After Odor. 


Write for name of nearest jobber 


KALMIDE CHEMICAL CO., 
New York 17, N. Y. 





INC. 
1809 Amhurst 





SAVE with FUELCUARD 





Remote Reading 
Tank Gauges 


Installed in the suction line of 
the pump, FUELGUARDS 
almost eliminate installation 
expense. 

LOW, LOW price, plus de- 
pendable accuracy make a 
FUELGUARD a "must" in 


every oil burner installation. 


THE R. S. TEESDALE CO. 


St., N.E., Grand Rapids 6, Michigan 











®@ Principles of Oil Burning 


® Use of Test Equipment 
@ Planning and Estimating 
CALL OR WRITE 





Mitchell 2-5432 


OIL BURNER 
INSTALLATION AND SERVICING 
Course Includes: 


© Wiring Circuits—Control Rebuilding 
@® Burner Types—Installation Methods 


LINCOLN TECHNICAL INSTITUTE 


256 Washington St., Newark 2, N. J. 





were.) 


YOUR OINTMENT? 





The profitabl 


Baltimore, Maryland 











@ Are you long on customers and short on cash? 


Lexington Plan of financing on the security of 
accounts receivable. 
ASK US ABOUT IT e 


LEXINGTON CORPORATION 


Financing from Maine to Maryland 


10 Milk Street, Boston 8, Mass. 


e way out of that dilemma is the 


OR SEND FOR CIRCULAR 


New York, New York 
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Sell to Everyone in Town!! 


© Homes @ Factories 

e Stores © Warehouses 

@ Super Marts ® Recreation Halls 

© Shops © Commercial Buildings 
© Garages © Service Stations 





An Unlimited Selling Market 
with the new 


ARTCRAFT 


SUSPENDED FURNACE 


Our low competitive 
Price means more sales, 
greater profits. 


APPLY NOW FOR EXCLUSIVE TERRITORY. 
FOR FURTHER INFORMATION 


CHICAGO STEEL FURNACE COMPANY, 





9326 S. Anthony Ave., Chicago 17, Illinois 


Hangs from the Ceiling 
Saves valuable floor Space 





Gas or Oil fired 
75,000 to 350,000 B.T.U. 











for a burner manufacturer recently 
showed with pride the steps he has de- 
veloped to simplify and lighten field 
testing of different models. 

There’s a sleeve built into the front 
wall of each firebox in which a gun 
burner is tested. Made of metal and /y” 
larger diameter than the gun tubes of 
the burners tested, this permits drawing 
out a burner and installing a new one 
in the firebox in less than a minute with 
no chance of damaging the firebox. This 
engineer uses furnace cement to seal up 
around the gun; it’s easy to store, apply, 


and chip off after it hardens. 

As fueloil unavoidably is spilled in 
connecting and disconnecting burners, 
switching nozzles, air-handling parts, 
and fuel units, and installing pressure 
and vacuum gauges, there’s a shallow 
metal pan for the burner to stand in. 
The concrete floor does not become oil- 
soaked. 

There are four electrical receptacles, 
all told, for two plugs which are con- 
nected to the burner motor and ignition 
transformer. By using two receptacles, 
the burner runs without controls and 


the ignition can be turned on and off 
using a switch. The other two recepta- 
cles are used to connect the burner to 
the standard controls on the installation. 
Several precautions are taken to avoid a 
mistake that leaves the burner running 
unattended and not connected to the 
controls. 

Using tricks like these, a man arriv- 
ing on the job with a new test model 
under his arm can remove the old burn- 
er, install the new one in a shipshape 
manner, and fire it and start testing all 
within ten minutes. 














Cleans Chimneys 
Permanently 


Stops down draft—prevents furnace ex- 
plosions. Satisfaction guaranteed. This 
copper pot (with character) mailable. 


For FREE BOOKLET and Dealer Proposition 


Write 


WIGWAM FLUE TOP CO. 
ABINGTON MASSACHUSETTS 


SAVES THREE KINDS OF FUEL 














rBEAT COMPETITIONS 


with the PACKAGE DEAL 


Oilburner conversion package No. 4 





THIS IS WHAT YOU GET: A prominent nationally- 
advertised top-quality oilburner, with 3 controls, 
combustion chamber, refractory cement, valve, filter, 
tubing; tank gauge, and all accessories necessary for 
a complete installation. All items are top brand 
names carrying a one-year guarantee. 


— AT A PRICE SO LOW IT CAN’T BE PUBLISHED! 
WRITE TODAY! 


ALBANY AUTOMATIC SUPPLY CO. INC. 





Looking jor Results ? 


TRY KEK on that TOUGH JOB 
GET ANY BOILER CLEAN 
SAFELY and SURELY 
TRY OUR OTHER QUALITY PRODUCTS TOO! 


@ KENBRIC Soot Remover Bricks and Rods @ 
@ KENITE Boiler Repair Permanent, Odorless @ 
@ KENITE Joint Compounds Non-Hardening 2 
© KENITE Oil Pipe Plastic for Oil, Gas & Refrigerants @ 


Ask Your Jobber or Order Direct. Jobbers Protected. 
Write for FREE BULLETINS 


KSNiTs Laboratory 











BOILER 
CLEANER 
AND STEAM 


Compiriont? 























Madison New Jersey 

eS @ 
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Designed a for Residential Heat Loss Calculations 


CLIMATEMAKER 2:22, SLIDE RULE 


Gives the RIGHT Answers QUICKLY to: 


%& B.T.U. heat loss per room. C.F.M. required per room. 
% Pipe area, pipe and stack size for forced or gravity 
warm air heating. 
%& E.D.R. of steam and hot water. 
* += ane ~ ei ' ‘ , med PRICE 
% Figures outside design temperatures from elow 
to 40 Above zero. Designs based on zero to 70°. Cash With Order 
Easy to learn—Simple to use. 


ORDER NOW—Write Dept. F-8 
CLIMATEMAKER SLIDE RULE COMPANY, Not Inc. 





ty ighted in 
Kane Canada 








28 Madison Avenue Albany 1, N. 4 





Bloomington, Ill. 


1404 E. Washington St. 
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RAYFIELD BURNERS 
FOR No. 4 or No. 5 
HEAVY OILS 










MODEL JR. 


MODEL D4 


1. Fully Automatic 

2. Self Cleaning Nozzle 

3. Self Lubricating 

4. All Electric Operation 

5. Pays for itself from savings 
6. Burns the cheaper No. 5 oil 


c. . 











1.00 to 5.00 GALS./HR. 


3.00 to 12.00 GALS./HR. 


NOUShwona 





RAYFIELD COMPANY - 


HEAT RECLAIMERS 


Low in Price—Automatic—Easy Installation 

- Installs on Boilers, Furnaces or Stoves 

For use with Coal, Gas, Oil or Wood 

- Increases output of ANY gravity warm air furnace 
Heats Basements, Play Rooms, Garages, etc. 

- The hotter the stack—the more heat reclaimed 

- Saves wasted heat now going up the chimney 


2010-18 SO. 














HALSTED 


PATENTED COMBUSTION 
HEAD OIL 
BURNERS 


for CATALYTIC 
OILS TO 

#3 GRADE 
2 MODELS 
1.00 to 3.00 GALS./HR. CAPACITY 


1. Amazing Economy 12 to 15% COz 

2. Clean boilers with perfected combustion 
3. Burns Catalytic oils easily 

4. Quiet—No Vibration or pulsation 

5. Cuts user’s oil bills 14 to 36% 

6. The ideal replacement oil burner 


CHICAGO 8, 

























ST. i eS 



































FUELOIL 
HANDLING 
BOOK 


HERE'S a new book compiled to 

meet a demand for informa- 
tion on fueloil handling problems. 
The 64-page book is composed of 
the most significant and practical 
articles on the subject from 
FUELOIL & OIL HEAT, including 
those about — 


DELIVERY PROBLEMS 
AUTOMATIC DELIVERIES 
DEGREE-DAY SYSTEMS 
TRUCK PROBLEMS 
TRUCK SELECTION 
RATING DRIVERS 


Your copy of FUELOIL HAN- 
DLING is available for a dollar. 
It’s illustrated with photos, tables, 
8% 


diagrams and charts. Size: 


x 11 inches. 


PRICE $1 


When ordering please send your 
check or money order to avoid 
bookkeeping on the many small 
orders we receive for books. 










HEATING PUBLISHERS, INC. 
232 Madison Ave. New York 16 























Oilheating Oasis 
(Continued from page 69) 


own hauling. 1948 was a cold winter 
again, and there were delayed arrivals. 
Cars were put on wrong sidings and 
| Harris had to go down with his own 
trucks and pump them out, away from 
the bulk plant. So for the 1948-49 win- 
ter he went back to doing his own haul- 
ing and will probably stay at it. 





Most of his fuel is brought from Kan- 
_sas City or Chanute, and the standard 
| commercial transport rates from those 
points to Lawrence are respectively 
0.627¢ and 1.12¢ a gallon. Harris 
charges those rates to himself and uses 
the savings to amortize the equipment 
costs. Three years have paid for them, 
he figures, 


Harris buys quite a bit of his oil from 
independent refiners on the best basis 
he can get on frequent negotiations. He 
sets his retail price, not by following 
any market leader, but by taking his 
cost at the refinery, plus commercial 
transport rates for his over-the-road 
haul to Lawrence, and then adding a 
|margin of 244¢ a gallon. He finds this 
| margin adequate under small city op- 
erating conditions and in view of com- 
| petitive fuel costs. 





All of Harris’ truck drivers were for- 
-merly garage mechanics, and they do 
_all of their own repair work. Another 
interesting quirk in the company’s fuel- 
oil operation is that its customer budget 
| payment plan runs for only eight 
|months of the year, October through 
May. In a university town, too few per- 
sons are there in the summer for satis- 
factory collections. 


| 


During the past year, Harris has 


withdrawn from much of the active 
work of oilheating and brought in two 
younger men for management. Herbert 
Weekly, III, a disabled but very active 
army officer from World War II, is 
executive vice-president, and Ralph V. 
Baker is vice-president and general su- 
perintendent of outside operations. 
Robert Weekly, younger brother of 
Herbert, stays inside as general office 
man, working with Mrs. Harris. 


The entire organization is small... 
only a handful of persons, yet it gets 
into almost every phase of residential 
and commercial oilheating and air con- 
ditioning, with an engineering approach 

. . and all this in a town where you 
can reach any part of it to go home for 
lunch in less than ten minutes. 


© 


J. C. Richdale, manager, New Eng: 
land Division, Esso Standard Oil Co., 
has been appointed assistant to Stanley 
C. Hope, president, with headquarters 
in Boston. Bernard F. Shea, presently 
assistant division manager, succeeds Mr. 
Richdale as division manager and, in 
turn, will be succeeded by A. A. Diffey, 
operations manager in New England. 
Mr. Richdale, associated with Esso for 
more than 20 years, has been an active 
member of the petroleum industry since 
1905. During the War he was liquid 
fuels administrator for Massachusetts, 
chairman, New England Council Com: 
mission on liquid fuels, consultant on 
defense transportation and has served 
as chairman of the Petroleum Industries 
Committee. He is presently serving his 
second term as president of the New 
England Council. 
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SAYBOLT Calibration 


Can Save You Money 





of dollars annually. 


Saybolt Calibration Service prevents profit leaks and 
pays for itself many times over in fueloil savings. Con- 
tact any of the 50 Saybolt offices in the United States 
and foreign ports, or write to: 


E. W. SAYBOLT & COMPANY 


Serving the Petroleum Industry for Over Half a Century 
265 BAYWAY 


HERE’S HOW: Saybolt Calibration insures accuracy 
in fueloil meters, tank trucks, and bulk storage tanks, 
thus preventing small daily losses which total hundreds 




















ELIZABETH 2, N. J. 











Oilheating Trends 

(Continued from page 12) 
ers a price guarantee during the summer 
months to give them full advantage of 
any price drops that might come after 
they fill their tanks. Fortunately, the 
small scale of all of these special sum- 
mer inducements tends to minimize the 
confusion compared with last summer. 
There is no doubt merit in some special 
summer inducement to fueloil distribu- 
tors only, but it will take another year or 
two to establish such a program as a 
standard industry practice to the point 
where dealers would expect it regularly 
and adapt their own storage and delivery 
routines to fit. 

DELIVERY LABOR COST: At the request 
of one of the reporting dealers the group 
was asked this month what oil truck 
drivers’ wages represent in cost per gal- 
lon delivery. There was some geographic 
variation. In New England the driver’s 
wage represents .37¢ per gallon; in Mid- 
Atlantic states this item is .40¢; in the 
Midwest it is .31¢; and in the Pacific 
Northwest .48¢. The national average 
was .38¢ per gallon. Those averages are 
based on towns and cities of all sizes, so 
a later separation was made to include 
only the large cities. The New England 
figure on large cities was .37¢ per gal- 
lon; the Mid-Atlantic figure was also 
37¢ while Midwestern large cities 
showed .33¢ per gallon for driver's 
wages, 

FUELOIL STOCKS: Stocks of distillate 
fueloil at refineries, terminals and in 
transit covering the area East of the 
Rockies were 43,236,000 barrels on 
July 8 compared with 54,615,000 bar- 
rels on the corresponding date of the 
previous year. Refineries have been 
showing an accelerating yield of distil- 





lates in recent weeks so that while the 
stock picture is unfavorable at the mo- 
ment the outlook is better. 

DEALERS’ COMMENTS: Typical com- 
ments on questions of the month are 
these .. . “Tanks went up $6 during the 
last two weeks” . . . “It looks like tanks 
will be tight this fall” . . . “Present oil 
outlook seems to indicate stable prices 
for the rest of the summer”. . . “All 
roads point to a new sellers’ market” 
... "We will soon greet salesmen with 
‘How soon can we get it’ instead of 
‘How much does it cost?’”. . . ““Demand | 
for oilheat is the greatest ever .. . it sure 
looks like a million burner year” . 
“Should an oil company install oilburn- 
ers without profit just to get the oil 
account?” .. . “Drivers’ wages are usu- 
ally 1% the total delivery cost before 
overhead” .. . “We are getting warn- 
ings on possible shortage of tanks; new 
installation prices are very competitive | 
in Brooklyn; expect a tight oil supply 
next winter”... “Shortage of materials | 
has led us to purchase and stock an 
increased inventory of $5,000 above 
normal” . . . “Let’s sell oilheating to the 
public” . . . “Using a 2185 gallon truck 
the driver earning $1.25 an hour can | 
make three city trips in an 8 hour day 
with a maximum labor cost of .25¢ per 
gallon” . . . “Our oilburner sales are 
down due to gas installations” . 
“When you pay $340 to $375 fora good | 
unit, plus good workmanship, how can | 
a dealer come out at the $475 installed | 
price which is the high level in our mar- 
ket?” . . . “If we should get into war 
and ration oil let’s do a better job than 
last time”. . . “Natural gas and propane 
are leading us in sales in this area with 
natural gas the same price as in 1930 
... 1040 Btu. at 50¢ per thousand.” 




















pasion 
———— 
economy = 


“into aie | 
you" | 


| 
—burners 


Standard & High Pressure 
SEPARATORS 


Maintenance and replacements costs 
are 2 important items to oil burner 
purchasers. With Kraissl separators, 
you can design faster, easier main- 
tenance into your burner—and elimi- 
nate filter replacement costs entirely. 
Installation on the exterior of your 
burner gives instant, easy access — 
without dismantling. And the cleaning 
of the removable filter baskets restores 
original efficiency—thus eliminating the 
normally expensive replacement costs. 
Complete range of sizes—from I!/4” 
to 6”; pressures to 500 psi; practically 
any degree of separation. 


Ask for Bulletin A-1430. 


“PRRAISSLC. 


If you have any special problems 
—or need more information, please 
write us fully. You will receive 
a prompt and detailed reply. 












295 WILLIAMS AVE., HACKENSACK, N. J 
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advertising. 


Write for details including 





The “Big Bag” with your name in large 
type gives you “Billboard and Soundtruck” 


Sales Manual and Profit Analysis 


MOLLOY MACHINE CORPORATION 


KLEENMASTER Makes Servicing Profitable 


Eliminate your service loss on oil accounts. Kleenmaster grosses 
$7.00 per customer after selling expense and labor. 


Keep your Drivers and Servicemen busy during the summer slack. 





3445 N. Western Ave. ¥ 
CHICAGO 18, ILL. 






























Horace Zimmer has been appointed 
manager of districts for the Apparatus 
Dept., General Electric Co., and will 
maintain headquarters at Schenectady, 
N. Y. He has been succeeded as New 
York district manager by Frank A. 
Faron, who has been the district’s indus- 
trial divisions manager. Mr. Zimmer 
will be responsible for supervision of the 
operations of twelve districts, coordina- 
tion with other divisions and staffs, 
selection and training of district per- 
sonnel. Both are veterans of long service 


with G.E. 


John Payton has been designated as- 
sistant to Fred Gombert, sales manager, 
Hall-Neal Furnace Co., Indianapolis, 
Ind. Mr. Payton’s twenty-five years’ 
sales-engineering experience in the warm 
air heating field includes service as a 
sales engineer with Citizens Gas & Coke 
Utility, Indianapolis, and sales engineer 
at Minneapolis-Honeywell. 


William E. Austin, a heating industry 
pioneer, died July 7 at his Richmond, 
Va., home. He had been manager of 
the Richmond office, National Radiator 


Co., Johnstown, Pa., for more than 30 
years, and although he retired in April 
1949, had continued as manager em- 
eritus and consultant in the Richmond 
area. Mr. Austin in 1892 started as a 
clerk in a heating contractor’s shop, 
joined National Radiator in 1914 and 
opened the Richmond office as manager 
in 1919, 


Hugh R. Brankstone has been ap- 
pointed employee relations advisor at 
the Fort Worth Production Div., Gulf 
Oil Corp. 
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; For More Profitable Jobs 


NU-TROJAN 
Combustion Chambers 


A Product of McLeod & Henry Co., Inc. 





Nu-Trojan Chambers have the 
features that lower installation 
costs and reduce servicing costs 
to — 
jobs as few 
need steel conde to "hold them 
in place. 
ing in 
of 





you secure profitable 
parts, does not 


First nia hs "Steel 
———. re oar: 


or details. 











SAMPLE SHEETS UPON REQUEST 
THE BRADFORD PRICE BOOK 


Serving the Plumbing & Heating Trades, over a !/; of a century 


A MOST USEFUL 


TOOL 


IN MAINTAINING A 
SUCCESSFUL BUSINESS 


QUINCY 69, MASS. 














RANSFORMERS 





They Have Stood 
the Test of Years 


The best testimonial to the de- 
pendability of Dongan Transform- 
ers is that they have for years 
been standard equipment on lead- 
ing makes of oilburners. Acquaint 
yourself now with the Dongan’s 
many outstanding features. 





2981 Franklin 





Voltages 
20,000. A variety of sizes 
and mountings. 
types built to specifications. 


Dongan Electric Manufacturing Co. 


“The Dongan Line Since 1909” 








Sell one-lb. cans 


from 5,000 to 


Special 





HEALY- 


Detroit 7, Mich. 








WRITE FOR 
LITERATURE 
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(For fuel oil soot only.) Keep a supply on 
every Service Truck. Sell cleaning jobs. 
E-Z. One application does a thorough soot 
cleaning job. Saves time. 


tributor cannot supply you, order direct. 


No. 1 Pkg. approx. 1 Ib. .. 
No. 5 Pkg. approx..5 Ibs. . 


Special discount to Distributors on quantities. 


797 Hampden Avenue e¢ 


Soot Destroyer 


Use 


Pays extra profit. 


to customers. If your Dis- 


- List $1.00 ea. 
- List $4.50 ea. 





RUFF COMPANY 


St. Paul 4, Minnesota 


— 








August 
1950 














